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® For all new or existing BiRotor Meters 

® Accurately measures quantity delivered 

© Automatic meter operated volume shutoff 
® Cushioned closing avoids shock damage 
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Whether you’re considering a new installatiol No, 
—or converting existing Brodie BiRotor Meters to Automatic Prestl 
Quantity Control—Brodie smooth Shock-free Quantrol shutoff now Of¢%% veers 
a full range of sizes and capacities. You gain safe, positive volume COmiOl ip, - 
that eliminates shock damage to piping, pumps and other equipmellg® NTE 
Brodie Quantrol conversion kits permit quick easy change-over. Wht 
you specify, indicate new or existing meter installation requiremet 
Contact Brodie first for the last word in petroleum metering. 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, N. Y. DALLAS 7, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALI. 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, Ill. 221 9th Ave. N. 5401 Sheila Street 
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Our new front cover highlights four of our feature 
articles, but there are others, too, which should interest 
fueloil and oilheating dealers. 
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customers. Moreover, he includes some convincing reason- 
ing to show that the dealer, as well as the customer, bene- 
fits when contracts are used. 


Part v of Schulz’ series on “Fireboxes and Combustion” 
tells about draft and its importance to good oilburning 
from the standpoint of the serviceman. This feature starts 
on page 51. 


Turning to page 62 you'll find Bill Henwood’s remarks 
for the fueloil distributor studded with suggestions to 
make him really “independent.” 
















M“* TWAIN offered this 
classic on a very familiar topic, 
“Weather is a literary specialty, and 
no untrained hand can turn out a good 


once 


article on it.” 

So we won’t try, but still we’re very 
much interested in it, and so are a few 
thousand homeowners this day in up- 
state New York, January 15 was the 
coldest in weather records particular- 
ly in the St. Lawrence valley towns, 
reaching 49 below zero in one spot. 

Why is it that the gas industry has 
to get into trouble at these most dra- 
matic moments? The severe cold 
knocked out (or maybe knocked in) 
a valve in'a main pipeline at Syracuse 
and twenty thousand gas users up in 
Mexico, Pulaski, Sandy 
Creek, Lacona, Phoenix, Méinetto, 
Moyers Corners, Fulton and Water- 
town were out of fuel. Those towns 
were not on the coldest list, for they 
were running only 10 to 20 below. 

The mayors and the governor of 
the state shooed the families into 
school houses that fortunately were 
oilheated. Auburn Prison rushed 2,- 
500 blankets. 

The utility rushed in workmen from 
New York, Albany and Schenectady. 

Everybody rushed. First they had 
to turn off the 20,000 valves at the 
meters. Then when the main line was 
repaired they rushed back to the 20,- 
000 homes to turn on the gas again 
and light the pilots, or at this point 
they still plan to. 

Seems like it would be nice to have 
a little fuel on the premises these chilly 
days . . . either that or be sure that 
the schoolhouses are oilheated. 


Oswego, 
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NEW YORK’sS Con Edison sent a mail- 
ing piece to its million electric cus- 
tomers, a big orange sheet with this 
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printing: “Some folks say, “Gas Heat 
has everything,’ but it just ain’t so... 
Gas Heat has NO coal bins, oil tanks, 
soot, grime, dirt, noise, smudge, mo- 
tors, fuel deliveries.” .. . We'll stop 
on that last point long enough for the 
nice folks up in Oswego and Water- 
town to agree. Selah! 
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IN VISITING with Belcher Oil Co. in 
Miami we heard of an interesting oil- 
heating installation up in Palm Beach, 
where a lot of wealthy Northerners 
do their winter sunning. 

Belcher’s equipment department 
installed an 80 hp oil boiler to warm 
the water in the swimming pool on a 
rich estate. The owner particularly dis- 
liked chilly swimming. His wife, on 
the contrary, couldn’t stand warm 
water. 

Just to keep everybody happy, the 
husband had another pool, an exact 
duplicate, built for his wife but with 
no oilheating. 
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AND SPEAKING OF keeping hot or cool, 
Dr. Nils Lindenblad of R.c.a.’s David 
Sarnoff Laboratories has an electroni- 
cally airconditioned room. It is based 
on a discovery made 120 years ago by 
a French physicist, Jean Charles Pel- 
tier. 

Peltier found that by running an 
electric current through two dissimilar 
metals of certain kinds he could get a 
cooling or heating effect, depending on 
which way the current flowed. 

Dr. Lindenblad, by preparing spe- 
cial alloys, has increased the efficiency 
of the process so that a temperature 
difference of about 80 degrees can be 
attained on either side of the junction. 

The only trouble is that the device 
uses about double the current of con- 
ventional processes, but Lindenblad 
predicts the day will come when it will 
be as efficient. 

eo 
ANOTHER MILD threat to heating fuels 
in the not-too-distant future was dis- 
closed at an electric heating sympo- 
sium conducted in New York by 
Electrical World. 

Paul M. Augenstein, general man- 
ager, Room Air Conditioner Dept., 
General Electric Co., Louisville, de- 
scribed a new product that G-E will 
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put on the market next fall and oy 
pects to sell millions within the neg 
10 years. J 

This is the window airconditiopeg 
moved indoors and made a cabingp! 
unit and including reverse cycle heat’ 
ing elements that let it do the dual | 
heating-cooling job. 

The thought is that a typical home | 
will have from two to four of theg 
to provide a measure of zoning. While 
the speaker did not state the capaci 
ties he did say they will use 230 volt 
single phase current, from which 
other manufacturers have estimated 
a maximum capacity of 1!/2 tons each, 
That would provide around 25,00) 
Btu of heating for each unit. 

With no stack losses all of the heat 
would be held within the house. Three 
such units, or even two at 100% ef 
ficiency would properly serve a lot of 
homes. 

G-E has spent three million dollars 
tooling up for these units so they'll get 
mass production benefits on costs. 

In the areas where degree days run 
under about 4,500 this thing could 
become our stiffest competition. No 
pipes nor ducts would be involved. 

Don’t hold your breath, but keep 
alert. 
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THEY HAD IT on the wires in late De 
cember about the lady in Washington, 
D. C. who came home to a basement 
knee-deep in oil, or thereabouts. 

A driver for Griffith Consumers 
Co., so the newspapers had it, was 10 
deliver oil at 232 34th St., NE. Ast 2 
turned out he actually delivered it to 
number 223, a home that hadn't ud 
oil for eight years but still had its fil 
pipe intact. He put in 385 gallons le 
fore he got suspicious. 

When he learned the truth, no on 
was at home so he went back to th § 
office for a huddle. Meanwhile th 
housewife, a Mrs. Gober, showed Up 
smelled oil and found she had a lot 
of it. 

All of which should be anothe 








en 
warning to anyone thinking of cot 
verting from oil to gas. . . . Bette 
not, you might have a slippery hase 


ment.” Ends h 
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featuring 
“Built-In 
Whistle Protection” 


Now... there is a non-corroding screen 
ae all VENTALARM Signals and 

TALARM GAUGES .. . sealed into 
position over the whistle top opening. 
This guarantees that no bugs, pipe scale 
or other foreign matter will get into the 
whistle to stifle the sound . . . a further 
betterment to assure proper, positive 
performance in fuel tank filling safety! 


Over 4,000,000 oil heated homes now enjoy 
trouble-free VENTALARM Signal performance. 


VENTALARM GAUGE 


For new installations . . . don’t forget 
the money-saving convenience of VENTALARM 





be sure you get 
the inside stor 


on original and dependable 


VENTALARM 


WHISTLING 


TANK FILL SIGNAL 


























Scully Throtlator ° 


Automatically controls fuel oil pumping speed. 
hand throttle adjustment and needless racing 
truck motor and pump. Automatically adjusts 
ee speed to proper RPM for maximum pump 
mciency when power take-off is engaged. Only 
4” square; easily installed under the engine hood 
near the carburetor. 


Contact your Regular Supply House 


Scully Products are manufactured 
Wer U.S. and Foreign Patents 
ents Pending 













Scully Swivel Connector 


Guarantees easy positioning of nozzle without hose 
twist. Exclusive safety retention sleeve holds swivel 
parts firmly in place. Ball bearing action assures 
smooth turning even under full hose pressure. 








Scully"Nozzle 


Engineered for modern fuel oil delivery. Provides 
for full-flow discharge rates. Allows infinite adjust- 
ment of flow rate. Cut-off is clean; surge eliminated. 
Only half the weight of a conventional nozzle to 
handle. Has built-in check valve. 


SCULLY SIGNAL COMPANY 
174 Green Street, 
Canadian Branch: 


Melrose 76, Mass. 
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iba NEWS on fueloil prices this 
month is not too startling be- 
cause everyone knows about it. There 
was a one cent rise at the tank wagon 
level in all of the cities that we show 
except those on the Pacific coast 
where they had a general increase a 
month earlier. 

Fueloil distributors had different 
viewpoints about the price increase. 
If they had large storage, well-filled, 
they were happy to pick up the inven- 
tory profit even though they were a 
little nervous about the effect on con- 
sumers. 

Those oilmen without significant 
storage were quite unhappy in areas 
where their margins stayed the same. 
They were not too disturbed if they 
had some margin improvement in the 
shuffle, which was generally true in 
the Midwest, but not in the East. 

Fueloil men generally recognize 
that their operating costs are at least 
a little higher when prices move up 
because they must carry larger receiv- 
ables and their potential credit losses 
as well as their bank borrowings are 
greater. 

The chances are, however, that 
within a month or two the whole mar- 
gin picture will be shaken down to a 
realistic pattern. 

Among the markets where we show 
prices east of the Rockies, margins 
pretty generally run between three 
and a half and four cents with six of 
cities showing above four cents. How- 
ever, we have never advocated uni- 
form margins because every market 





No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of January 15, 1957 


Tank Tank 

Car Wagon 
Portland, Me. 12.10 15.9 Richmond 
Boston 12.0 16.0 Charleston, 5. C. 
Providence 12.0 15.9 Chicago 
Springfield, Mass. 12.25 15.9 Detroit 
Hartford 12.25 15.9 Cleveland 
New Haven 11.9 15.6 Minneapolis 
Syracuse 12.9 16.1 St. Louis 
Albany 12,1 13.7 Indianapolis 
New York 11.9 16.0 Milwaukee 
Newark 11.9 15.6 Des Moines 
Philadelphia 11.9 15.4 San Francisco 
Harrisburg 11.9 16.0 Portland, Ore. 
Baltimore 11.9 Loe Seattle 
Wilmington, N. C. 11.9 152 Spokane 
Washington 11.9 16.1 Los Angeles 

*Delivered. 


Tank wagon prices shown are for maximum one-time delivery discounts. 


DEGREE DAY TABLES 


ONE MONTH ONLY—— 


December Percent 
Normal 1955 1956 Change* 

1197 1377 1066 —11.0 Albany AP 
614 664 324 —47,2 Atlanta AP 
908 1037 655 —27.9 Baltimore AP 
998 1181 893 —10.5 Boston AP 

1116 1229 947 —15.2 Buffalo AP 

L147 1205" =86993 -13.4 Chicago AP 
880 993 678 —23.0 Cincinnati CO 

1057 1427 828 —21.7 Cleveland AP 
518 550 433 —16.4 Dallas AP 

1032" 911% 901 ~12.7 Denver CO 

1203 1343 1111 — 7.7 Des Moines AP 

1101 1165 929 —15.6 Detroit AP 

1107 1180F 1018 - 8.0 Grand Rapids AP 

1082 1256 973 —10.1 Hartford AP 

1311 1427 1145 —12.7 Helena AP 
321 290 220 ~31.5 Houston AP 

1051 1119 808 -23.1 Indianapolis AP 
970 1020 866 —10.7 Kansas City AP 
393. 279 135 —46.7 Los Angeles CO 
871 919 624 —28.4 Louisville AP 

1218 1308 1139 — 6.5 Milwaukee AP 

1414 1631 1267 10.4 Minneapolis AP 
283 301 123 — 56.5 New Orleans CO 
908 1069 732 —19.4 New York CO 
1166 1284 1004 —13.9 Omaha AP 
856 1010¢ 718 —16,1 Philadelphia AP 
924 1013 683 —26.1 Pittsburgh CO 
1237 1448 1156 —- 6.6 Portland, Me. AP 
701 129°. tl + L4 Portland, Ore. CO 
1035 1219 885 — 4.5 Providence AP 
806 945 526 -34.7 Roanoke, Va. AP 
893 945 769 — 4.6 St. Louis CO 
1039 858 1077 a 3.7 Salt Lake City AP 
406 362 372 — 8.4 San Francisco CO 
1398 1478 1390 — 0.6 Sault Ste. Marie AP 
679 730 669 — 1.5 Seattle CO 
FiT9:.. 1469 923 —17.5 Toledo AP 
837 968 638 —23.8 Washington AP 

*Compared with normal. ¢City Office. 
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has so many variations in costs, often 
beyond control of the fueloil distribu- 


tor. 


The degree-day table shows an ex- 


——SEASON TO DATE— 


Percent 


Tank 
Car 


12.3 
Li 
12.0* 
12.25* 
32,1° 
11.25 
11.8* 
17.35* 
13.33% 
10.5 
11.15* 
11.85* 
11.85* 
14.25* 
10.65* 


Sept. through Dec. 


Normal 


2559 
1125 
1818 
2008 
2424 
2352 
1711 
2171 

870 
2348 
2455 
Dae 
2362 
2266 
3247 

509 
2141 
1875 

451 
1733 
2611 
2990 

429 
1771 
2368 
1624 
1890 
2776 
1600 
2195 
1632 
1703 
2279 

881 
3340 
1682 
2364 
1630 


(Thousands of Barrels) 


1955 


2759 
1235 
1943 
2258 
2491 
2414 
1969 
2284 
951 
2230 
2768 
2360 
2427+ 
2493 
3644 
507 
2290 
1960 
487 
1806 
2724 
3363 
507 
1908 
2683 
17334 
2011 
3056 
1773 
2372 
1816 
1813 
2227 
992 
3378 
1975 
2471 
1743 


1956 


2541 
813 
1450 
1957 
2153 
1956 
1502 
1850 
802 
2073 
2183 
2057 
2259 
2337 
2936 
424 
1766 
1568 
211 
1442 
2454 
2660 
309 
1595 
1995 
1558 
1590 
2788 
1690 
2103 
1387 
1424 
2449 
804 
3256 
1762 
2114 
1474 


tAirport. 
Distillate Fueloils 


PRIMARY STOCKS* 


East of Rockies 
Jan. 11, 


tremely mild season through Decem- 
ber. January may recover a good bit 
of the degree-day deficiency since both 
East and Midwest have normal cold 
as this is written at the end of the 
month. 


East Coast 
Midwest 
Gulf Coast 


Total 








*American Petroleum Institute. 
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1957 


1957 
49,264 
38,960 
19,532 





107,756 


Tank 


Wagon 


15.6 
15.1 
15.6 
16.2 
15.6 
15.3 
15.4 
16.1 
16.5 
15.2 
13.7 
14.4 
14.5 
16.9 
13.2 


Change* 


~ 0,7 
—27,1 
—20.3 
— 25 
—I{17 
—16.8 
—12.2 
—148 
— 78 
—11.7 
—IL.t 
—I15 
— 44 
"ee 


‘an. 13, 
ie 956 

37,289 
28,944 
21,390 


$7,623 




















VALUES TG 2a O K 


Type CMF 
100A Series 
25-54 mc 


...1n the new RCA | 


in the new CMF 100A Series for 25-54 mc plus 
other quality features make it the finest equip- 
ment RCA has ever offered for low band cover- 
age! Designed to provide greater range and a 
better signal at any distance, this sharp increase 
in power means improved performance, mobile 
to mobile, and throughout the system. 


HERE’S YOUR ANSWER 


to increased reliability, lower maintenance, 
built-in reserve power, much greater adapt- 
ability—the new RCA Carfone Fifty! 


**Mark of 


loil 


FOR IJ ™ 


TWO-WAY 


HIGH 
POWER. 


folmmoia-t-hi-te 
2-way radio 
ered Z-1e-hel= 


2 for low band ! 


PLUS THESE QUALITY FEATURES 


e Built-in 6/12 volt convertibility. 
e Best frequency stability. 


e Elliptical loud speaker providing 3 times more 
acoustical power than the ordinary type. 


e Color directed “rainbow” tuning. 
e Sturdy drawer-type modern design case. 


e Functionally perfected, hand fitting ‘Red 
Head” Microphone. (Transistorized or car- 
bon type.) 


Quality” 


Radio Corporation of America 
Communications Products 


Dept. O-252, Building 15-1, Camden, N. J. 


["] Please send me complete information on new RCA 25-54 
mc Carfone equipment. 

[-] Have RCA Communications Specialist make a FREE radio 
survey of my business. 

NAME 

COMPANY 

ADDRESS 


city. 











Oilheating Trends 


pars INSTALLATIONS of do- 
mestic oilheating equipment for 
December were 44,607 compared with 
55,481 the same month of the previous 
year and showing a drop of nearly 
20%. This gives us a total for the 
year, by adding the twelve individual 
monthly estimates, of 720,289. 

In the January issue of FUELOIL & 
Oi HEAT we published a preliminary 
estimate for the year of 713,947. That 
was based on our annual industry 
sampling of a larger group than those 
reporting monthly. 

After we get in the final official fig- 
ures on factory shipments and exports 
we calculate our final estimate for 
the year and publish it in the April 
issue. The final estimate for 1955, as 
you may recall, was 808,805—these 
were actual installations, not factory 
shipments. 

The December installations were di- 
vided: New Homes, 19,344; Replace- 
ments of old oilheating equipment, 
11,067; Conversions from other fuels, 
14,196. 

Burner Stocks: Burner _ stocks 
bounced back in December to reach 
94,802, where they had fallen to a 
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Minimum Retail Prices 
of Key Dealers 
Dec. Avg. Nov. Avg. 


Separate Burners $311 $311 
Boiler-Burners 730 716 
Furnace-Burners 615 600 


Price Index: Separate Burners 
1947-49 is 100% 


WHOLESALE 
Dec. 995.1 Six monthsago 93.5 
Nov. 995.1 Yearago 90.1 
RETAIL 
Dec. 93.1 Six months ago 92.1 
Nov. 92.5 Yearago 93.6 
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low point of 69,997 the previous 
month. However, the year-end stocks 
were almost identical with the previ- 
ous year when they stood at 97,645. 

The current stocks were divided: 
Separate burners, 46,528; Boiler- 
burner units, 23,459; Furnace-burner 
units, 24,815. 

Tank Stocks: At the end of Decem- 
ber tank stocks in dealer hands were 
estimated at 49,576, compared with 
37,121 the previous month, and with 


FACTORY SHIPMENTS 


/N THOUSANDS OF — n, hs 
DOMESTIC OILBURNERS & UNITS 


on DOMESTIC GAS BURNERS*=*=**2 
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43,014 the previous year. This further 
index of inventory attitude shows that 
the dealers’ confidence improved dur. 
ing December . 

Tank stocks were divided: 220-275 
gal. size, 44,014; sizes 550-675 gal, 
3,102; and sizes 1,000 gal. or larger, 
2,460. 

The average price paid by dealers 
in December for a 275 gal. basement 
tank was up one dollar to just under 
$34. 
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DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 


1952 1953 1954 1955 


1956 


Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoit & Oi Heat's estimates of shipments are: 








NOVEMBER ELEVEN MONTHS—— 
Percent Percent 
1956 1955 Change 1956 1955 Change 
Separate Burners 38.969 45,216 — 13.8 454,444 540,396 — 159 
Boiler Units 10,995 5,329 +106.3 75,699 717,669 — 25 
Furnace Units 13,951 15,966 — 26.2 180,328 196,912 — 84 
All Domestic 63,915 66,511 — 3.9 710,471 814,977 — 128 
Commercial 3.851 4,302 — 10.5 38,327 37,917 +. 24) 
Total 67,766 70,813 — 4,3 748,798 852,894 — 12) 
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Immediate Positive Control of Liquids at Dispensing Point 


ALUMINUM e@ BRONZE e SEMI STEEL 


TU ae GS . 
handling #1°== 


No. 1190 


RTS ss see ssS BS 
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No. 220 


No, 210 


| ‘OPW hose suid | 


PREVENT HOSE KINKS 
NO HAZARDS * NO PRODUCT LOSS 
¢ MAXIMUM HOSE LINE FLEXIBILITY. 


Add life to your hose .. . make it 
easier to handle .. . eliminate 


twisting, kinking and tension result- 9 Pr W C 0 a g R AT i 0 
ing from rotary motion. Use OPW’s 
leakproof swivels with liquids dis- 2735 COLERAIN AVENUE 
7 pensing nozzles and on industrial 
hose installations. Turns freely at CINCINNATI 25, OHIO 
No. 9 line pressure up to 125 psi. Kirby 1-5400 


STRONGEST LINK IN YOUR HOSE LINE! WON'T PULL APART. 















SPECIAL 
STUDY THIS 
MONTH 














Selling program for 1957. Recog- 
nizing that the industry’s toughest 
problem in 1957 is stimulating more 
direct selling at the dealer level, we 
have rounded up quite a few interest- 
ing answers on what the members of 
the reporting group had in mind. 

Just about half of them (51%) 
have made definite plans to enlarge 
their sales expense outlay in 1957. 

When we asked the somewhat sim- 
ilar question in a different way we 
got quite a different answer. In the 
matter of actually organizing a 
stronger campaign this year to sell oil- 
heating equipment as contrasted to 
straight fueloil sales, we find that 79% 
will make a bigger push on equip- 
ment. In the New England area, this 
came to 86%, and in Mid-Atlantic 
states, 82%. 

Then we asked a question on a 
point that we have often thought has 
been too much over-looked. In an- 
swering this, the dealers very clearly 
indicate that they could raise their 
oilheating prices by a modest amount 
if they are able to get good salesmen. 
In fact 71% of them believe this and 
only 29% do not. 

We raised the point as to how much 
annual income it would take to attract 
really good oilheating salesmen. The 
composite answer nation-wide was 
$6,796. The variation was from a low 
point of $4,000 in a small Connecti- 
cut community to a high of $10,000 
in a city on Long Island. 

The average by sections of the coun- 
try was: New England, $6,321; Mid- 
Atlantic, $7,080; Midwest, $6,033. 
The Pacific Northwest had too few 
opinions on this point to quote a rep- 
resentative figure. 

It’s rather obvious that salesmen 
cannot earn this much unless the 
dealer gets enough price to stand for 
adequate sales expansion. 


Dealers at this stage are planning * 


to have a lot more men on the street 
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selling oilheating equipment than they 
had last year. If the present planning 
works out they will have 37% more 
actual salesmen going after orders. We 
can say it another way—if the dealers 
in the monthly reporting group are 
fairly typical of the industry, then 
there will be 7,380 street salesmen for 
oilheating next summer compared to 
5,400 last summer. 

It’s true that advanced planning 
doesn’t always materialize, but it is 
significant that oilheating dealers are 
not seriously depressed by the fact 
that 1956 sales were down—rather 
they seem to have made New Year 
resolutions to push harder for sales. 


New Customers 


Naturally, a lot of oilheating equip- 
ment outlets are in the fueloil busi- 
ness. That’s also true of the monthly 
reporting group. Among those in the 
oil business, a weighted average shows 
that 50% of their new oil customers 
of 1956 came through their own equip- 
ment selling. This is a pretty signifi- 
cant point, and oddly the percentage 
was highest in the Midwest, scoring 
78. What this says is that the combina- 
tion oil and burner company in Indi- 
ana or Jowa got more than three- 
fourths of its oil customer growth 
through its own oilheating sales. 

Next we asked what additional per- 
centage of their new fueloil accounts 
of 1956 came from new users of oil- 
heating, but where someone else sold 
the equipment. The answer here was 
11%. We are not saying that in the 
entire fueloil distribution business, 
61% of all new accounts came to the 
individual companies because someone 
installed a new burner. But these fig- 
ures apply to the combination burner 
and oil companies. It’s very healthy 
to have an oil man hold a good growth 
rate through creating new business 
rather than having to get most of it 
by raiding his competitors. 

We find that just under three- 
fourths of the combination equipment 
and oil companies use the same sales- 
men on both products. In other words 
they get some income from the in- 
stallations and the fueloil. 

Although, it is not a part of this 


‘study, it is quite a common practice 
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Oilheating Permits* 


DEC. 12 MONTHS TOTAL 
1956 1955 1956 
1 Albany, N. Y. 96 63 

73 Baltimore, Md. 142 3 
130 Bridgeport, Conn. 1504 1389 
2 ‘Columbus, O. 429 32 

97 Detroit, Mich. -. La 
18 Elizabeth, N. J. 386 700 
30 Freeport, N. Y. a ot 

.. Hartford, Conn. 653 oh 

8 Irvington, N. J. 309 = 348 

39 Meriden, Conn. 505 626 


.. Milwaukee, Wis. 4990 , 
22 Minneapolis, Minn. 228 3 


18 Montclair, N. J. 192 “4 
3 Morristown, N. J. 71 69 
13. Mt. Vernon, N. Y. 330 = 268 
52 Newark, N. J. 1367 1279 
6 New Bedford, Mass. 1287 938 


23 New Haven, Conn. 390 9-371 
20 New Rochelle, N. Y. 370 276 


24 Norfolk, Va. 995 733 
11 Omaha, Nebr. es “ 
8 Orange, N. J. 141 146 

7 Passaic, N. J. 130 * 109 
14 Paterson, N. J. 479 489 
255 Philadelphia, Pa.** 4154 3220 
48 Portland, Me. 7192. =9H 


149 Portland, Oreg. 4025 2952 
3 Poughkeepsie, N. Y. 191 = 132 


.. Providence, R. I. 1054 

53 Richmond, Va. 524 531 
63 Roanoke, Va. 1223 1178 
41 Rochester, N. Y. 1443 1085 


6 Rockville Centre, N. Y. 159 124 


58 Salem, Mass. 518 531 
.. St. Louis, Mo. 2245 ‘i 
6 St. Paul, Minn. 128 98 
5 Schenectady, N. Y. 101 6 


.. Spokane, Wash. a 
86 Springfield, Mass. 1654 mA 
31 Stamford, Conn. 326 276 


47 Washington, ID. C. 624 544 
White Plains, N. Y. 284 


44 Wilmington, Dela. 526 372 
.. Worcester, Mass. 1501 m 

8 Yonkers, N. Y. 601 367 
1393 Totals 25295 21212 


Percent Change —16.15 


*Permits are not total sales in each mat’ 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are é 
useful working index. ape 

**Courtesy of “Philadelphia Inquirer. 


eoooe? 
eeoeeree ere eereeereeseeeeseeeeeereeeeee?® 


when a salesman originates an oil a 
count through an equipment sale t0 
let him have a small commission 
the oil sold as long as the account i 
held. Naturally this attracts fairly 
high grade men because they can have 
very good incomes after two or three 
years. It’s like the insurance salesman 
who gets a small percentage on annual 
renewals. | 
There’s an _ interesting questi? 
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_, «+ Oilheating Trends 


about what to do about larger oil- 
heating prospects, such as a builder 
development. We find that 18% of 
the reporting companies employ a spe- 
cial man to concentrate on this work. 
On the other hand, in 48% of the 
companies the boss himself handles the 
sale to these large projects. That leaves 
34% of the companies where they are 
handled by the rank and file of the 
salesmen. 

Our final inquiry in this month's 
study had to do with the quality of 
equipment generally sold by the re- 
porting group. In their own estima- 
tion 65% of the equipment they sell 
isa high-priced line; 24% is medium- 
priced and 11% is low-priced. This 
is not particularly useful information 
since we did not set up yardsticks of 
actual dollar values. 

We do find, however, that the re- 
porting group sells somewhat above 
the market. Among all of those who 
help in the monthly studies, their 
average minimum price in December 
for a separate burner installed in an 
old heating plant was $347 against 
their estimate for the entire market 
of $311. This last figure is simply the 
middle point between the high and 
low quotations in the market. 

Pretty generally, it can be observed, 
combination oil and equipment com- 
panies concentrate on dependable 
equipment to hold down their future 
servicing costs. 

Dealers commented on selling in 
1957 as follows: 

“With new and better products, 
better credit terms and more experi- 
enced sales people, as well as increased 
advertising dollars and media, it looks 
like a banner year.” .. . “There is a 
need to up-grade industry with higher 
quality jobs.” 

‘It should be a good year for those 


5 willing to work and those who sell 


Quality’ rather than price; being just 
inorder taker’ will not be sufficient.” 
‘.. “Expect fair increase in new 

larger increases in replace- 
tents of existing burners and boilers.” 
If we get 100% natural gas we 
will really have to sell oil equipment, 
present we have 60% manufac- 
wed and 40% natural.” ... “Asa 
all operator that does not employ 

n my best bet is to try and 





doil 


convince our present customers to 
change to new, more efficient equip- 
ae 


“Free service is becoming more 
prevalent in this area; one company 
now passing out trading stamps.” . 
“Work hard and long—advertise 
bigger and better.” . . . “More sales- 
men equals more advertising.” . . . “If 
we are given something to sell, we can 
lick gas.” ... 

“Everyone selling oil should sell and 
install burners; major included; the 
more salesmen selling the harder job 
gas will have.” . . . “I’m optimistic.” 
... 1957 depends more on gas com- 
petition than oil—not on price, but 
on promises.” 

“Industry must advertise or new 
oilheating sales will end.” . . . “Sure 
wish we could find good salesmen- 
or at least find someone who wants to 
try to sell.” . . . “Due to our not hav- 
ing enough salesmen, the plumber and 
sheetmetal man was toughest selling 
problem.” 


Costs increase 


“We must put our nose to the grind 
stone or be devoured.” . . . “In our 
own particular business, our sales vol- 
ume increase has been met with fan- 
tastic increases in costs, little if any 
change in productivity and yet the 
wage clamor is on in full force; we 
frankly anticipate less and less return 
on our investment, but not to the ex- 
tent we feel will occur this year; it is 
interesting to note that many of the 
small dealers that we meet have no 
intention of expanding, being merely 
content to make a living. To us, in 
summation, 1957 represents a big ?” 

“After a mild winter such as this 
one, gas is going to be tougher than 
ever to sell against.” . . . “Selling will 
be heavily concentrated on replace- 
ment and modernization of existing 
equipment due to high saturation and 
natural gas competition.” 

“A most interesting point: we sold 
oil contracts to 98% of our equip- 
ment sales.” 

“Better products—less service— 
and better service.” . . . “Gas prices 
again reduced!” . . . “I’m afraid that 
an increase in fueloil prices will make 
it easier for natural and LP-Gas com- 
petition to get our customers.” . . . 





There is only ONE 
[ Draft-O-Stat | 








and 
HOTSTREAM 


makes it! 
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DRAFT-O-STAT CONTROLS 
FLUCTUATING 
CHIMNEY DRAFTS! 


MODEL “B’ 
Sizes 6” to 12” 
ca 


DOMESTIC MODEL “A” 
Sizes 14” to 20” 
* 


COMMERCIAL MODEL*AC’” 
Sizes 16” to 24” 
oa 


INDUSTRIAL MODEL “I” 
Sizes 24” to 36” 





LOW COST DOMESTIC 
AUTOMATIC DRAFT REGULATOR 
Sizes 3” to 8” 

MODEL "M” 

Sizes 4” to 8” 





WRITE FOR COMPLETE 


Draft-O-Siat 


INFORMATION 


THE HOTSTREAM HEATER co. 


6929 QUINCY AVENUE 
CLEVELAND 4, OHIO 
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ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 


ILLINOIS 
Chicago area (Does not 
include Ind. suburbs) 
St. Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


IOWA 
Cedar Rapids area 
Des Moines area 
Omaha suburbs 


Nonmetropolitan areas 


*Included in Maryland state total. 


No. of Permits 


Issued 
Oct. 10 Mo. 
912 10,014 
244 3,477 
295 1,776 
66 1,104 
307 3,657 
1,260 10,479 
898 7,093 
362 3,386 
293 2,746 
14,063 151,235 
299 2,318 
7,209 77,676 
394 4,775 
1,263 13,943 
1,288 10,640 
1,715 18,865 
718 7,967 
112 1,422 
1,065 13,659 
1,215 12,349 
806 7,953 
409 4,396 
1,889 15,171 
176 1,771 
393 3,245 
277 1,743 
1,043 8,412 
594 3,070 
590 =2,973 
4 97 
689 4,334 
584 =. 6 , 58 1 
279 6,026 
5,587 47,723 
284 3,087 
1,723 14,577 
239 1,952 
1,059 8,682 
2,282 19,425 
1,205 14,402 
669 8,424 
124 1,554 
143 1,255 
269 3,169 
116 1,019 
4,607 48,587 
3,726 40,343 
193 1,198 
688 7,046 
1580 14,543 
299 = 2,647 
79 548 
512 4,866 
104 1,022 
586 5,460 
531 7,793 
77 1,558 
83 1,150 
30 373 
341 4,712 


**Included in Virginia state total. 
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KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan areas 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 
MARYLAND 


Baltimore area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Pau! area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
S#. Louis area (III. suburbs 
listed under Ill.) 
Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York Cityf 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


Where is the new home Market? 


No. of Permits 





tCovers dwelling units actually started. 


Issued 
Oct. 10 Mo. 
659 8,660 NORTH DAKOTA 
162 2,594 
199 2,350 OHIO 
82 1,083 Akron area 
216 2,633 Cincinnati area 
Cleveland area 
460 7,570 Columbus area 
45 447 Dayton area 
263 4,866 Toledo area 
152 2,257 Youngstown area 
Nonmetropolitan areas 
1,021 10,193 
191 «1,954 OKLAHOMA 
463 4,269 Oklahoma City area 
142 =—-:1,352 Tulsa area 
225 2,618 Nonmetropolitan areas 
109 ~—: 1,080 OREGON 
Portland area 
1971 19,466 Nonmetropolitan areas 
1,130 10,013 
584 = 6, 581 PENNSYLVANIA 
257 =2,872 Allentown-Bethlehem area 
Harrisburg area 
1,957 19,395 Philadelphia area (See New 
960 8,740 Jersey for Jersey suburbs) 
316 2,794 Pittsburgh area 
104 898 Nonmetropolitan areas 
577 = 6,963 
RHODE ISLAND 
3,542 41,150 Providence area 
2,271 26,079 Nonmetropolitan areas 
232 3,545 
182 2,129 SOUTH CAROLINA 
857 = 9,397 Charleston area 
Nonmetropolitan areas 
1,158 12,213 
739 8,487 SOUTH DAKOTA 
ee TENNESSEE 
191 2,078 Chattanooga area 
42 644 Knoxville area 
149 1,434 Memphis area 
Nashville area 
1,249 13,750 Nonmetropolitan areas 
406 3,502 
TEXAS 
502 7,400 Beaumont-Port Arthur area 
341 2,848 Corpus Christi area 
Dallas area 
115 1,361 El Paso area 
Fort Worth area 
a yer Houston area 
San Antonio area 
163 2,293 Nonmetropolitan areas 
91 1,021 P 
UTAH 
131 = 1,878 Salt Lake City area 
195 1,379 Nonmetropolitan areas 
2,979 29,514 VERMONT 
133 955 VIRGINIA 
1,701 15,624 Portsmouth-Norfolk area 
365 = 4,323 Richmond area 
780 = 8,612 Washington, D. C. suburbs 
271 3,992 Nonmetropolitan areas 
WASHINGTON 
“— ye Seattle area 
1335 8.595 Spokane area 
; : Tacoma area 
1,559 15,463 Nonmetropolitan areas 
1,727 23,123 , 
178 2,277 = WEST VIRGINIA 
422 4,708 Charleston area 
Nonmetropolitan areas 
661 8,870 | 
52 «1,141 WISCONSIN 
113 1,452 Madison area 
45 991 Milwaukee area 
451 5,286 Nonmetropolitan areas 
WYOMING 
February 
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Issued 


Oct. 
144 


4,573 
189 
508 
896 
783 
852 
200 
443 
702 


424 
174 

79 
171 


365 
139 
226 


2,130 
169 
65 


776 
790 
330 


274 
255 
19 


331 
67 
264 


122 


856 
87 
210 
338 
90 
131 


4,314 
135 
91 
471 
360 
351 
527 
363 
2,016 


348 
173 
175 


20 
2,190 


196 
279 
1,309 


1,129 
477 
163 
172 
317 


307 
107 
200 


1,713 
235 
691 
787 









10 Mo, 
1,612 


43,379 
2,70! 
4,850 
9,626 
6,0% 
5,682 
2,460 
3,243 
8,721 


6,148 
2,390 






















































2,767 


5,4% 
2,463 
3,033 


28,804 
1,706 
1,065 


13,266 
7,959 
4,808 


2,477 
2,297 
180 


3,583 
1,276 
2,307 


1,304 


10,232 
1,363 
2,251 
3225 
1,907 
1,466 


47,234 
1,585 
1,513 
8,127 
2,474 
4,080 
6,205 
3,003 

19,387 


5,599 
3,267 
2,312 


155 


20,175 
2,671 









6006 
8,566 
12,861 
417 
1,555 


3,04 


3,62! 
1,014 





















SEE US IN BOOTH 1028-1038 
AT THE EXPOSITION 


CONDENSATE DISPOSAL 
UNIT 


Developed to provide 
automatic elimination of 
condensate from air con- 
ditioning systems. Allow- 
able water levels to a 
low two inches. 


NEW "SUPER FINISH” 
BURNER NOZZL 


features high quality stain- 
less steel tip, disc and lock- 
nut for highest heat resis- 
tance and long wear. 


PROVED BURNER FILTER 


adds service life to oil burners. 
Extra large sump catches foreign 
matter... extra large filter area 
for thorough filtering. Another 


NEW HP COMBUSTION HEAD economy sales feature! 


can save up to 30% in fuel bills—a big sales point—through 
combustion efficiency developed by EDDINGTON. Easily 
adaptable to conventional burners. 


For information on EDDINGTON products, write 


Prueloil 


oilheat, 
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Milburn Petty 


WASHINGTON—Oil price increases, 
following in the wake of stepped-up 
shipments to Europe—to help offset 
the loss of Middle East supplies—have 
touched off a variety of investigations. 

These investigations have been 
fanned by widespread protests from 
consumers against advancing of prices 
for fueloil and gasoline in the face of 
heavy inventories. 

Besides looking into whether there 





was “collusion” (which is a stock 
charge following any general oil price 
increase), there may be a look-see at 
what, if anything, the operation of 
state laws prorating oil production to 
“market demand” may have had to do 
with the price rises. 

Producers hailed the crude advance 
as partially offsetting sharply-increased 
costs since the last raise in 1953. Re- 
finers pointed out that gasoline prices 
in December were less than at time of 
the 1953 advance and said increases 
on other products were insufficient to 
cover rising costs. 


Jobbers Hit Oil Price Raise 


Viewpoint of some oil marketers 
was expressed by Otis H. Ellis, coun- 
sel for the National Oil Jobbers Coun- 
cil, who said that regardless of the 
need for a crude price raise, “the tim- 
ing as well as the manner in which this 
one was produced reflects the height 
of stupidity.” 


Congress Probes Oil Price Move 


It is too early to say what will re- 
sult from congressional studies of the 
oil price increases. 

But the potentialities were indi- 
cated by the proposal of Senator Scott 
(D., North Carolina) for a special 
senate committee to investigate the 
“reasons” for the oil price advances. 


Such a committee, according to 
Scott, should determine whether legis- 
lation is “necessary” to assure Ameri- 
can refiners and consumers of ade- 
quate supplies of crude oil and refined 
products “at reasonable prices.” 

Senator O'Mahoney (D., Wyo 
ming), head of the oil-gas-coal sub- 
committee, Senate Interior Commit- 
tee, is probing the Oil-for-Europe 
Program and its effect upon the do- 
mestic economy. 

On the House side, committees were 
slow to organize—but the many oil 
critics there are not expected to let the 
price increases pass unnoticed. 


Texas Holds Down Allowable 


Federal agencies pressured—indi- 
rectly—to have the Texas Railroad 
Commission raise the January allow- 
able. Instead, the Texas commission 
held the line. 

Within a week, Humble Oil & Re- 
fining Co., subsidiary of the Standard 
Oil Co. (N. J.), posted price increases 
averaging 35 cents per barrel for 
Texas crude. 

Humble’s announcement attributed 
this to sharp increases in demand for 
crude since the Middle East crisis, with 
the company unable to obtain its re- 
quirements at former prices, as well as 
to greatly-increased unit costs. 

The crude advance spread into other 
areas, including the Rocky Mountains. 

Esso Standard Oil Co., another Jer- 
sey subsidiary, announced increases of 
one cent a gallon on gasoline and heat- 
ing oils. Other supplies met this as well 
as raising heavy fuel oil 35 cents per 
barrel. 

With the West Coast the only 
“holdout,” Standard Oil Co. of Cali- 
fornia announced it was raising crude 
25 cents, light products a half cent, 
and residual 15 cents to retain supple- 
mentary sources of supply. 

Several majors held down their ad- 
vances on gasoline to provide their 
jobbers with a quarter-cent increase in 
margin. Also, wider margins on fuel- 
oil were reported in some areas. 


Fueloil Price Rise Questioned 


Senator Holland (D., Florida), cited 
“sharp inconsistencies” in the fueloil 
price and supply situation in,demand- 
ing an immediate investigation by the 


Senate. He mentioned state production 
controls. 

Florida,” Holland said, “is a mem 
ber of the Interstate Oil Compag 
Commission under which the petro 
leum reserves of the oil-producing 
states are conserved by controlling 
production. 

“T fully recognize the right and pro 
priety of each state conserving its 
petroleum reserves but I strongly fee| 
that the current gasoline and fueloj 
price and supply picture should he 
carefully looked into to determine 
whether the oil companies are taking 
advantage of conservation practices 
and demand to raise prices unreason 
ably,” the Floridan said. 

Earlier, NOMA Counsel Hadlick 
had written to President Eisenhower 
urging that the Connally Law—bar 
ning interstate shipment of oil pro 
duced in violation of state law—he 
suspended. By its terms, the president 
may take this action when he finds 
that the states have cut production be: 
low demand, as Hadlick contends hap 
pened recently. 

(At the Oil Compact meeting, early 
in December, Assistant Attorney Ger 
eral Hansen disclaimed any intent of 
probing “motives and methods” of oil 
states but indicated interest in charges 
of “anti-competitive manipulation by 
the industry related to conservation.”) 


Ike Backs Gas Bill He Vetoed 


President Eisenhower's budget mey 
sage to Congress said he “still” favored 
legislation to protect consumers and 
relieve gas producers from utility-typ 
regulation. 

Neutral observers thought that lke 
had gone as far as he could be & 
pected to go but democratic leadets 
said it was not “strong enough” # 
obtain passage of legislation similar ® 
the Harris-Fulbright Bill. Speaker 
Rayburn said it was necessary for the 
President to let his party know that 
he wanted this bill. 

However, chances are regarded # 
better than even that some sort of bil 
will be passed—although it will not 
completely satisfy anyone—provide 
Ike’ presses for it. If the furore om 
the oil price issue dampens White 
House support of a gas bill, then ® 
chances are slight. 
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Underwriters 
Laboratory 


IGNITION TRANSFORMERS 


<i e All the advantages of a mass. produced item are yours by buying thi 
Standard 
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Super / ignition transformers are. quality controlled with an exclusive 2 ye 
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radio and TV shielding which effective 











Si0P 


¢ OVERFLOWS 


¢ DELIVERY 
DISTURBANCES 


°e IRATE 
CUSTOMERS 


~ INSTALL 
OPW TANK 
WHISTLE 


FILL WHILE IT WHISTLES — 
STOP WHEN WHISTLE STOPS 


Tank always fills to proper level. 











In addition to controlling 
andeliminating hazardous 
conditions, this inexpen- 
sive OPW signalling de- 
vice speeds up deliveries, 
increases filling efficiency 
and serves as the perfect 
shut-off-time alarm. 





FILL-UP time, ANYTIME, 
DAY or NIGHT, FROM 
OUTSIDE THE BUILDING. 








FREE BULLETINS 


styles, installation, 
etc, 








W CORPORATION|. 
2735 Colerain Ave. : 


Cincinnati 25, Ohio 
Kirby 1-5400 
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Names in the News 


C. D. (Chet) Lyford, vice-presi- 


| dent of Minneapolis-Honeywell Regu- 


| tired from active 


lator Co., Min- 
neapolis, Minn., 
since 1945, has re- 


business upon rec- 
ommendaiton of 
He 
has been associ- 
ated with the 
home heating in- 


his doctors. 





| dustry since 1919 when he joined the 





Minneapolis Heat Regulator Co.—a 
predecessor of the present Honeywell 
corporation. He sold the original ther- 
mostatic control system—known as a 
“damper flapper’—door-to-door dur- 
ing his early days with the company. 
Now 59, Lyford has in recent years 
been in charge of the company’s ac- 
tivities in electric heating. 

In announcing Lyford’s retirement, 
C. B. Sweatt, vice-chairman of the 
board said: “Most of his 37 years with 
the company have been devoted to the 
selling profession, building a reputa- 
tion that anyone of us can envy. His 
warm personality and generous 
thoughtfulness of other people have 
been a great asset to Honeywell.” 


Maurice R. Eastin, formerly man- 
ager of sales, Perfex Division, General 
Controls, has become general sales 
manager for Brush Electronics Co., 
Cleveland 14, Ohio. The firm makes a 
line of industrial and research instru- 
ments and electronic equipment. 


J. W. Burleson has been named 
general sales manager of heating and 
airconditioning products, Permaglas 
Division, A. O. Smith Corp., Kanka- 
kee, Ill. W. T: Halket is now general 
sales manager of water heating prod- 
ucts. Both men have been assistant gen- 
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eral sales managers since February 
1956 and will now establish marker. 
ing and merchandising policies as wel] 
as direct field sales efforts. 





T. E. Carson has retired from hjs 
position with Sherwood Division, Sin 
clair Refining 
Co., Baltimore, 
and has estab- 
lished his own 
consulting — busi- 
ness as T, E. Car- 
son and Associ- 
ates, 219 East 
25th St., Balti- 
more 18. In addi- 
tion, Carson’s company will act as ev 
ecutive secretary, Oil Heat Association 
of Maryland, on a retainer basis, 









L. C. Vandertill has been elected 
vice-president and director of appli 
ance division sales of Motor Wheel 
Corp., Lansing, Mich., replacing Sam 
Briggs, who has resigned. Vandertil, 
who joined Motor Wheel in 1948, has 
been sales manager of the appliance 
division since April, 1956. Prior to 
that, he was sales manager of the com 
pany’s Reo Division and also served 
as Duo-Therm assistant sales manager, 
advertising manager and sales promo 
tion manager. In his new post, he wil 
be in charge of Duo-Therm space ani 
water heaters sales, among other 
products. 





aor 






John C. Barnes, who for many 
years has been associated with the 
heating industry 
in the sale of hot 
water and steam 
heating equip 
ment, has been 
appointed branch 
manager of the 
Baltimore-Wash- 
ington, D. C.,, 
area for Burnham 
Corporation, Boiler Division, Irving 
ton, N. Y. Barnes’ headquarters wil 
be at the Burnham branch office # 
2112 North Charles St., Baltimore. 
















Jim Yeomans of the Multnomal 
Fuel Company, Portland, has beet 
named to the board of directors of the 
Portland Chamber of Commerce for 
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FROM SMALL HOME NEW HEATING AND REPLACEMENT JOBS! 


= Poloral? 


FPK PACKAGE BOILERS 


Luxurious Hot Water Heat... Plus Year Round 
Domestic Hot Water Supply from oversize built-in 
tankless coils! 
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served PRE-PIPED — Completely pre-piped . . . actually installs in 

nager, minutes. Allows your men to do more jobs per day at lower 
costs. 







rome 
he will 
ce and 

other 






PRE-WIRED—Pre-wired . . . and equipped with all nationally 
advertised controls. Taco circulator and specialities used 
exclusively. 









PRE-ASSEMBLED — Packed in sturdy wire bound crate which 
rigs through 30” doors and skids into place in minutes. 


ol’ 
i” MAKE PIPE 2 CONNECTION ... HOOK IN FUEL... Cogs 
Wie vey 
















many 


th the 





ag Sle om 
BRING UP SERVICE WIRE... ~#G ay IT’S DONE! 


DROP IN AND SEE 
THE BIG FEDERAL | 







FBC BASEBOARD 
. . . THE PERFECT 
PROFIT-MATE FOR FEDERAL BOILERS 


Modern tailored heating with installation ease. 


BOOTH...*lIl 
Your customers go for FBC Baseboard Radiation 


AT THE ASHAE SHOW!’ ..-your men will install more lengths per day. Pre- 



















cut and packaged, FBC Baseboard gives you more 
profits on every new home and replacement job. 
more. 
Itnoma mth, 
as beet ‘gs mo" 
GRANITE & WEST STREETS, 7 3 
pet BOILER CO., INC. wivianp park, N. 5. }? 
erce f 
PRODUCING AND SELLING MORE STEEL BOILERS THAN ANY OTHER MANUFACTURER "vor a 
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ROCKWELL 
ROTOCYCLE 
METERS 


The rotor in these meters is now controlled by a simple 
coordinated linkage. The new design does not alter the 
proven ‘‘floward” operating principle. It does enhance 
performance by providing the advantages of increased 
capacity, fewer parts, permanent timing and quiet oper- 
ation. These rotors are interchangeable with rotors in 
earlier model Rotocycle meters. 


No. 400 Rotocycle 

Shown with printing register. 
All other registers available. 
Made in cast iron or cast steel. 


Normal capacity range 80- 
400 gpm. 


No. 600 Rotocycle 


Shown with large reset regis- 
ter. All other registers avail- 
able. Made in cast iron or cast ” 
steel. Normal capacity range 
120-600 gpm. 


No. 1000 Rotocycle 


Shown with non-reset register. 
All other registers available. 
Made in cast iron or cast steel. 
Normal capacity range 200- 
1000 gpm. 


22 


with New Crank Control 
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AIR ELIMINATORS 


Rockwell air eliminators are engineered 
to remove all entrapped gases in the 
liquid before they reach the meter and 
adversely affect accuracy. In-line con- 
nections simplify installation. Unit 
assembly of all working parts eases 
routine maintenance. 





$i Fae 


BACK PRESSURE 
VALVES 


These valves prevent 
liquid in discharge line 
from backing up into me- 
ter. Can also be used to 
build up pressure and 
force air from system. 
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ROCKWELL] «, 


PITTSBURGH 8, PA. Atlanta Boston Chorlotlé  c- 
Chicago Dallas Denver Housto’ Los Angeles h 

Midland, Tex. |New Orleans New York Cones 
'N. Kansas City Philadelphie 77 
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these Rockwell Accessories 
your metering more profitable 





+ | moke your meters go—that improve measurement 


RATE LIMIT VALVES REMOTE REGISTRATION 


SYSTEMS 


STRAINERS 











IN-LINE STRAINER 





These valves are designed for use at 
meter outlets to control maximum flow 
rates and thus prevent over-speeding. 
They also have utility in providing 
equal distribution of liquid through a 
line of meters. 


TRANSMITTER 


REGISTER 
EXTENSIONS 












Register extensions 
permit installing me- 
ters under the load- 
ing rack platform or 
underground. 


ANGLE STRAINER 





Both types of strainers prevent for- 
eign matter in liquid from damaging 
the meter. Both have large effective 
sreening area and the economy of 
re-usable O-ring cover gaskets. 





RECEIVER 


This remote registration system 
permits centralized control over 
all metering operations. It trans- 


SWIVEL ADAPTORS 











E (Not Illustrated) its ter . ti f; 
— Ty ; mits meter registration from a 
ANGLE ‘ adaptors permit the meter Tae mai location, such as on a 
‘ ister to be rotated through a 360° turn loading rack, dizecthy toa veouly 
ven i ° . ee zs 
- ADAPTORS for easy reading from any angle. ine vesieter of the printing 
o me- by synchronous electrical impulse. 
ed to The transmitter is mounted atop 
- and the meter at the point of measure- 
mn. ment. Its matching receiver is 


Angle adaptors are used for ease of 
reading when meters are installed 


below ground, such as in airport pits. 





MANUFACTURING CO. 





mounted in a central control office. 


AUTOMATIC QUANTITY CONTROL VALVES 





Multistage type, for smooth non- 
shock shut-off of predetermined 
volumes of liquid. An invaluable 


parlotte aid when topping off loads or 
Angeles Son Francisco Seattle Shreveport Tulsa processing with liquids. 
ww York InCanada: Rockwell Manufacturing Company . 








Canada, Ltd., Toronto, Ontario 
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a one-year term. He is a former digg. 
tor of OHI and a former director of 
| the Portland Oil and Burner Dealen 
association. He now serves the Oregon 
| OHI as national counselor to the U § 
| Chamber of Commerce. 








Gerald F, Deer has been appointed 
sales training manager, Bryant, Ind) 
anapolis, Ind. He 
has held various 
| sales posts with 
| U. S. Machine 
Division, Leba- 
non, Ind., and 
was manager of 
the heating divi- 
sion, Metropoli- 
tan Coal and Oil 
Co., Indianapolis, from 1946 to 195( 
























Three recent appointments in the 
field sales organization of the Gener 
Electric Communication Products De 
partment, Syracuse, N. Y., includ 
those of V. E. Stineman as district 
manager at Los Angeles, Calif.; John 


























“No need to turn back 
with a Never-Clog Vac” 


end costly clogging 


use a dependable F. Conley as district representative tt the 
Miami, Fla., and Howell Ray Eppsa Unit 
PULLMAN communication engineer at Dalla se 


Conley and Stineman will handle the & the j 
W/[s [2 oO [L ® sale of G-E communication equipmett, 
including two-way radio for trucks 


VACUUM CLEANER Carl Swanson has been appointed high 


Inst 
Your Pullman Never-Clog vacuum P roduet er) and Russ Kafe buil 
cleaner gets you in and out of the cellar market manager for Minneapolis unit 


fast without any costly delays, because it 
never clogs under any conditions. In fact, 
the Pullman Never-Clog is guaranteed 
never to clog even on the toughest jobs 
where stubborn soot, scale, ash and debris 
would knock out any ordinary vac. The 
secret’s in the Never-Clog filter bag, a per- 
manent secondary filter that always main- 
tains full suction. 

You make MORE CALLS ... MORE 


Honeywell Regulator Company con weet: 
merical and industrial burner cov jobs 
trols. Swanson will continue to mt ang 
his headquarters in Minneapolis wher pre. 
he will be in charge of co-ordinating insta 
engineering, new products and appl unit 
cations. Keppel has transferred to tj many 











SALES ... MORE PROFITS per day when Stine : far 
you use a Pullman Never-Clog Vacuum Division's Minneapolis ee ty 
7 4 es ) 
sirponsciyg THE WORLD'S LEADING SPECIALISTS from his former pet . branc * 
IN FURNACE VACUUM CLEANERS. manager in Honeywell’s New YOR pon 
oil 
eoccccccccccccce, pa 





FOH-2 





Pullman Vacuum Cleaner Corp. 
25 Buick Street, Boston 15, Mass. 


Rush me complete details on the 



























@ 

e 

e Pullman Never-Clog Vac, so I can make bd 

FREE ACCESSORY KIT! @ MORE CALLS...MORE SALES... ® 

* 27” metal crevice tool. 2 MORE PROFITS per day. 2 

* Power blower nozzie. e Name: i 

* Handy scraper tool. g Company: e 

* Flexible metal asbestos packed @ * 

hose. Street: ° 

* 10’ x 11% 1.D. heavy duty hose. City: State: e 

e ACT TODAY . . . MAIL THIS COUPON! 
@®eeeaeeaee0edeede0e0ee0808080800 Swanson 

94 February 
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1 yf Varete) (=¥-1e (21 o 
Oil Heating Unit 


From crate to connection in only I2 Minutes 


y 1950) 


in the 
yeneral 
cts De. 
include 
district 
-s John 
ative at The Arcoleader Packaged Oil Heating The Arcoleader is the fastest, simplest Rugged steel jacket is finished in smart, 
Epps as Unit is assembled and crated at the cast iron oil heating unit to install. Unit new gray—attractive jacket extension 
Dallas factory. All controls, accessories and is easily removed from crate and can be available. Has zero clearance in back and 


tankless water heater are mounted, and “‘walked”’ into place without pipe rollers. left side. All controls are in front for fast, 
idle the the jacket is installed prior to shipment. simple maintenance. 


ipment, 
srucks, 

A completely new, compact, lightweight oil heating unit with the 
pointed highest I-W=H domestic hot water ratings as approved by the 
Keppel Institute of Boiler and Radiator Manufacturers—that’s the profit- 
building story of the all-new Arcoleader. Available as a packaged 
unit in 3 and 4 sections and as a boiler-burner unit in 3, 4, and 5 
sections, it’s perfect for your modern forced circulation heating 
jobs—especially for all new residential construction. All accessories 
and controls, even the stack control, come factory-assembled and 
is whet pre-wired. Specially designed PH Oil Burner is faster, easier to 
dinatig install and adjust. New floating jacket permits easy “walking” of 
d appl’ unit to installation point without damage. These features, plus 
dtoth@® Many more, let you complete each installation in less time with 
quarters far fewer call-backs—give you added time to handle more jobs— 
ch salsg help you earn more profits. 


Ww York 


eapoliy 
vy com 
er con 
to make 


DON'T DELAY — write now for complete details on this compact pre: pst peep te oe rs 
H . . ° e nig est 1l=W= rating Of any unit its size tor 
IMERIGAN STANDARD, PLUMBING AND: Hatsarring, _Prnietng domestichot wate. The Areeaer wi 


be a big factor in your new construction and 


DIVISION, 40 W. 40th Street, New York 18, N. Y. modernization business this year. 


American-Standard 


PLUMBING AND HEATING DIVISION 


eloil 
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LEU AU et seer « 


FP ee al 


World’s Largest 


Manufacturer 
of the 
Greatest Variety of Designs 





IMPORTANT 


to Service Organizations 


All Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 
selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the creas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for -appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. : 


DIELECTRIC 


PRODUCTS COMPANY, INC. 


Jersey City New Jersey 
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Georgia Retailers brand premium Stamps 


‘“Retailer’s Cancer -- Consumer’s Dope’ 
| a CONTROVERSIAL subject of 


premium stamps inspires no argu- 
ments in the Georgia Association of 
petroleum Retailers; it’s solidly against 
them. And, lest there be any doubt 
as to its strong opposition, the Asso- 
ciation is circularizing the following 
statement under the heading, “Pre- 
mium Stamps — Retailer’s Cancer, 
Consumer's Narcotic Dope:” 
“What's the story on Premium 
Stamps? Well, here it is. Stamp com- 
panies, of which there are currently 
five in the Atlanta area, will call on 
retailers and offer exclusive territories 
to them for their type of retail busi- 
ness up to a one mile territory. Of 
course, this is just an exclusive on that 
particular stamp and not an exclusive 
on premium stamps, If you get an ex- 
clusive on green stamps, there is noth- 
ing to prevent your competitor from 
getting gold stamps or any other color. 


Cost of Stamps 


“What do the stamps cost? Plenty. 
You buy the stamps in books of 5000 
costing $15 per book. You give the 
customer one stamp for each 10 cents 
in purchases. That is $3 per 1000 
stamps or 3¢ on every $1 of retail 
sales. While you pay $15 for a book of 
stamps, large concerns are reportedly 
buying the stamps much cheaper. You 
can imagine where this will lead. 

“What is the purpose of premium 
stamps? It is a form of advertising that 
is supposed to bring in a huge amount 
of new business. Actually, experience 
has proved that you do not receive the 
new business and are actually giving 
your old customers the premium 
stamps in order to keep their business. 
The cost of this expensive form of ad- 
vertising is 3% of sales. 

“How do the customers receive their 
premiums? The stamps are placed in 
books and turned into the stamp com- 
panies in order to be given merchan- 
dise by them that is shown in premium 
catalogues. It has been determined by 
one source that the premium stamp 
company collects $3.12 from retailers 
for every $2 in merchandise given 
away. For example, a Schick Custom 
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Shaver retails for $29.50. In order t 
receive this item, the consumer mug 
turn in 8/2 books of stamps, Th 
stamps in these books cost the retailer 
$30.60. Stamps cost the retailer $34.1 
for a Universal Coffee Maker retail. 
ing for $32.95. 

“Of course, the stamp companies ¢ 
not pay retail prices for the merchap- 
dise so you can imagine the hug 
profits they make on the items given 
away. This profit is small compared to 
the wind-fall profit in the unredeemed 
stamps. The percentage of unredeemed 
stamps has been estimated as high » 
70%. So, if you want your customer 
to have a new Schick Custom Shaver, 
why don’t you go out and buy him one 
and save money and have the customer 
appreciate your gift rather than show 
his appreciation to the stamp company. 

“Do premium stamps work? We 
have yet to find one case where pre 
mium stamps have benefited in th 
long run. In a few isolated cases there 
may be a short period of increased & 
sales. 
small, if any, and will be for onlya 
very short period. Everybody winds 
up giving stamps to their own cu 
tomers, You are giving away 3% 
your retail sales. 

“There are also other costs, There 
will be increased bookkeeping. Div 
honest employees may be tempted t! 
steal stamps. 

“These premium stamps can spre 
just like a price war. Look at the fact 
and stay away from premium stamps 


%, 
“~~ 


Lima Register Co. to make 
Windmaster draft Control 


SALE of manufacturing rights for the 
Windmaster draft control to the Lim 
Register Co., Lima, Ohio, was 00! 
pleted January 2 by officials of the 
Windmaster Co., Columbus, Ohw. 
Reason for the transfer, according " 
Windmaster, is the increased demi 
for the draft control which necesita 
increased manufacturing facilities P® 
vided by the new plant of Lm 
Register. 


. . . This increase will be very 
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Motels make Ba G Hydre-Fic nor 


orarecmmacnmpmecmmen eccscis at) 
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onty WATER 


OFFERS ALL 5 


> Comfort heating 
a Summer cooling 


> Hot faucet water 


Zone control . 4 B&G Monoflo Fitting 
— Permits use of single 
main—cuts piping 


fs Snow melting B&G Flo-Control Valve vets B&G Relief Vaive 


Helps keep indoor tem- Protects boiler against 
perature uniform. excessive pressure. 
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Ti WATER HEATING the key to full occupancy 


Motel owners everywhere are making a strong point of 
“Radiant Hot Water Heat’’ as the final luxury touch to 
today’s fine motor court accommodations. 


The same features which make forced hot water heating 
alluring to travelers can be applied as a distinguishing mark 
of genuine quality to any home! 


B&G Hydro-Flo Forced Hot Water Heating offers all 
the superior comfort advantages of radiant heat. Sunny 
warmth so smoothly controlled that every change in the 
weather is met with a corresponding change in the heat 
supply. No over heating—no under heating—no drafts 
—no fuel waste! And a year ‘round supply of hot faucet 
water—always plenty for automatic washing appliances. 


Now add these plus values, which can be included when 
building or at any time thereafter...zoning for different 
temperatures in different parts of the house. ..snow melt- 
ing...and summer cooling in a manner which makes no 
compromise with the best in heating. 


Builders of homes in every price bracket are capitaliz- 
ing on the distinction offered by the B&G Hydro-Flo 
System. Write for the new 4-color booklet which shows 
why “Only Water Offers All Five.” 





a VACANC v 
, TELEVISION 


Co e e 

anda ‘Coling B&G BOOSTER 
The B&G Booster Pump is the key 
unit in a B&G Hydro-Flo System. 
Quiet, dependable, long-lived... 
over 2,000,000 have been in- 
stalled to date. 


B&G snow melting 
heat exchanger 
Connects to same boiler 
that heats the house. 


A N Y 
viata om nae Grove, Illinois 


Canadian Licensee: 8. A. Armstrong Ltd., 1400 O’Connor Drive, Toronto, Canada 


886 Package Water Chiller 


for summer cooling systems. oe 
eg. U. S. Pat. Off. 
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QUALITY is our business| Canadian oilheating Show to be 
.. Without any compromise | 


AND ONLY Se | 


GIVES YOU ALL THREE — | 
1. FLEXIBLE COUPLINGS 





Regular Set Screw 
Splined 






Jaw 


Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- 
erating alignment. 

@ BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 

@ ONE-PIECE DESIGN—Minimi bly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
inal equipment. This is your assurance of 





| 





. = quality and universal acceptance in the 
eld. 


2, OIL TANK VALVES 


mae ‘tp 


No, 1910 B . 


Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in all designs. 
@ Valve designs for avery type of installation. 


3. QUIK JOINT 






| Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 









@ Eliminates threading of pipe. 
@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 
@ Allows 7° angular deflection. 
@ U.L. approved for oil and gas. 
Write 
for free 
descriptive 
iHerature. 





FROGPUCTS CUOEGP. 


COUPLING DIVISION 
Dept. F-27 1215 East Second Street 








MICHIGAN CITY, INDIANA 
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industry's biggest; opens March 11 


MEASURE of oilheating’s expan- 

sion in recent years can be gained 
from comparing the five-year growth 
of Canada’s National Heating and Air 
Conditioning Show. To be held this 
year in the Automotive Building, Ex- 
hibition Park, Toronto, March 11, 12 
and 13, it promises to be the industry’s 
biggest to date. 

Originally an exhibition for heating 
contractors, the show first ran for two 
days in March 1953, boasted 90 oil- 
heating exhibits and attracted 4,000 
dealers. Today, it runs for three days 
in the largest exhibit building in Cana- 
da and attracts more than 12,000 deal- 
ers, architects, engineers, property 
management men and similar cate- 
gories. It is strictly an industry show; 
the public is not admitted. 

The 1957 show, according to A. J. 
Rowe-Sleeman, manager of the Ex- 
position and general manager, Oil 


Heating Association of Canada, spon. 
soring organization, will present the 
greatest variety of equipment types in 
its history, with more new lines pre 
viewed than ever before and greater 
emphasis on commercial and indus: 
trial units. 

Domestic furnaces and boilers will 
occupy the largest segment of exhibit 
space, with the developing competi 
tion between oil and gas adding in 
terest to manufacturers’ promotion in 
this year’s show. 

The OHA again this year is playing 
host to the National Warm Air Heat 
ing & Air Conditioning Association, 
which will .conduct an educational 
program on the first two days. 

The 21st birthday of OHA is tok 
celebrated on Friday, March 8, witha 
“pre-show” party at the King Edward 
Hotel in Toronto. Show exhibitors 
OHA members and guests are invited. 


API Report says fueloil 


Demand rose 9.4% in 1956 


aie: RECORDS in demand and 
supply of petroleum products were 
broken during 1956 according to the 
annual report of the American Petro- 
leum Association released recently 
by Frank M. Porter, president. 
Domestic demand for fueloil was up 
9.4% over the previous year as com- 
pared to a gain of 4.7% in the demand 


for fuel for America’s trucks and cats. 

Total petroleum supply and de 
mand exceeded nine million barrels 
day for the first time in history. For 
the entire year, petroleum production 
in 1956 was estimated at 2 billion 91? 
million barrels—this consisted of 2 bil 
lion 620 million barrels of crude ol 
and the remainder natural gas liquids 


Fueloil Supply and Demand 
(Thousands of Barrels) 





——___—_—— DISTILLATE —- —_—__—-_——- RESIDUAL -————__ 

Production Domestic Demand Production Domestic Demand 
1956 (1) 665,350 635,900 426,300 569,400 
1955 (2) 603,162 581,351 420,331 557,423 
1954 542,278 526,347 416.757 $22,317 
1953 528,111 488,075 449,979 560,474 
1952 (3) 520,378 479,347 453,897 555,165 
1951 475,801 447,278 469,377 564,397 
1950 398,912 394,885 425,217 553,793 
1949 340,825 329,278 424,909 496,021 
1948 379,340 340,576 479,988 500,543 
1947 312,173 298,273 447,795 518,510 
1946 287,896 242,894 431,364 480,029 
1945 249,224 226,084 469,492 523,423 
1940 183,304 160,851 316,221 340,163 
1935 100,235 86,028 259,826 280,695 


(1) Estimated. 
(2) Preliminary. 





(3) Figures for 1952 and prior include some material used as jet fuel componet 


Authority: Bureau of Mines. 
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That’s the number of the Torrington exhibit area at the 13th 


J cars. 

d de International Heating and Air Conditioning Exposition. 
rrels 2 Date: February 23 to March 1. 3 
y. For Place: International Amphitheatre, Chicago, Illinois. 
uction 


The News: A special display of important new Torrington 
air impeller products, offering a variety of advanced designs 
and a wide range of performance ratings to meet new prob- 
lem requirements of the air moving industry. 

In the featured spot is the industry’s No. 1 development in 
blower unit design: A full line of the new Torrington Vari- 
Basic blower units in sizes ranging from 914” to 125%” diam- 
eter, in full and three-quarter widths. These units are 
designed to industry standards; permitting interchangeable 
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i Don’t miss the news for you at No. 816! 
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Save Time and Cut Costs 


at the 


/ INTERNATIONAL HEATING & 
th AIR-CONDITIONING EXPOSITION 


(formerly the International Heating & Ventilating Exposition) 


INTERNATIONAL AMPHITHEATRE—CHICAGO 
FEBRUARY 25—MARCH 1 


Under the auspices of the American Society of Heating and Air-Condi- 
tioning Engineers, and in conjunction with their 63rd annual meeting. 


LOT has happened in your industry during the two years 
since the last exposition—new advanced-design equipment 

for all industrial, commercial and’ domestic uses. New methods— 
and new economies. Two years is a long time—17,520 hours to be 
exact. Catch up with progress in only 44 hours at Chicago and 
profit by timely information. No other exposition can offer you 
so much that’s NEW in the heating, ventilating and air condi- 
tioning field—from more than 450 manufacturers—for so little. 


Why not include your key men? 
—write for your advance registration to: 
13th INTERNATIONAL HEATING & AIR-CONDITIONING EXPOSITION 
480 Lexington Avenue, New York 17, N.Y. 


@ 3586 


Management: International Exposition Co. 
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Home Airconditioning has 
come of Age: M-H Manager 


HOME AIRCONDITIONING has come of 
age, according to Richard M. Locke 
airconditioning manager for Minne. J 
apolis Honeywell Regulator Co, 

The business of cooling America’: 
homes reached maturity in 1956, Locke 
said. Dollar-wise, the year was the big 
gest in the history of residential air 
conditioning, topping $1!/2 billion. I 
also was the year when many theories 
of cooling became sound practice, 





“Equipment reached - satisfactory 
standards of performance, installation 
and service techniques were greatly 
improved, and the price of home cool 
ing leveled off,” Locke continued, 

“Just as in the automotive industry, 
future models may contain minor 
changes or be subject to slight price ad 
justments, but there is little likelihood 
of any major changes in residential 
cooling in the next few years.” 


Locke’s firm, a leading manufacturer 
of automatic controls for aircondition- 
ing, reported that its production of 
thermostats for home cooling increased 
121% over the previous year. An even 
greater increase was noted in produc 
tion of control panels and other de 
vices to monitor the automatic oper 
tion of residential cooling plants, due, 
Locke said, “to increased standardiz 
tion of cooling controls by aircondi 
tioning equipment manufacturers. ln 



















An 121% increase in production 0 

these heating-airconditioning therm 

stats at Minneapolis-Honeywell’s Min 

nesota plant in 1956 is solid evidence 

that residential airconditioning 
come of age. 







NOW ... TWO oreat International lines 
s-i-r-e-t-c-h your profit season from 
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YS—TWO GREAT LINES! International of Utica has successfully 
tgineered the finest lines of heating and cooling systems ever devel- 
oped! Products of 115 years of experience, these new International 
comfort systems pack more performance and engineering ‘‘firsts”” 
any units you've ever sold! The lines are great and the selling’s 
¥eat with International — your best bet for more profits all year long, 
YAR AFTER YEAR! See your International Distributor — or write. . 


INTERNATIONAL HEATER CO., UTICA 2, N.Y. Hi NTE RN ATIO N AL 
Hive you obtained your copy of our new COOLING MANUAL? 
Ks Fase becoming the standard text for dealers who want to master sum- = Ution 
"t sir conditioning. Illustrated, complete, easy to understand—$1.00. SINCE 1842 
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Dealers - Jobbers! 


This is the new gauge de- 
signed to meet your wants, 
according to our recent sur- 
vey. 


Tattle-Tale 


TRAOE WAR K 


Dot 7-C¢ 
Oil Tank Gauge 
for 11/2” and 2” openings 
The new trouble-free low priced 
gauge with exclusive features not 


found in many of the highest 
priced gauges. 


] mn 
BETTER 


j An easy-to-read 
e molded plastic top 
that laughs at the hot 
rays of the sun, 





Excellent visibility in 
e dark places. 


Designed for both 
@ inside and outside 
installations. 
Heavy die-cast 
© plug. 
4 Spring steel flexible 


© float rod. 


Moving parts hinge 
@ on brass pivots. 


7 Overall rugged con- 


e struction. 














MR. DEALER: 


If you are one who has not 
stocked this fast-selling gauge, 
write for free sample, 











WRITE FOR OUR LOW PRICES 


homeward Products Inc. 


3420 S. W. 9th St. 
Des Moines, lowa 


| the past, installation and wiring of a 


| tory . 
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cooling unit and its controls was often 
a tricky and expensive operation. To- 
day panels are pre-wired in the fac- 
. solving one of the knottiest 
of the installation and service prob- 
lems.” 

‘As average American families dis- 
cover the benefits of year-round home 
comfort and see units being installed 
in their own neighborhood, they are 
not going to wait much longer before 
starting to shop for central cooling 
plants for their own homes, too,” 
Locke concluded. 


o, 
“9 


I-B-R to rate chilled 


water fan coil Units 


A TESTING and rating code for chilled 
water fan coil units is being developed 
by the Institute of Boiler and Radiator 
Manufacturers, New York. 

The project also has as its sponsors 
the American Refrigeration Institute 
and the Mechanical Contractors Asso- 
ciation of America. Direct expansion 
coils will not be codified, but forced 
circulation heat exchangers with in- 
tegral fans used for heating, cooling 
or dehumidification will be. 

Testing and rating procedures will 
be patterned after the established I-B-R 
codes for boilers, baseboards and finned 
tube type of radiation. 

The committee responsible for de- 
veloping the new code consists of D. 
E. Morgan, Warren Webster & Co.; 
B. C. Brown, National-U. S. Radiator 
Corp.; and O. M. Maring, American 
Radiator & Standard Sanitary Corp. 

Assisting the committee are repre- 
sentatives from Acme Industries, Fed- 
ders-Quigan Corp., University of Illi- 
nois, Mechanical Contractors Associa- 
tion of America, Modine Manufactur- 
ing Co., Worthington and York Di- 
vision of Borg-Warner. 


o, 
“ 


The Paquin Co., 13405 St. Clair 
Ave., Cleveland, Ohio, has been 
named exclusive sales representatives 
for Tuthill Pump Co., Chicago, IIl., in 
the northern Ohio territory, which 
includes the northern half of Ohio, ex- 
clusive of Toledo, and counties west 
and directly south of Toledo. 











Fulflo Filters outsell all 
other oil burner filters because of 
precision performance, rugged dur- 
ability, and simple maintenance. 

Honeycomb Filter Tubes 
provide true depth filtration 
through hundreds of diamond 
shaped filtering tunnels. They re- 
move abrasive and gum forming 
particles down to micronic size, 
preventing clogged nozzles, scored 
pump bearings and stuck valves. 
Costly service calls are eliminated. 
Honeycomb Filter Tubes are long- 
lasting, inexpensive and easily re- 
placed. 

Fulflo Filters have a heavy 
steel shell, domed and ribbed for 
extra strength. Compare them 
with any other make. You'll 
quickly see why Fulflo provides 
years and years of trouble-free 
service. 

Use Fulflo Filters — the 
most popular oil burner filters 0 
America. Write to Dept. FO for 
free literature. 
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Gas fired units 


Oil fired units 


®@ 1957 Designs that are 
Entirely New! 


@ Completely Assembled 
and Wired! 
® Concealed Burner and Controls! 
®@ A New High in 
Attractive Appearance! 
®@ Easier to Sell than 
to Compete Against! 





See Our Exhibit: International 
Heating and Air Conditioning 
Exposition, Space 832, Interna- 
tional Amphitheatre, Chicago, 
February 25 — March Ist. 
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Air Cooled Add-On 
Summer Air Condi- 
tioners. 2,3 and 5 
Ton with Companion 
“N"’ or Flat Cooling 
Coils 


oo 


Year ‘Round Air Water Cooled 


tioners. 2,3and sadd-On Summer 
5Ton, Air or Water Air Conditioners 


id, Gas or 
Oil Fired Sond Stem 


THE C. A. OLSEN MANUFACTURING COMPANY . 


o 
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Counterflow Model 
is Equally Compact, 
Attractive and 
Adaptable 


Upflow Model 
Shown with Cooling 
Coil is Low in Height, 
Narrow in Width, 
Short in Depth 


Upflow Model with 
Optional Return 
Air Cabinet 
at rear 


@ First you'll be surprised! 

Then you'll be pleased! 

Is it possible to pack so many 

desirable features into such a sturdy and 
compact furnace, with a new lower price? 


When you see the all new Luxaire Gas 
and Luxaire Oil Winter Air Conditioning 
Units, you will recognize your advantage. 


These entirely new furnaces provide a new 
standard of excellence at prices lower than you 
would expect for shoddily built units. 


They are your opportunity to meet the 1957 brand 
of competition with improved profit. They are 
deluxe furnaces that are easier to install and enjoy 
Luxaire’s reputation of trouble-free performance. 


You can take advantage of this opportunity 
now, by calling your Luxaire jobber now! 


Gas Fired: Upflow and Counterflow . . . 75,600, 
100,000 and 125,000 Btu input. 


Fired: 78,400 and 100,000 Btu at bonnet. 


Gas Fired and Oil 
Fired Horizontal 
Furnaces 
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Gas or Oil Fired Gas Fired Gas Fired 
Utility or Counter- Gravity Unit 
flow Winter Air Furnace Heaters 
Conditioners 


Gas or Oil 
Basement Type 
Winter Air 
Conditioners 


ELYRIA, OHIO 


HEATING & AIR CONDITIONING UNITS 





BURNER INSTALLATION...1957 STYLE 


NOW 
AVAILABLE... 
COMPLETE 


BURNER 
PRIMARY - 








Primary control 


relay is here... ‘ 

built-in by your z= :, =R 

burner 

manufacturer. : RAY 


PRE-WIRED 
AND FACTORY 
ASSEMBLED 











MAKE JUST 2 CONNECTIONS... 
PerfXray Burner-Mounted 


a INSTALL IN HALF THE TIME! Flame Detector—so sensi- 


tive it reacts to the tip of a 
burning cigarette... yet 
simple in design and opera- 
tion. Situated behind the 
burner nozzle, it senses 
y . radiant heat from the flame. 
Your field installations can be the world’s fastest! It’s an exclusive General 
Specify oil burners that are factory-equipped with Controls design: ‘No other 


; oil burner control has it! 
a General Controls PerfXray and primary. They Ask your burner want 
come to you pre-wired...with no stack control facturer about General 


: ‘ ! 
installation necessary t Controls PerfXray now ! 





The amazing PerfXray flame detector element —— 
in the burner blast tube makes it possible. It’s Y oven 
the world’s finest...and you get it only with ELEMENT 
burners equipped with General Controls’ PerfXray A MUST? 
and primary! 


A special two-piece control 
is available with the pri- 
mary burner-mounted, but 
GENERAL CONTROLS Se ce nee 
i tion. 
America’s Finest Automatic Controls for Home, Industry, and the Military mene for stack installa 
Still a better deal for you, 
Factory Branch Offices Serving A// Principal Cities of the United States and Canada P ° ed 
Penrex CONTROLS AND GENERAL CONTROLS as the primary is assembl 
to the burner housing. 
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Avoid high Charges 
with more Contracts 


You can make your service Department profitable and keep your Customers happy 


by 
Kirk B. Shivell* 


F fueloil distributors did not feel 

obligated to operate service depart- 
ments, it is probable that very few 
would have them. A large majority of 
leaders regards them as a nuisance 
necessary to keep customers con- 
tented, but they have proved to be 
such a valuable nuisance (if nuisance 
they are) that more of the nation’s 
dealers now have service departments 
than ever before. It is to be expected, 
moreover, that this trend will con- 
tinue. 

The big reason why service depart- 
ment operations do not endear them- 
elves to dealers is, of course, that 
they so often are unprofitable. At 
present it is indicated that about half 
of all service departments run at a loss. 
The mere fact, though, that the other 
half of service departments manages 
toavoid a loss is evidence that red ink 
snot inevitable. 

If some dealers can make a profit 
on service departments, why can't 
thers? But aside from running a de- 
partment efficiently and vigilantly, 
what can be done to raise figures into 
the black? 

The answer for a great many deal- 
&§ is to sell more service contracts. 
There is a direct connection between 
wntracts and profits, and for some 
Wry good reasons. One is the fact that 
aistomers do not like service bills— 
indeed are frequently acutely resent- 
ful of them. 

Therefore, when a dealer provides 
€tvice on an emergency call basis, he 
dtten is inclined to make his charges 

low. On the other hand, 
——_ 


"The Shivell-Hall Co., New York, N. Y. 


human psychology being what it is, 
many people who will resent a $5 serv- 
ice bill will rather readily spend a fair 
annual sum to insure freedom from 
troubles; and when enough customers 
have contracts a dealer has an assured 
income which helps him toward a 
more stable and profitable operation. 


Careful thought should be given to 
what types of contract should be of- 
fered and what their coverage should 
be. Three general types are in use 
throughout the country: (A) Annual 
tune-up; (B) Tuneup with emer- 
gency service calls; (C) Tune-up, 
emergency service calls and replace- 








Now’s the time to decide to offer oilburner service contracts to 
your customers and now’s the time, too, to decide how you’re 
going to sell them. Here, then, is an outline of effective ways to 
sell contracts, plus some cogent observations on how they are a 
boon to the fueloil distributor as well as the oilheating customer. 








Also, when burners are properly 
maintained under service contracts, 
the likelihood of untimely breakdowns 
is reduced. Obviously, this tends to re- 
duce a dealer’s cost of furnishing 
emergency service. 

Of course, the full benefit of service 
contracts can be enjoyed only if a 
dealer charges enough and sells enough 
of them. There are a few communities 
in the country where the established 
prices for service contracts are so low 
that it is practically impossible for 
anyone to make money on them; and 
the low prices have been in force so 
long that dealers are afraid to raise 
them. Fortunately, this is not true in 
most markets. 

In most situations, there is no good 
reason why a dealer cannot charge a 
fair and adequate price for his con- 
tracts. In any number of markets it is 
possible to point to dealers who charge 
more for service contracts than their 
competitors, yet who sell more con- 
tracts and show a better service opera- 
tion picture than these same competi- 
tors, Except in unusual places, a 
dealer should charge profitable -prices. 


eloil 
Jule 


ment or repair of certain parts. Some 
dealers offer only one of these, but 
others feel it better to offer a choice 
of two or three. Either way of selling 
can be successful. 

If you are in market where fueloil 
distributors have long been servicing 
the burners of customers it is rather 
likely that you can be successful in 
promoting a contract which includes 
parts. There are some dealers who sell 
only this kind of contract and who 
have a big percentage of their cus 
tomers on them. 

However, if you are in a market 
where it has not been the custom for 
fueloil men to provide service and 
where dealers are only beginning to 
realize that it is desirable to take this 
responsibility, perhaps you should start 
by promoting nothing but an annual 
tune-up; then, after a year or two, 
introduce more extensive contracts. 

If he does nothing else, the modern 
fueloil distributor should promote an 
annual tune-up to his customers. It is 
well accepted that if a burner is prop- 
erly tuned-up and adjusted once a 
year, it is most likely to run without 
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breakdown or trouble until time for 
the next annual tune-up. This is im- 
portant not only as it affects the cost 
of providing emergency service, but 
even more so as it affects the custom- 
er’s attitude toward oilheating. 

In the face of today’s competition 
from gas and electric heating, a dealer 
jeopardizes his own future if he fails 
to do everything possible to guarantee 
his customers a year of automatic, 
trouble-free comfort. 


Having decided on contracts and 
what to charge for them, the job is to 
make customers want them, and the 
first step in doing this should be to 
have attractive literature’ describing 
the services offered. There is no doubt 
that it pays a dealer to spend enough 
money to have literature which will 
help convince a customer that a serv- 
ice contract is a mighty good buy. This 
means having literature which is good- 
looking, amply illustrated and well- 
written. 


Well-written also means complete- 
ly-written. Service plans or contracts 
should be described in such detail and 





Look what NORTH SHORE gives to you! 
Plan B only $1795 


Annual Ceamap avd sdinstenent, nya nexgosy BT 0E 
oils, Repair on toplacement of the toting combeoks ausk parts 





Plan C only 511% 


A i 





FREE of CHARGE 


in such a way that the customer will 
feel they certainly give a lot for the 
money. 


For instance, there are some dealers 
who attempt to promote annual tune- 
up by sending out postcards which 
say little more than “Furnace Clean- 
ing and Adjustment . . . $9.50.” By 
contrast, more astute dealers have 
learned they can do much better by 
using a mailer that offers something 
like “Economy Overhaul and Adjust- 
ment . . . $12.50” and describing in 
detail the 10 or 15 operations that are 
included. Can there be any doubt 
which approach is most likely to sell? 

The use of the term “cleaning” or 
“clean-up” should be avoided in fea- 
turing service plans. It is all right to 
mention that, among other things, the 
furnace is vacuum cleaned, but to put 
emphasis on cleaning is to imply that 
oilheating is dirty. 

It is advisable to describe services 
as liberally as possible. For example, 
some dealers think they should state 
that emergency calls will be limited to 
two or three a season. Actually, the 


m 
ce << oem 
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Inner pages of letter-size, 4-page folder of North Shore 
Fuel Oil Co., Long Island City, N. Y., which illustrates the 











services and/or parts protection provided under the three 
contract plans the company offers. 


experience of hundreds of dealers 
proves this is a needless limitation, If 
a contract provides for “all nec 
emergency service calls” during a ge 
son, a dealer is amply protected againg 
customers who fail to check electric 
switches or thermostats, or who other. 
wise make unnecessary calls, because 
he then is in a position to threaten to 
charge for calls that could have been 
avoided. 

Too, some dealers are very te 
strained in the number of parts they 
undertake to repair or replace. Better 
promoters publish a list that is long 
and impressive, even though it includes 
many items that are small and inex 
pensive. 

Contracts can be sold merely by 
sending customers a piece of literature 
and a return card. It pays to senda 
covering letter, though, because this 
increases the selling weight and im 
pact. A letter should be strong and 
sincere in tone, and, while it does not 
need to be personalized, should be 
cleanly multigraphed or printed. 


A simple but important secret in 
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. .« Sell more Contrack 





















Either Way, 
You're a 


Front covers of two effective mailing pieces used to sell service contracts. The 

folders employ small sketches to illustrate the steps followed during overhaul 

and adjustment and emergency service. Also, for those contracts which include 

parts replacement, thumb-nail photos of the actual equipment illustrates the 
scope of the protection provided. 


elling service contracts is this: Make 
more than one mailing a year—say, 
anywhere from two to six. To a cer- 
lain extent, the more mailings a dealer 
makes, the more his customers become 
wnvinced that a service contract is 
esential. Mailings should not be all 
ilike, however, but should be varied 
bythe use of different-looking pieces 
literature, different letters, or both. 

Some dealers have all their service 
wntracts terminate on the same date 
(usually May 31), while others will 
“att contracts any time and run them 
fora year. The advantages of the lat- 
(practice are evident, but if you 
feel you prefer to have all your con- 
lets begin and end on May 31, you 
till should persist in selling them right 
to the end of August, at least. In 
Smeral, it may be said that a cam- 
hiign to sell May 31 contracts should 
“att sometime around April 1 and 
atend to around September 1. 


It can help a great deal in selling 
a service contract to emphasize that 
the cost can be included with fueloil 
budget plan payments. Indeed, there 
are some signs that this emphasis also 
helps to sell the very idea of having 
a budget plan. 

An interesting point in service con- 
tract promotion is the fact that it 
seems necessary to re-sell each year 
those persons who have only annual 
tune-ups, while those who have more 
extensive contracts seem, most often, 
willing to accept automatic renewal 
of them. Accordingly, it is advisable to 
sell each contract of this kind as being 
automatically renewable, and at re- 
newal time merely to send a certificate 
of renewal, together with a bill. 

If you offer your customers a choice 
of contracts you naturally will want 
to sell as many as you can of the more 
expensive contracts. A good way to 
do this is to work each year to step-up 


Loil 
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the lower-priced contract holders. 

Suppose, for example, you offer a 
choice of three contracts. Start your 
spring campaign by preparing several 
variant mailings: 

1. A letter on the general benefits 
of service contracts should go to cus- 
tomers not on contract. 

2. Customers who had tune-ups 
should be told how much more advan- 
tageous it is to also provide for the 
services in other contracts. 

3, Customers with tune-up and calls 
contract should be sent a renewal cer- 
tificate, and with it a letter to persuade 
them that it pays to have parts protec- 
tion also. 

4. Customers with your most com- 
plete contract need only receive the 
renewal certificate. 


The three-year Contract 


Something worth watching in serv- 
ice contract selling is the three-year 
contract. During the past year some 
dealers have experimented with offer- 
ing their customers contracts at a one- 
year price, but with the option of 
making a saving by taking a contract 
for three years. Reports indicate a 
pleasing degree of success. It seems 
that some families, being accustomed 
to buying household fire and liability 
insurance on a three-year basis, think 
it logical to buy oilburner service pro- 
tection the same way. 

Don’t expect ever to have all your 
customers with service contracts. All 
you can hope for is to have a majority 
—enough to help you strike a profit- 
able balance in your service operation. 
But if you persistently promote con- 
tracts through the year (or at least 
through the spring and summer) and 
do so year after year, you can expect 
that the number of contracts will go 
up and up. 

Once your department begins to 
make money, or even to lose less of 
it, it is likely you will discover you 
have a better department, too. There 
is something in being a loss or a bur- 
den which can impair the morale of a 
department, and this impairment can 
in turn impair operation and the 
chance to make profits. Your service- 
men are among the most valuable men 
you have. They deserve every chance 
to make money for you. 
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FIFTH OF A/SERIES— 


Quality Builders use oil Heat 


Some Dealers favor subsidizing the oilheating Installation to get the fueloil Account 


_ by 
William J. Stein 


Fuel Oil Co., Passaic, N. J., has 
some definite views on the fueloil busi- 
ness that should be of interest to all 
concerned with oilheating. His busi- 
ness practices have been the result of 


beer H. WRIGHT, president, Home 


much serious thinking within a broad 
sphere. 

When discussing these practices 
Wright thinks not only in terms of 
himself or his immediate situation. He 
carefully evaluates the impact on the 
industry and the interaction of such 
forces as projected national income, 
per capita income, opinions of well- 
informed people, obligations and trade 
practices of the major fuel suppliers, 
innovations in technology and sales 
methods. He looks at the buying habits 
of consumers, the influence of other 
fuels on owners and builders and a 
multitude of other forces that either 
directly or indirectly influence or, in 
the future, may influence the fueloil 
industry. 

After a few minutes of discussion 
one is impressed with Wright’s ability 
to think of the future of his own busi- 
ness in terms of so many related 
topics. 

Wright bases his philosophy on a 
number of rather simple premises. 
Whereas these thoughts appear sim- 
ple, and perhaps have been repeated 
many times in different forms by many 
people, he develops his present busi- 
ness methods on these ideas. In all his 
programing Wright limits his think- 
ing to the next 20 years. 

His first premise is “That, within 
the next 20 years, no other fuel will 
remove oilheating from the picture.” 
The logic behind this is quite simple. 
Major oil companies have a huge in- 
vestment in the oil business. As long 
as they have fueloil to sell, some means 
of disposition will be devised. Like- 
wise, related interests have a corres- 
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ponding investment in natural gas. 


Similarly, this gas has to be disposed ' 


of. 


While gas has been and continues 
to compete in fueloil territories, it will 
do so only until .a balance is reached. 
This balance will be caused by the 
absolute and economic limits to the 
supply and distribution conditions of 
both fuels. 

Wright discounts the possibility of 
the direct use of atomic energy for 
house heating. However, the use of 
this energy to manufacture cheap elec- 
tricity, which can be distributed 
through existing channels, represents 
a real threat. With the growth of per 
capita income and the rising standard 
and cost of living. Wright envisions 
the use of limitless electric power for 





heating some time in the future. Wide 
acceptance for this is not anticipated 
for 20 years. 


Homeowners having oil heat instal: 
lations, with a relatively efficient op 
eration and with an investment of 
more than $1,000 in this plant, will 
be rather reluctant to make sudden 
changes. 

A second basic premise springs from 
the present competitive nature of the 
conflict between gas and oil as fuel 
for home heating. Because of the dif 
ference between the cost of equip’ 
ment and installation Wright feels 
that the fueloil people have to subs 
dize the installation of their equi’ 
ment. Individual dealers have to de 
termine how and the degree to which 
they can subsidize installations that 
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To match gas industry practices, Home Fuel Oil Co., Passaic; 
N. J., subsidizes its oilheating installations. To gain the fueloil 
account is all important to James H. Wright, who writes off any 
loss on equipment prices by charging it to fueloil advertising and 
promotion. Not all oilheating dealers will-agree with this, but here 
is the story of one company’s success in a very competitive market 
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Good advertisements for the Home Fuel Oil Co. are its trucks which get a spar- 
kling new paint job periodically. They're shown in the yard of the home office. 


will bring oil business. Among many 
dealers this is considered one of the 
sore spots in the industry. 

Where gas utilities have available 
gas and established mains, all new 
heating installations represent surplus 
business. In such areas gas utilities can 
teally push these installations. The 
fueloil dealer has an investment in 
trucks which are his pipeline. The rela- 
tionship between overhead and operat- 
ing costs in established gas main areas 
strongly favor the utility. New areas 
present a somewhat different prob- 
lem. Gas utilities have to make new 
substantial investments in mains. Oil 
distributors, if they want to get into 
new territory, usually have to invest 
in additional transportation equip- 
ment. In this situation, there is a bet- 
ter balance. But, as one looks around 
gas is adding customers, especially 
among new homes. The fueloil deal- 
ets, if they are to survive, must do the 
ame. The big question is how! 

As Wright said, “The builder mar- 
ket is the place to put out wholesale.” 
He also notes that the utility promotes 
gas sales to new homes because it is 
the desirable place to sell. It is like a 
new start. New homes have new 
quipment in good working order. 
The homes are well insulated. The one 
who gets there first is the one who 
usually stays with the customer. Just 
the gas utility wants that trade so 
does Home Fuel. 

A similar pattern is followed even 
‘mong the old homes. The installation 
ofa replacement or conversion burner 


is avoided. In its place a complete 
boiler-burner unit is sold. Wright, in 
these cases, feels that where a customer 
makes an investment of about $1,000 
in an oil unit that works efficiently, 
he will stick as an oil customer. The 
gas utility cannot convince him to give 
up his investment in his present equip- 
ment by switching to gas. Therefore, 
it is for these types of customers that 
Home Fuel is willing to pay. 

The architects are the first group of 
people that are solicited. The architect 
sees the builder and the homeowners 








Final adjustment is made on Home Fuel 
Oil installed, G. E. boiler in new home. 


at the initial phase. His opinions are 
respected and usually followed. He 
represents a good salesman if he can 
be convinced of the superiority of oil 
heat and specify such heating in the 
plans. 

To a lesser extent some sheet metal 
shops and plumbing and heating con- 
tractors have also been helpful. Usual- 
ly, however, these contractors are in- 
different to fuel types and are con- 
cerned with a combination of price 
and relief from the responsibility of 
servicing the heating system. 

Most builders are primarily inter- 
ested in price. This is especially true 
in North Jersey where gas heat has 
developed a degree of acceptability 
among consumers. The operating cost 
for a gas heating system is about 10% 
higher in this area. Whereas, the in- 
stallation cost of gas is lower. The sav- 
ing on fueloil is not too significant 
by comparison with the difference in 
installation costs. 


Competitive Price 


Therefore, when selling to a builder 
it is necessary to arrive at a price 
which is, at least, competitive with a 
gas installation. The obvious difference 
between the two costs leaves only one 
answer; the oil installation has to be 
subsidized. 

This is how Home Fuel copes with 
this situation. From records it is ap- 
parent that it costs $32 to get a new 
account. Therefore, to start with the 
company is willing to forego that 
amount. In the installation of any oil- 
burner an allowance of $25 is set up 
for the servicing. This too is dis 
counted and added to the subsidy. 

Parts are guaranteed by the manu- 
facturers for the service period. Labor 
charges are absorbed by the servicing 
department. Thus, there is $32 plus 
$25, or a total of $57, to start with. 
Additional funds are required. To de- 
termine what the outlay will be, Home 
Fuel estimates its desired yearly 
growth. Based on that estimate part of 
the budget is set aside to be absorbed 
by the cost of getting new installa- 
tions and accounts. This comes out of 
a figure that is held open for adver- 
tising and promotion. 

To be specific, Home Fuel Oil Co. 
has been working at the rate of 300 
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. Subsidize Oilheating? 


new home installations a year. With 
practically no exceptions, these con- 
stitute new oil accounts. To get a new 
home account, they started with a 
$57 cost. To this they found that they 
had to add an average of somewhat 
more than $30 a job to complete an 
installation. For 300 new home ac- 
counts this represents an average ad- 
ditional cost of about $10,000 a year. 
Whereas, the $57 is largely a book- 
keeping figure, the $30 is an actual 
figure. The real cost per unit lies some- 
where between the smaller figure and 
the total of the two. These funds 
come out of the over-all fueloil busi- 
ness. The annual oil volume is in ex- 
cess of $1,500,000 a year. In the 
budget about 5% of gross sales goes 
into advertising and promotion. The 
installation of new equipment is con- 
sidered part of this program and the 
costs, therefore, are allocated to oil 
sales promotion. 








It should be noted that in all con- 
versation Wright did not speak in 
terms of a loss on a job. His approach 
was positive in that he figured these 
expenditures as a cost of operating a 
total fueloil business. He is convinced 
that a business cannot stand still. It 
either goes forward or it declines and 
disintegrates. Hence, an expenditure 
for growth is basically an investment. 

Another method used to get new 
home fueloil accounts is to accept and 
fulfill the guarantee of installations 
made by sheet metal shops and heating 
contractors. This method brings in 
about 50 oil accounts a year. 

To assure the continuance of fuel- 
oil consumption among customers 
whose burners have become antiquated 
and inefficient, Wright persuades 
these people to get the old “oil hog” 
out of their cellar. These are replaced 
with the newest type of efficient 
boiler-burner unit. This provides good 





Model home in Glenwild Estates is heated by hot-water heat with G. E. oil-fired 
boiler installed by Home Fuel Oil Co., which goes all out for this type of business. 
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heating for the customer and enables 
him to withstand the sales pressure 
from the gas utility. 


When asked about aircondition- 
ing, Mr. Wright replied that from 
now on no one can be in the oil- 
heating business without being in 
the cooling business. Home Fuel 
Oil Co. firmly believes in the fu- 
ture of airconditioning. Its growth 
has been noted; and the firm is 
geared to participate in its devel- 
opment. Three years ago five in- 
stallations were made; two years 
ago, 20 installations, and last year, 
50 installations. The interest and 
the demand for central cooling in 
the home is coming into its own. 
Home Fuel helps stimulate this in- 
terest by installing cooling systems 
in model houses. The reception by 
the public is good. 

Is this method of doing business 
worthwhile? Wright feels that it is. 
He doesn’t work on the theory of the 
“individual house.” He is concerned 
with the total picture of his business. 

An analogy can be drawn from the 
case of the forester who knows that 
he has to sacrifice individual trees and 
shrubs to save the entire forest and 
perhaps promote a better overall 
growth. 

Home Fuel Oil Co. has had a net 


growth at the programed rate of 5% 


a year in terms of numbers of cux 
tomers. This growth is taking place 
one of the toughest markets in the 
country for new fueloil accounts. 
Most important, at the end of each 
year the business has shown a suby 
stantial profit. 
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Fireboxes and Combustion 


Part 5—Servicemen’s data on Chimneys, draft Regulators, forced and induced Draft 


by 
J. W. Schulz 


SIMPLE FLAME draws to it the air 
A it needs. That is, a bonfire, or 
campfire sends up a column of flame 
and red-hot products of combustion. 
To take the place of the hot gases 
rising vertically from the fire, air trav- 
és horizontally into the base of the 
fire and reaches the burning fuel, com- 
ing across the ground from all direc- 
tions. 

Attempting to burn kerosene in 
lamps without the production of oil 
odors, soot, and smoke, men soon 
learned they had to cope with im- 
portant problems about feeding air 
properly to the flames of the lamps. 

That is pointed out on p. 87 of the 
book “Oil Burning” by H. A. Romp, 
published in English in 1937 by Mar- 
tinus Nijhoff, The Hague, Holland. 

Romp points out on p. 87 of his 
book that the kerosene lamp is a sim- 
ple but delicate form of a “fueloil 
burner.” He says today we speak dis- 
paragingly of oil lamps, ridiculing 
them as primitive devices, but we for- 
get the extremely elaborate and pains- 
taking research on oil lamps of 70 
years ago. 

Diag. 1 shows an oil lamp, covered 
by Romp in his book, vintage about 
1880, which was the equivalent of a 
small-scale forced-draft oilburner. 
Romp declares that after this had 
proved to be unsatisfactory, glass 
chimneys were used for the same pur- 
pose as the fan wheel in this oil lamp 
in Diag. 1. He says that the glass chim- 
neys produced combustion more vivid 
and of a higher temperature, thus led 
to more light and less soot from the 
lamps, 

According to that, the 1880 attempt 
to help burn oil completely by using 
forced-draft was followed by’ a switch 
to the natural draft provided by a 
chimney. That’s contrary to occur- 
fences of recent years. 

Not many years ago, dealers were 
installing appreciable numbers of pot- 
ype vaporizing burners of the natural- 


draft type (without forced-draft 
blowers) ; many of these came as parts 
of the low-priced, low-capacity, warm- 
air furnaces they fired. Then came a 
switch in oilburner fashions. Today, 
most burners being installed are of 
the gun type; few pot-type natural- 
draft burners are being installed. 

Only the unusually well educated 
burner serviceman can answer prop- 
erly a homeowner who asks, “Exactly 
why does my oilfired furnace need 
chimney draft?” 

That question is more difficult to 
answer if the homeowner goes on to 
point out he knows his oilburner has 
a blower, the function of which is to 
push to the flame all the air it needs 
for proper combustion. 

Insufficient chimney draft usually 
does not cause the oil flame of a gun 
burner to receive insufficient air. In- 
sufficient draft causes other troubles. 

Diag. 2 represents a boiler fired by 
a gun burner, which can be of the 
high-pressure or low-pressure atomiz- 
ing type. 

Why does the boiler in Diag. 2 
need the draft that a good chimney 
provides? 

To expect a furnace or boiler to be 
free of air leaks would be folly. Fur- 
naces and boilers are not as tight as 
electric light bulbs. They do have air 
leaks. Common locations of air leaks 
are shown by arrows in Diag. 2— 


above and below the boiler base, atid 
around the firing door and the flue 
cleanout door. In addition, air leaks: 
frequently exist around the ends of 
gun tubes of burners, where these ex- 
tend into firebox walls. The smoke- 
pipe may have air leaks; if it has, these 
do the same harm as the boiler or fur- 
nace air leaks, under conditions of 
insufficient chimney draft. 

With the burner in Diag. 2 operat- 
ing properly and with its chimney pro- 
viding proper draft, the pressure with- 
in the boiler and smokepipe is slightly 
below the air-pressure in the room in 
which the boiler is located. The pres- 
sure difference between the boiler 
room and the combustion space of the 
boiler is exceedingly small; it may be 
so small that it can lift water only 
two-hundreths of an inch. 

The pressure difference exists and is 
real, however, and has the definite ef- 
fect of causing boiler-room air to en- 
ter the boiler and smokepipe through 
those inevitable air leaks. 

Without proper chimney draft, 
with a “plus pressure” in the boiler 
and smokepipe, products of combus- 
tion escape from the air leaks with the 
burner firing. 

A furnace or boiler needs chimney 
draft, then, to keep the pressure in it 
slightly but definitely below the air 
pressure in the room in which it is lo- 
cated. With “plus pressure” in the 








In this article are answers to questions like these, which home- 
owners often ask their servicemen: 

Why does an oilfired furnace or boiler need chimney draft? 

What are the bad effects of insufficient chimney draft? 

Why is a good smokepipe draft regulator needed? 

How does regulating the chimney draft save fueloil? 


What’s a forced-draft blower; and what’s an induced-draft 
blower? What’s the primary function of each? 


What can be done to gain proper con:bustion if the chimney 
is too low or of insufficient area? 


Is there any harm in a greatly oversize chimney? - 
Should smoke come from the chimney top at any time? 
How can you tell if the draft regulator is set properly? 


How can you tell if enough outside air enters the rooms in 
which the furnace or boiler is located? 
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furnace or boiler, small amounts of 
products of combustion escape into the 
equipment room through air leaks. As 
days go on, the evidence of this shows 
up as troublesome amounts of soot, 
smoke, and oil vapor in the room. 

Practical evidence of all these shows 
up on installations having firing doors 
and flue clean-out doors plastered with 
asbestos cement or furnace cement. 
Seeing soot in the equipment rooms 
and knowing this came out of air 
leaks around the furnace or boiler 
doors, servicemen tried to reduce the 
leaks by plastering them with cement. 

Even if the chimney draft is ade- 
quate, good practice includes locating 
and sealing air leaks—because when 
the flame of a gun burner lights off, for 
an instant the pressure within the 
furnace or boiler tends to increase and 
force products of combustion into the 
room through air leaks. Gun burners 
snap their flame into action almost 
instantaneously. 

On best pressure-burner installa- 
tions, the effect of this sudden light- 
up characteristic of a gun-type burner 
is offset to some degree through the 
use of a delayed-opening nozzle-line 
solenoid valve. Opening perhaps four 
seconds after the burner motor first 
received electricity, this valve gives 
the motor and blower a few seconds 
to come up to speed before the oil 
starts spraying from the nozzle. The 
valve also is valuable in reducing 
burner shut-down smoking. 


Air Leaks 
Air leaks should be located and 


sealed for another reason. This ap- 
plies especially to warm-air furnace 
installations, for these start up fre- 
quently in spring and fall when their 
chimneys are stone cold because no 
heat was needed on previous days. 
This reason for locating and sealing 
air leaks lies in the fact that a cold 
chimney provides no draft. 

Stonecold start-ups, then, neces- 
sarily develop some slight pressure in 
boilers and furnaces, and cause the 
escape of products of combustion 
through any air leaks the serviceman 
did not locate and seal. 

To locate -air leaks, servicemen 
usually keep a burner running with 
its smokepipe draft regulator blocked 
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Diag. |—Hitchcock oil lamp of 1889 
had a forced-draft fan, driven not by 
an electric motor but by a key-wound 
spring motor, Although extremely in- 
teresting, this early effort to use forced 
draft in burning oil proved less prac- 
tical than efforts employing the nat- 
ural draft provided by glass chimneys. 





in the position which provides maxi- 
mum draft. The swinging disc or 
swinging gate of a conventional ba- 
rometric draft regulator is blocked 
closed. 

Then a search is made for air leaks 
by holding a candle flame close to fur’ 
nace or boiler cracks, crevices, door 
frames, etc. which may have air leaks. 
You candle especially well the base 
of a boiler, top and bottom, the gun 
tube where it enters the front wall of 
the firebox, and joints between the 
sections of a cast-iron furnace or boil- 
er—if you find it possible to candle 
these joints. 

Certain dealers installing new oil- 
fired furnaces and boilers select makes 
and models of design and construc- 
tion that makes them virtually free of 
air leaks. One dealer, for example, 
turned to installing steel furnaces 
which he boasted were as tight as oil 
tanks. Unfortunately that led him 
into trouble other than air-leak trou- 
ble, which he had not anticipated. 


With no air leaks in it what» 
ever, and having relatively small com. 
bustion space and long flue passage of 
relatively small cross-section, this 
dealer’s pet new furnace showed a rp. 
markable tendency to give flame pul 
sation trouble, even when connected 
to an excellent chimney which could 
provide draft as high as the dealer 
ever aimed to use. 


Flame Pulsation 


Because, the dealer says, he found 
no other way practical for ending the 
flame pulsation. trouble, he made a 
standard practice of using a nail to 
hold somewhat open the flame obser. 
vation ports of these troublesome fur 
naces. The design and construction 
of these ports definitely invited this, 
the dealer says, thus the furnace man: 
ufacturer had it in mind as a cure for 
flame pulsation. He points out als 
that some makes and models of oil 
fired furnaces have adjustment devices 
to permit servicemen to keep flame 
observation doors open as much as is 
needed to end flame pulsation prob 
lems. 

In blocking open somewhat the 
flame observation doors of these oil 
fired furnaces, of course the dealer in 
effect provided the furnaces with ait 
leaks. 

What caused the dealer to tell me 
all about this was a big complaint in 
the way of a lawsuit for almost one 
thousand dollars. With his flame ob 
servation door blocked open in the 
dealer’s regular fashion for ending 
pulsation trouble, a homeowner had 
taken his family to Florida for a three 
week winter vacation. 

“Something went very much wrong 
with the chimney draft while this 
family was away,” the dealer reported, 
“with the result that much soot, itv 
stead of little, came from the slightly 
open flame observation port for the 
three weeks. The cost, and headaches 
that followed for me taught me just 
how dependent we still are on prope 
chimney draft!” 

A chimney of good design and con 
struction provides not just the correct 
draft—when the burner is running the 
good chimney tends to provide draft 
that’s definitely excessive. Usually for 
a domestic installation that’s more 
than about .02” over-fire draft. 
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A draft regulator is installed to 
curb a good chimney’s tendency to pro- 
yide excessive draft. Be careful in the 
glection of the draft regulators you 
yse on your installations, for only the 
best save maximum fueloil. If a draft 
regulator becomes defective and sticks 
in its closed position, fuel is wasted be- 
cause the draft on the furnace or boil- 
er becomes excessive and draws in 
much extra air through the inevitable 
air leaks of most installations. 

Location “A,” “B,” and “C” of 
Diag. 2 show where to apply your 
draft gage to read over-fire draft, 
smoke-outlet draft of the furnace or 
boiler, and chimney draft. 


Chimney Shortcomings 


How do you tell if a chimney can’t 
provide sufficient draft? 

For one thing, a chimney has short- 
comings if with the burner running 
the over-fire draft can’t be raised to 
what it should be by adjusting the 
mokepipe draft regulator. On a low- 
capacity installation fired, say, below 
L§ gph you may decide the over-fire 
draft should be .02”. The chimney is 
responsible for failure to provide that 
much—if the furnace or boiler flue 
passages are clean, if the smokepipe is 
dean and is tight and large enough 
(and hasn’t too many elbows in it) and 
if the CO. reading is not unreason- 
ible low (say below 7%) and if the 
mokepipe gases are of reasonable 
temperature, say not below 400°F. and 
tot above 800°F, 

You test the maximum draft a chim- 
wey can develop by keeping the burner 
nnning while you block the draft 
tgulator in its maximum-draft posi- 
tion, and read the draft at the chim- 
wy end of the smokepipe; that’s at 
cation “C’” in Diag. 2. 

According to one old thumb rule 
ed for years by commercial-indus- 
ital heating engineers, for each 20 
it of chimney height you can expect 
I" of chimney draft during the 
ibove-described maximum chimney- 
iraft test. 

Diag. 2 shows how to measure 
chimney height—it’s measured from 
le center of the chimney’s smokepipe 
ening to the top of the chimney. 

T brought a few new thumb-rule 
tas about chimney draft out of a re- 





cent conference at which I asked for 
chimney-draft ideas from a group of 
engineers who design domestic fur- 
naces and boilers. 

First, most these engineers agreed, 
most domestic furnaces and boilers, 
oilfired at rates not above 1.5 gph, 
need smoke-outlet draft between .04” 
and .06”—and few if any need smoke- 
outlet draft higher than .06”. Sec- 
ond, to provide a margin of safe: 
ty, the chimney to which one of 
these boilers or furnaces is connected 
should be able to develop maximum 
draft of .08”. That’s read as has been 
described earlier, at the chimney end 
of the smokepipe, with the burner run- 
ning and the draft regulator blocked 
in its maximum-draft position. To 
make this test, run the burner con- 
tinuously for 20 minutes. 

Third, to develop this .08” chimney 
draft, the chimney must be of excel- 
lent design and construction, of sufh- 
cient cross-sectional area for the Btu 
input of the flame, and its top must 
be 12 to 15 feet higher than the cen- 
ter of the smokepipe opening in the 
chimney. The COz content of the flue 
gases and the stack temperature must 
be reasonable, as was covered earlier 
in this article. 

Oversizing chimneys greatly can be 
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Diag. 2—Air leaks shown by white 
arrows waste fueloil, especially if the 
over-fire draft is excessive. Leaks cause 
other important troubles described in 
this article. Over-fire draft reading is 
taken at ‘“‘A” and properly is no higher 
than .02” for most small installations. 
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detrimental to draft. A greatly over- 
size chimney can’t be heated properly 
by the products of combustion from 
a small oilfired furnace or boiler. 

Failure to admit sufficient air to a 
small boiler room sometimes causes 
what seems to be chimney trouble. If 
the flame starves for air because of the 
need for boiler room air openings, 
opening a door or window of the 
boiler room will make the flame burn 
cleaner immediately—it also will re- 
sult in reduced COs content of the 
flue gases. 

Where tests prove outside air is 
needed for a small room in which the 
furnace or boiler is located, you can 
use this old thumb rule for sizing the 
outside-air opening: Make it twice the 
area of the smokepipe on the job. 

This newer thumb rule is far bet- 
ter: Provide one square inch of out- 
side-air opening for each 1,000 Btu 
input to the furnace or boiler; or pro- 
vide one square foot of area opening 
for each gallon-per-hour of firing rate. 


Draft Inducers 


Draft inducers or induced draft 
blowers, now available at reasonable 
prices from several reputable manu- 
facturers, provide the answer to many 
problems of insufficient chimney draft. 
But don’t fail to give the draft inducer 
manufacturer complete details of a 
trouble job before you decide to in- 
stall a draft inducer. 

Smoke problems, closely related to 
chimney problems, should be handled 
only with the help of an instrument 
that evaluates smokepipe smoke nu- 
merically—never by guess and by 
golly. Set up to produce a proper 
smoke reading from an instrument, a 
#1 or #2 smoke reading, for example, 
a domestic oilburner never will cause 
smoke to appear from the top of its 
chimney, if it hasn’t defects that a 
good serviceman can diagnose and end 
easily. 

Though set for proper smoke ac- 
cording to smoke instrument, certain 
burners may produce a show of chim- 
ney-top smoke on stopping. That also 
relates to the need for improving the 
burners. 

Burners operating properly produce 
no chimney smoke-——running normal- 
ly, or starting, or stopping. 
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Carolina Barns keep burning 


Burning Oil, that is, to cure a billion Pounds of Tobacco this Year, 


while oil Men search for better control Equipment to hold the Market 


by 
Robert Gray 


wm AMERICAN men and women 
smoke an astronomical number 
of cigarettes each year they provide-a 
reason for the business existence of 
quite a few local oil companies in the 
Piedmont and Coastal Plains sections 
of the Carolinas. It’s not that there 
are fueloil distributors exclusively en- 
gaged in selling oil for tobacco curing, 
but since that is the largest usage in a 
lot of rural communities there are more 
oil companies able to be in business be- 
cause of it. 

The Department of Agriculture in 
Washington has set a quota for 1957 
of 932 million pounds of flue-cured to- 
bacco to be grown on about 712,600 
acres. Not all of this is in North Caro- 
lina, the locale of our present story, 
but last season 79% of it was in that 
state. Flue-cured tobacco is the kind 
used in cigarettes, not cigars nor other 
applications of the “weed.” 

On the most recent count of three 
acres to each curing barn, there will be 
in use about 237,000 barns all told and 
182,000 of these will be in North 
Carolina. Reliable estimates place the 
amount of oil used per barn from a 
low average of 630 gallons to a high of 
675, so about 650 gallons would be 
down the middle. North Carolina’s oil- 
heated barns account for 75% by fuel 
usage, with coal, gas and wood having 
the other 25%. Thus, the state’s oil 
buying for this application will be 118 
million gallons or just under three mil- 
lion barrels. 

That’s real business, and it’s being 
threatened in several ways. The cancer 
scare, LP gas competition and some 
other vagaries of human nature are 
posing a threat. 

It was out at the Oil Heat Institute 
directors’ meeting in Asheville last fall 
that the author was discussing some of 
these Carolina problems with Robert 
Gilmartin, chairman of the Institute’s 
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Technical Committee. He is also a 
laboratory application engineer with 
Gulf Oil Corp. at Pittsburgh. 

It had been seven or eight years 
since tobacco barn oilburning was 
studied by the magazine staff, so the 
two of us agreed to meet at Raleigh 
in late November to spend two or three 
days looking into some of the new 
problems. For the first day Will Parker 
of the North Carolina Oil Jobbers 
Assn. was our host on a swing up to 
the tobacco experiment station at Ox- 
ford. The next two days found us be- 
ing steered through the flat tobacco 
country by Lee Daughtridge, Gulf’s 
district manager at Raleigh and ac- 


_ 
* 


Starting another day, these oil men at 
Wilson, N. C., are not unhappy about 
tobacco curing business in spite of its 
problems, From the left, they are John, 
“Pinky,” Bynum, fueloil manager of 


companied by John Bynum, fueloil 
manager, Atlanta Division of Gulf. 
Up at the experiment station we be- 
gan to learn some of the effects of the 
cancer scare that we've heard so much 
about in the last few years. When oil 
first came to be used as a curing fuel, 
following the decline of coal and 
wood, most of the burners were of a 
wick type with four to six of them 
built into small batteries, The pot-type 
and pressure gun burners were in the 
picture but only slightly. The wick 
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burners were considerably cheaper, 
They used no stacks and discharged 
the combustion gases into the open 
barn. 

Curiously, some buyers today, par 
ticularly British buyers, feel that up 
burned hydrocarbons from wick type 
burners may be responsible for th 
conclusions about lung cancer from 
smoking. They're said to be steering 
shy of tobacco from wick-type curing 
barns. One local oil man said that the 
wick burners would do as good a jo 
as any type if the farmers would put 
in all new wicks each season, “but they 
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won t. 


So in oilfired curing the bulk of 





Gulf’s Atlanta Division, A. A. Ruffin 
commission distributor who operate 
this plant, Robert Gilmartin, Gulf 0i, 
Pittsburgh, and Lee Daughtridge, dv 
trict manager at Raleigh. 


present business goes to pot-type heat 
ers with flues. Their Btu efficiency § 


probably lower because of stack losses 


but that would only be true if i 
wick burner was operating clean. Pret 
sure gun burners have only a smal 
part of the business, first becal® 


they’re high priced compared to the 2 
others and, second, because most ™ — 


bacco barns are down in the fields 
don’t have electricity. 


The cancer scare has produced an 


other impact on the industry.” 
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Oil or LP Gas curers shown below on 
panels in the office of the manufac- 
wurer, J. A. Tharrington and Sons, 
Rocky Mount, N. C., with G. W. 
Tharrington looking on. For oil, this 
company makes a heater using a Breese 
patent pot-type burner much the same 
4s used in a home space heater. In 
fact the company makes the home heat- 
as half of the year, providing a sea- 
nal balance rare in the heating busi- 
ess. 
Shown in the left panel is the typi- 
cal four heater arrangement in a 16 x 
16 ft. barn, with individual exhaust 
fues. These four heaters cost the farm- 
er $210 for the lot plus $20 for in- 
stallation. 

The center arrangement is for a 16 


x 20 ft. barn with a manifolded single 
flue. Notice that the gas curers at the 
right do not use an exhaust stack and 
each has six heat outlets with elbow 
joints to create a swirling air move- 
ment. 

All types of heaters are topped with 
a ventilated shield whose temperature 
must not exceed 500° to avoid ignit- 
ing any falling leaves. For the 1957 
season the state’s Department of Agri- 
culture has approved the use of 101 
makes and models of tobacco curers. 
Without this approval they can’t be 
used. This policing is to prevent fires. 
In 1949 the farmers of North Caro- 
line lost 1,700 barns through fires, last 
year only 400. If you'd like a copy 
of the list of approved equipment, 

write the author. 


eta | See 
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through the adoption of filters on the 
‘cigarettes. In 1956 more than a fifth 
of all of them used filters, and it’s 
growing. A filter tends to take out the 
familiar taste and leave things pretty 
band and the customers popping 
aound trying this and that. Now 
they're restoring the taste by blending 
in stronger varieties, often from other 
regions of the south. The tobaccos 
father west are stronger, and some of 
ithe mildest varieties have lost half 
their demand almost overnight. 

Then governmental controls are 
causing strange shifts in the market. 
Acreage for flue-cured tobacco has 

reduced from time to time but 
the volume doesn’t fall. For example, 
Acteage was cut 12% in 1956 over 
1955 and there was no crop reduction, 
‘ for 1957 it has been cut another 
20%, 

What happens, of course, is that 
he farmers plant in narrower row 


‘Ping, pile on the 8-10-8 and lift the 


loil 


yield per acre. Back in 1935 before 
farm controls got into step the average 
acre raised 700 lbs. of tobacco; today 
the average is 1,700 lbs. in the main 
tobacco counties. 

The buyers are complaining though 
that the growers have sacrificed qual- 
ity in their hunger for quantity. Heavy 
fertilizing makes the stalks taller, and 
narrow row spacing keeps the sun off 
the lower leaves and weakens the taste. 

The oil industry, however, continues 
to enjoy a very nice gallonage. Its 
principal threat today is not the things 
we've been discussing but rather the 
inroads of LP gas. Estimates vary con- 
siderably on how many barns gas has 
taken. Most say around 5%. Some 
good sources go as high as 10%. 
There’s a variation between counties, 
but they all know that gas has a foot 
in the door. 

It’s expensive as a fuel, costing typi- 
cally 50% more than oil curing. Odd- 
ly enough, the buyers don’t mind gas 


A 


Tobacco Research Station at Oxford, 
N. C., has this imposing office build- 
ing as headquarters for a vast acreage 
of experimental plots tied in with an 
array of workshops and barns. The 
gentlemen looking things over are Will 
Parker, who just retired last month as 
secretary of the North Carolina Oil 
Jobbers Association, and Robert Gil- 
martin of Gulf Oil, Pittsburgh. Parker 
gave us the day and drove us up from 
Raleigh. 

The superintendent of the station is 
J. M. Carr, who showed us the 15 
regulation curing barns of the 16 x 
16 ft. size plus 32 miniature experi- 
mental curers. He mentioned that they 
typically are raising about 400-500 
patches of perhaps 50 plants each. In 
one building we saw a group of profes- 
sional graders sorting 11 qualities from 
individual batches. The general farm- 
er, however, only work for three or 
four gradings. Carr estimates 150,000 
barns in the state for flue-curing. 


ee 


fumes going through the tobacco so 
these units have no stacks. 

Gas made its greatest gains, accord- 
ing to equipment manufacturers, in 
1955, showed less headway in 1956. 
There were two reasons. The oil men 
had a good Tv program blanketing the 
eastern part of the state and devoted 
exclusively to advertising oil curing. 
Then when the growers got their re- 
duced acreage for 1956 they were 
afraid their income might drop so went 
easy on spending. 

The oil men, though, know that gas 
will bite deeper unless they can come 
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. . « « Tobacco Barns 


up with a better temperature control 
for their burners. For the moment gas 
has them licked on that point, and it 
can make a difference. 

Think of the barns as having no 
electricity. Gas has a good control that 
operates without current and holds uni- 
form temperatures. We do not. We 
do have float valves, of course, that 
hold a constant firing rate but that’s 
different from a constant inside tem- 
perature. The wind may blow hard or 
light, the sun may shine or not, the 
weather can change in several ways. 
With oil, the farmer must go to the 
barn often to check temperatures and 
adjust the firing rate. With automatic 
heat control, such as gas has, he can 
stay away for hours, perhaps all day. 

The more uniform the temperature, 
the brighter the leaves, the better the 
bidding on the finished product. 

Oil can make at least as good to- 
bacco as gas, make no mistake about 
that but in the absence of a good-non- 
electric control the farmer has to give 
it more attention. 

Some control manufacturers have 
tackled the problem, actually put two 
models on the market but they didn’t 
satisfy. We believe they'll do it before 
long again and make it stick. A de- 
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pendable non-electric control can bring 
a good price, and the oil men will get 
behind it. That’s about $20 million 
worth of fuel business involved each 
year in North Carolina alone, so any- 
thing that hurts or threatens it is 
worth spending to offset. 

Certainly not all farmers would buy 
such controls. Many would sooner 
make more frequent checks on their 
barn temperatures, have the time to 
do it. But with a good control on the 
market the oil men believe that enough 
would be sold to justify the develop- 
ment, and the competitive fuel would 
lose its only strong point. 

As to pricing of the fuels, kero at 
15.6¢ has 138,000 Btu per gallon, 
while LP gas averaging 18.5¢ has 94,- 
000 Btu. Kerosene thus costs 11.3¢ per 
therm or 100,000 Btu; LP gas costs 
19.6¢ per therm. 

Even after allowing gas to operate 
without a stack and using all of its Btu 
inside the barn . . . we mean released 
Btu .. . it still costs half more than 
oil. A single cure costs $20 for oil, 
$30 for gas. One oil man put it at $23 
for oil, $37 for gas. 

Typical of the area is Pitt County 
with county seat Greenville. The aver- 
age farm there has 11.5 acres in to- 
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Sold, Liggett & Myers. The tobacc) 
auctioneer makes hand signs as hy 
chants his ritual in a sing-song cadence 
on this last day of the auction » 
Rocky Mount, N. C. Just beyond thy ply 
auctioneer the tall gentleman with th Oi 
moustache is the owner of this thre. 
acre barn and he looks to be taking 
very serious interest in the bidding. In teri 
fact he is. The big sale barns through, & lar 
out the tobacco counties are keen rivgls cou 
and they like to boast (in fact adver Pie 
tise) the average price they got lay 
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season. = 

The barn owner assures the farm § 4! 
a minimum price on each basket of ( 
the cured crop. If the bidders wont con 
top it he buys the product, resells i “W 


later on his own account. It’s rar. 
though, that the professionals don; § Fit 


beat his minimum. low 
ent 
It 
bacco, has 3.8 barns and each season 
averages curing 4.5 batches through c 
each barn. That figures out to 17 cur thei 
ing operations. Based on the two esti clud 
mates of cost just noted, the saving Johr 
with oil over gas would be either $17! Gre 
or $238. Certainly this warrants som § ™ 
research to develop and market a con Cr 
trol. welg 
Each curing turns out about 1,00 
lbs. of tobacco worth $600. So in Pit D 
County with 17 curings per farm aver € 
age, this is a real money crop grow as 
ing over $10,000. We're not dealing 
here with impecunious hillbillies, but 7 
people who can spend for the right 
thing. Ame 
And speaking of hillbillies, thats to be 


the feature on the TV program out Loui 
Greenville sponsored by the wholes 


oil distributors and jobbers of the pry & feren 
cipal tobacco counties. Park 

It was in February last year that C the d 
D. Burnette, who is the American Ol ® an ey 
jobber in Mt. Olive, N. C., called? HF table 
meeting in Goldsboro and asked that BP pertis 
at least one wholesale oil represent’ “Hou 
tive from each county in the tobac) BH eral g 


area come and try to work out ana For 
met 


vertising program. County chaif TD reeti 
were appointed and a quota set base’ comm 
on tobacco volume. Quite prompt and tl 
$8,000 was raised and the program¥* B Qn 4 
started in March and ran until mE sched 
August. There were 15 thirty-minvé Divisi 
programs a week apart featuriiS "® tee 4 
strirfg band singing ballads and hyms memb, 
Then there were 65 news spots of fi Mittee 





minutes each, three times 2 week. 
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Asimilar program, but larger to in- 
dude home heating, is set for 1957 and 
has been promised help from the sup- 
plying companies through the work of 
Oilheating Market Reports. At this 
writing, on January 12, it is not de- 
termined whether this will be an en- 
largement of the present twelve- 
county North Carolina program in the 
Piedmont section, or an entirely sepa- 
rate endeavor. Either way, it’s getting 
started. 

One feature last season was a prize 
contest for farmers to write letters on 
“Why I cure my tobacco with oil.” 
First prize was $100 and others were 
lower, but there were about 3,000 
entries. 

It’s clear that the program was be- 
ing followed by the right people. 


Oil men who gave generously of 
their time to help us get the facts in- 
cluded M. C. Comer of Rocky Mount, 
John G. Clark and W. L. Allen of 
Greenville . . . in addition to those 
mentioned. We also were helped by 
C. D. Baucom, state superintendent of 
weights and measures, Department of 


Evening shadows on the Coastal Plains 
as the district manager’s car stops for 
the author's focal-plane to catch a 
prosperous farm yard with six modern 
tobacco barns. The more typical lay- 
out has three or four barns, since to- 
bacco is a small acreage crop per unit. 


Agriculture, who heads the equipment 
qualification program. 

In summary, tobacco curing is fine 
business for oil men because it’s sum- 
mer volume done with substantial peo- 


Dealer management Conference listed 
as Part of OHI St. Louis board Meeting 


i a MEETING of the board of di- 
rectors, Oil-Heat Institute of 
America, Inc., New York 36, N. Y., 
to be held February 21 and 22 at St. 
Louis, will be preceded on February 20 
by a one-day dealer management con- 
ference. It will take place at the Chase- 
Park Plaza Hotel—the same locale as 
the directors meeting—and is to have 
an entire morning devoted to round 
table sessions, an afternoon devoted to 
Pertinent topics, a showing of the 
“Housewarming Party” film and sev 
eral strip films on oilburner service. 


Formal program for the directors 
meeting calls for Division, Section and 
committee meetings on February 21 
and the board meeting on February 22. 
On the 21st, for example, there are 
scheduled meetings of the Distribution 

Wision Board and executive commit- 
tee, a domestic section manufacturer 
member breakfast, OHI executive com- 
mittee session and these committees: 
Membership, Domestic Education, 


eloil - 


Commercial - Industrial Education; 
Technical Division Symposium and 
Domestic Engineering committees. 

On Friday, February 22, the entire 
board will convene in an open meet- 
ing. 

The Distribution Division dealer 
management conference is open to all 
heating oil distributors and jobbers, 
oilheating equipment dealers and dis- 
tributors. Registration fee for both 
members and non-members is $5. 


Fred Heaney, national chairman of 
the Division, is general chairman for 
the day; George Hochstein, OHI presi- 
dent, is to make the address of wel- 
come. 

Here’s the line-up for topics and 
discussion leaders for the morning of 
February 20: 

Natural gas competition: Discussion 
leader, Jack Becker, Becker-Marsden 
Co., St. Louis and president, Oil-Heat 
Institute of St. Louis. 

Degree-day procedures and fueloil 


There’s a lot of hand labor in planting, 
weeding and three to four pickings. 

Yet it’s nice for the oil business be- 
cause each of those barns will need 
around 600 gallons a season. A farmer 
will use a thousand gallons to heat his 
house, 2,500 gallons to serve his barns. 


ple at a good price. It has been good 
for equipment manufacturers of a spe- 
cialized type. It can be even better 
when a good laboratory develops the 
much needed control for heat. 


delivery problems: Discussion leader, 
Pete Wenzel, Quick Heat Div., Sin- 
clair Refining, St. Louis. 

Increasing the sale of oilheating 
equipment: Discussion leader, Fred 
Heaney, Skaggs-Walsh, Inc., Long Is- 
land City, N. Y., national chairman, 
OHI Distribution Division. 

Budget plans, credits and collec- 
tions: Discussion leader, Bill Raith, 
Seidel & Co., St. Louis, vice-chairman, 
Midwest, Distribution Division. 

Importance of effective service to the 
future of the oilheating industry: Dis- 
cussion leader, T. R. Loizeaux, Sr., T. 
R. Loizeaux Fuel Co., Plainfield, N. J., 
vice-chairman for the East, Distribu- 
tion Division. 

During the afternoon of the 21st 
Tom Carson, formerly general man- 
ager, Sherwood Div., Sinclair Refin- 
ing, Baltimore, and now executive sec- 
retary of the OHA of Maryland, is to 
talk on a topic billed as one of extreme 
interest to everyone in the oilheating 
business. 

Hotel reservations should be made 
through Bob Ross, sales manager, 
Chase-Park Plaza Hotel, St. Louis. 


57 
























Stamps foot the Bills 


California aims at better Installations, with Consumers paying painlessly for Research 


by 
V. M. Douglas 


Ls in PARAPHRASE a well known say- 
ing, “You can get some people to 
co-operate all the time; all of the peo- 
ple to co-operate some of the time; 
but everyone is waiting for the day 
when all of the people will co-operate 
all of the time.” 

That was the way things stacked up 
in Northern California among the 
warm air heating men. What suited 
the dealers (that includes heating con- 
tractors) frequently met with the ap- 
proval of the distributors (also known 
as jobbers or wholesalers). The manu- 
facturers were agreeable to most ideas 
until such ideas had an influence on 
the way they managed their business. 
All realized that they were working 
for a common cause—common.to the 
extent that everybody was working 
his head off to make a living in the 
warm air heating business. 

Regardless of the fact that a lot of 
warm air furnaces were being manu- 
factured, distributed and sold and in- 
stalled in Northern California, each 
group thought that “the other fellow” 
was the one who made the money. 

The dealer grumbled, “I can figure 
everything down to the last cent, and 
somebody will find a way to furnish an 
inferior job which will conform with 
an indefinite code for less money—and 
the customer does not know the differ- 
ence.” 

The distributor moaned, “I can 
handle a good line of furnaces and it 
is the general idea that I am supposed 
to make my living on a small percent- 
age of profit on each unit because of 
volume sales. That small percentage 
does not permit me to put on an ad- 
vertising campaign in the town of ev- 
ery dealer. There just isn’t enough 
margin there.” 

And from the manufacturer, “Yes, 
I know more money should be spent 
to get the best results, but where is it 
coming from? I try to keep the quality 
of my merchandise up, I advertise as 
much as I think I can afford, and then 
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the distributors and dealers seem to 
think I should meet cheaper furnace 
competition with lower prices and also 
spend more to help them sell the ad- 
vantages of warm air heating at the 
local level.” 

So, for years and years the warm air 
furnace interests of Northern Cali- 
fornia (and it was not so different in 
other parts of the country) were 
watching other industries forge ahead, 
while they kept on repeating “Some- 
thing constructive should be done. 
Why don’t you and he do it?” 

Finally the Sheet Metal Contractors 
Association of Northern California de- 
cided it was time for less talking and 
more action. They decided that a 
stamp plan, as used by others, could 
be worked over into a program which 


The Sheet Metal men had the idea 
but it required effort and co-operation, 
It was not just a scheme which auto 
matically would develop itself through 
unanimous approval or wishful think 
ing. The stamp plan was an idea which 
needed selling. Someone must put their 
shoulder to the wheel. 

The Sheet Metal Contractors Ay 
sociation of Northern California is the 
parent group heading nine local or 
ganizations, each located in an im 
portant trading area north of the 
Kern-Inyo County line. This is the 
commonly accepted dividing line be 
tween the major marketing areas of 
Northern and Southern California, 

This organization appointed a 
“Stamp plan Committee.” That wasas 
close to grass roots as seemed prac 








The warm air heating men of northern California have banded 
together to provide better heating in the area. They formed an 
Institute which hopes to elevate the industry to a “dignity where all 
heating men will do a good job.” Cost of the Institute is paid by 
stamps—and the ultimate owner of the equipment pays the bill. 








would provide the necessary funds to 
do a necessary job, and in the final 
analysis no one would be money out 
of pocket. 

“Something for nothing” has long 
been frowned upon by law enforce- 
ment officers. Economists are inclined 
to place the idea in the same class with 
perpetual motion. The advertising or 
publicity man insists that money prop- 
erly spent for publicity produces re- 
sults which more than offset the cost. 

If the advertising produces greater 
volume which is responsible for lower 
costs or increased profits which are 
equal to or less than the amount spent, 
it would seem that the advertising 
man has a good argument. By the 
same token, if a buyer contributes to- 
ward a cause which will provide every- 
one with improved heating, that con- 
tribution is not an expense or cost. 
It’s actually a sound investment which 
returns 100¢ on the dollar. 


tical. Obviously, the ultimate usr 
could not be solicited directly for 
funds to support a plan to provide 
better heating. (Less worthy caus 
have been supported by general solic 
tation) 

Individual members of the various 
groups or associations made personal 
calls on dealers and contractors wh0 
were selling and installing warm at 
heating. These active members of the 
industry signed letters stating that they 
approved and desired the proposed 
“Stamp Plan.” To be more exact, the 
signed letters represented at least 80% 
of the dollar volume of the warm a 
heating equipment sold in the entite 
area. There seldom has been a mote 
definite and concrete example of the 
“power of the pen.” 

There were several meetings with 
manufacturers and distributors, 
the “Committee” was able to produ 
conclusive evidence that a large ™ 
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Two pages of the booklet, “House Heating Secrets,” indicate nature of contents 
which tell public how to judge a warm air heating system. 


jority of those on the “firing line” 
wanted the stamp plan. 

Basically, the idea was that the 
manufacturer, the first man who han- 
des every warm air furnace, would 
purchase a stamp and apply it to each 
furnace made. 

The first problem which deserved 
ind received immediate consideration 
was, “Who will sell the stamps?” The 
Sheet Metal Contractors Association 
lad many matters to handle of com- 
non interest to the members as deal- 
ets, but these objectives were often of 
litle concern to either distributors or 
manufacturers, The best this organiza- 
tion could hope to do in administering 
the stamp plan, would be to have a 
*parate division handle the plan. 

For several reasons this was not 
Practical, so an entirely new organiza- 
ton was formed for the express pur- 
oe of developing and executing the 
“amp plan, and nothing else. The new 
‘ganization was incorporated as the 


Warm Air Heating Institute of North- 
'm California. 


In the first place the WAHINC was 
organized and incorporated as a non- 
profit corporation. No company could 
use his membership for personal gain 


other than through the prestige which ~ 


was anticipated. Certification was not 
a part of the original plan. From the 
start it was practically impossible for 
any member to belong without receiv- 
ing definite benefits. Every member 
had everything to gain; nothing to lose. 

The Institute has officers consisting 
of a president, a vice president and a 
secretary. The board of directors con- 
sists of nine members and four alter- 
nate members. The Sheet Metal Con- 
tractors Association elects five mem- 
bers and two alternates. Three mem- 
bers and one alternate are elected by 
the manufacturer members, and the 
distributors elect one member and one 
alternate. Each director has one vote. 
An alternate has the privilege of vot- 
ing in the absence of a director of his 
group. 

The board of directors elects the 
officers from their own members, with 


the provision that if the president is 
elected from the group representing 
the contractors, the vice president 
must be elected from either the dis- 
tributing or manufacturing group. If 
the president is either a distributor or 
manufacturer, the vice president must 
be from the contractor directors. 

One of the most important func- 
tions of the board of directors was the 
selection of an executive manager. 
With officers and directors separated 
by hundreds of miles, and each ac- 
tively carrying out the responsibilities 
of his own business operations, it is 
understandable that the Institute 
would require an office with a com- 
petent staff to effectively conduct a 
program as proposd in the stamp plan. 

Dar Knowles was chosen as the ex- 
ecutive manager because of his proved 
ability and extensive experience. He 
can talk the language of the manufac- 
turer, the distributor and the dealer. 
With an office established at 870 Mar- 
ket Street in San Francisco, Knowles 
is not only in touch with the different 
segments of the industry, but is recog- 
nized as the man who is doing the 
things which were hoped for when 
the plan was developed. 

Perhaps, by this time, you are be- 
coming impatient to know “What is 





Dar Knowles is executive manager of 
the Warm Air Heating Institute of 
Northern California. He coordinates 
all activities, directs the publicity 
which includes a 15 minute Sunday 
morning news program over a 12 sta- 
tion radio network—minute spots are 
carried by the stations during the week. 
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the Stamp Plan?” Article Iv of the 
By-Laws (extra copies available by 
writing to the San Francisco office) 
of this new corporation reads as fol- 
lows: 

“This Corporation is formed for the 
purpose of encouraging, extending and 
promoting the use of warm air heating 
in Northern California; providing a 
medium for the exchange of ideas 
among those engaged in the warm air 
heating industry in Northern Cali- 
fornia; and collecting and coordinat- 
ing and disseminating to its members 
and to the public, pertinent and help- 
ful data relating to the industry.” 


Purposes 


If you should think the purposes, as 
stated, are somewhat general, read the 
‘Aims and Objects” which the Insti- 
tute has printed on letter paper for 
mailing and on cards for wall mount- 
ing. Every member is fully informed 
of the “Aims and Objects.” High 
ideals? Certainly. Possible to accom- 
plish? Probably not, but you will have 
to give those Northern Californians 
credit for aiming high. Even if they 
come close to achieving these objec- 
tives over a period of years, they will 
deserve credit from the entire indus- 
try. 

Thus far, you have been told 
about nearly everything but stamps. 
The stamps are what make the whole 
operation possible. Anyone would im- 
mediately recognize the fact that it 
would cost money, a lot of money, to 
carry out the “Aims and Objects,” any 
one or all thirteen of them. The re- 
quirements would involve more financ- 
ing than afy or all contractors, dis- 
tributors and manufacturers have felt 
disposed or able to contribute, even 
though all approved of the ideas or 
principles. That is where the stamps 
came in. 

The Warm Air Heating Institute 
of Northern California, supported en- 
tirely by revenue from stamps, had 
the stamps printed. Every member 
manufacturer (or distributor handling 
furnaces not manufactured in North- 
ern California) purchases stamps from 
the Institute. A $1 stamp, printed with 
orange colored ink, is applied to each 
central furnace or unit-heater. A 
stamp with green printing, costing 
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50¢, is attached to each floor or wall 
furnace. 

The responsibility for proper han- 
dling of the stamps falls upon every- 
one concerned. The manufacturer 
makes it a part of his manufacturing 
and billing operations to see that the 
stamp is attached, and that the invoice 
shows the price of the equipment, in- 
cluding the stamp. In this manner he 
receives return payment. 

The distributor sells the furnaces to 
dealers. His invoices carry the same 
notation, and you may be sure that 
dealers look for the stamp for which 
they have paid either 50¢ or $1. 

In cases where the distributor has 
purchased furnaces from manufac- 











turers who are not members, it is im- 
practical for him to open crates to 
apply the gummed stamps. He uses an 
envelope furnished by the Institute to 
enclose the stamp. This is securely 
fastened to the crate. The envelope 
carries the message in large red let- 
ters: “Warm Air Heating Institute of 
Northern California. Enclosed stamp 
must be applied to heater before in- 
stallation.” The emblem is also printed 
on the envelope, so there is no ques- 
tion regarding its contents. 

When the dealer prepares his quota- 
tion for the installation, the cost of the 
furnace automatically includes the 
cost of the stamp. So the cost has been 
passed along, right down the line, to 
the builder. The builder may be a 
speculative builder or he may be build- 
ing his own home on contract. 

Do you think the owner has been 
stuck? The owner who eventually pays 
for an Institute stamp has paid an 
insurance premium that his neighbors 
as well as himself will receive increas- 
ingly better heating in their homes. 
He has, knowingly or unknowingly, 
contributed toward a higher standard 
of living. Sooner or later the trifling 
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amount paid for each stamp will } 
responsible for the return of many 
times the amount paid in economy and 
comfort for homeowners. 

First we had the complaint, then 
the proposed remedy. After a few 
months’ operation the results became 
apparent. 

Dan O’Brien, operating the Aths 
Furnace Co., Belmont, Calif., with 4 
branch at Sunnyvale, was asked his 
opinion. His first reply, while definite. 
ly favorable, was a little on the gen: 
eral side. He liked the idea. He not 
only believed in the stamp plan, but 
he worked at it and did everything he 
could to persuade anyone who might 
have any doubts about its usefulnes, 
He has ordered several thousand 
copies of “House Heating Secrets,” ; 
bulletin prepared by the Institute, 
which he intends to mail to an exter 
sive list of people who should know 
“How to judge a warm air heating 
system.”” He operates in San Mateo 
and Santa Clara counties and does not 
lack prospects. When asked if specu 
lative builders (thousands of homes 
have been and are being built in thes 
two counties) are prospects, he replied 
that most of the heating work is done 
by heating contractors. 


Effects 


Then came the pertinent question, 
“To what extent, if any, has ther 
been any noticeable effects brought 
about by the efforts of the Institute” 
O'Brien smiled, “There are probably 
several results which have not come 
to my attention, but I was really m 
pressed when several large buildes 
came to me and to others who belong 
to the Institute and asked, “Wher 
are people getting these ideas abou! 
perimeter heating? Several prospects 
have checked on the number and loc 
tion of hot air registers and return al 
ducts. It begins to look as though i 
our prospects are heating experts. 

O’Brien continued, “In just 4 few 
months since the Institute has been " 
action there has been an increased d 
mand for better heating.” 

When asked if there were any d# 
senting voices among other dealers, b 
replied, “It is too much to expect tha 
everyone would go along with the ide 
of adding a dollar to the price of cat 
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of several hundred jobs where no im- 
mediate return is probable.” He ex- 
plained that was part of the executive 
manager's job. He knew that Dar 
Knowles had been able to convince 
sveral doubters of the error of their 
thinking, and with nearly everybody 
pleased with the results and the fu- 
ture prospects of the plan, there are 
very few who have taken exception 
to any part of the stamp plan. 

A manufacturer was the next point 
of inquiry. The sales manager of a 
prominent Northern California fur- 
nace manufacturer was asked his 
opinion of the stamp plan. “At first 
most of the manufacturers were in- 
clined to be somewhat indifferent to- 
ward the idea. Then when a stack of 
letters was presented with signatures 
of a large percentage of the dealers 
of Northern California, it looked like 
good business sense to play ball with 
those who were selling the merchan- 
dise.” 


No pressure Tactics 


From what was said there was no 
indication of coercion or pressure tac- 
tics. It is entirely possible that the 
manufacturers decided that it was 
good policy, or some may have thought 
that competitive manufacturers who 
liked the stamp plan might find favor 
with the dealers. In any event, the 
manufacturers not only joined, but 
after participating for several months 
since the Institute was incorporated, 
enthusiastically endorse the whole 
plan. 

So far, inquiries indicate that deal- 
es and manufacturers are almost 
100% for the plan. How about the 
distributor? Steve Ish, top heating man 
for Slakey Bros., Oakland, Calif., was 
isked his opinion of the stamp plan. 
With five branches in key cities Slakey 
Bros. should know how the dealers feel 
ibout the idea. Ish did not hesitate to 
ay that it was the best thing that ever 
happened to upgrade the industry in 
California. He considered the out- 
“anding advantages of the stamp plan 
be improved installations and an 
gal to develop standardized 


“The greatest cause of poor instal- 
” said Ish, “is the general lack 
if knowledge of what constitutes good 


warm air heating. Owners, builders, 
even architects, frequently overlook 
heating which is essential for both 
health and comfort, and give first con- 
sideration to features of eye appeal. 
This indifference has made many 
heating men price conscious which is 
quite natural after a few years of 
‘how much?’ and seldom ‘how good?’.” 

He continued, “Building codes are 
one of the worst headaches. Villages, 
cities, counties, each has its own idea, 
or lack of ideas regarding an adequate 
warm air heating system. One heating 
contractor may operate in half a dozen 
adjoining cities, each having different 
codes and inspectors with different 
ideas. Anything we can do to help 
the stamp plan is a step toward cor- 
recting personal ignorance and indif- 
ference, and standardization of codes.” 
There was nothing half-hearted in that 
opinion. 

A check with a county building 
inspector revealed that the Warm Air 
Heating Institute may have difficulty 
in exerting any considerable degree of 
influence in public offices. Their pri- 
mary interest is safety, and they have 


well established regulations based 
upon recognized authorities such as 
Underwriters’ Laboratories. 

Perhaps the best testimony in favor 
of the stamp plan is that approximate- 
ly 400 heating contractors in South- 
ern California have adopted the same 
plan, with slight variations. The 
Southern California group, known as 
the Institute of Heating and Air Con- 
ditioning Industries, already is plan- 
ning a certified heating program. 

The National Warm Air Heating 
and Air Conditioning Assocation re- 
ports in a recent issue of their Bulletin, 
“Since any good educational and up- 
grading program would ultimately 
benefit the consumer, the consumer 
ought to pay for it. The idea of hav- 
ing the consumer pay for it is a very 
clever idea—not only that—it works.” 

No one can predict how far-reach- 
ing the good effects of the stamp plan 
may be, but it is something beyond the 
realm of the ordinary when an entire 
industry makes arrangements for its 
customers to foot the bill to enable the 
industry to serve those customers 
better. 





“AIMS AND OBJECTS” 








1. To establish a central office for the purpose of collecting, co-ordinating and disseminating material for 
various objects such as (a) promoting the use of warm air heating by advising Architects, Engineers, Contrac- 
tors and the General Public, that warm air heating is the most flexible and economical means of providing a com- 
fortable and healthful atmosphere for commercial and residential structures in Northern California; (b) informing 
the public that to enjoy the advantages of a good heating system any equipment ten years or older should be mod- 
ernized or replaced; (c) informing the public that all heating systems should be serviced regularly for economy 
and safety; (d) informing the public that in buying, building or modernizing, the difference in cost between a 
poor heating system and a good one can be paid for by the higher efficiency of a properly engineered and installed 
system, 


2. To disseminate to Heating Contractors: (a) information on approved methods of heat calculations; better 
methods of installation; new methods of heating; and proper accounting and management procedures; (b) educa- 
tional information for installing workmen; and (c) all other pertinent information by means of periodical 
bulletins. 


3. To endeavor to’ write and establish a uniform code for heating, and to get it adopted in all localities. 


4. To use the prestige of this Institute to help local organizations establish codes, bid depositories, licensing 
and inspection fees in their own localities. 


5. To work with the FHA and V.A. toward establishing and enforcing reasonable standards. 


m 6 ‘o encourage local heating contractor organizations to set aside part of their monthly meetings for dis- 


cussionggnd education on industry problems. 


7. To furnish technical speakers at meetings of organizations of (a) Heating Contractors; (b) Architects; 
(c) Engineers; (d) General Contractors; (e) Home Builders; (f) and Service Clubs. 


8. To advise members when to write to their State and Federal representatives either to promote legislation 
beneficial to or to defeat legislation detrimental to our industry. 


9. To discourage bid peddling by any legal method. 


10. To encourage the employment of licensed and qualified contractors for the furnishing and installation 
of all heating work. 


11. To discourage the sale of heating or sheet metal products, or “do it yourself packages” to a General 
Contractor direct. 


12. To elevate the Warm Air Heating Industry to a dignity where all contractors will do a good job. 


13. To make use of all information on Warm Air Heating available from organizations such as National 
Warm Air Heating and Air Conditioning Association and the American Society of Heating and Air Conditioning 
Engineers. 








61 




















by 
W. C. Henwood* 


AN LONG LAST VOICES are being 
raised in the segment of the fuel- 
oil industry which we like to call “In- 
dependent group”. Finally, discussions 
and forums are being held in an at- 
tempt to intelligently discuss the prob- 
lems facing us; problems which have 
caused more deaths than births of re- 
tail fueloil businesses in the past few 
years. 

It is obvious, of course, that proper 
management is the most important in- 
gredient in the operation of any suc- 
cessful business; and certainly, it 
should be equally obvious that an in- 
tensive investigation into the problems 
of the business is the first step toward 
proper management. 

Those of us who are actively en- 
gaged in the retailing of fueloil daily 
are cognizant of the problems which 
do exist. We would agree that the 
problem which is of greatest concern 
to our industry today, is the inability 
of the fueloil retailer to earn an ade- 
quate profit and to be able to finance 
expansion. It may even be exact to 
say that all our other problems are an 
off-shoot of this one. All of these 
problems are having and will continue 
to have a material effect on the profits 
which we can expect to realize now 
and in the future. 

The word “profit” has received a 
rather bad connotation in some parts 
of our political economy today. How- 
ever, I am still old-fashioned enough 
to believe that a business must be op- 
erated at a profit if it is to survive and 
grow. We all have our eyes on the 
“amount” of profits, but one good way 
to increase them is to watch the “per- 
centage” of profit. The relation of 
profits to selling price and to your in- 
vestment is the real index of business 
success. It is a businessman's job to 
solve the problems and overcome the 
difficulties which his own legitimate 
activities have created. 


*Vice-president, Meenan Oil Co., Inc., 
Levittown, Penna. 
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A Margin of Independence 


If We are independent Oilmen in Fact, why don’t We set Prices for Margins we need? 


Our need for new capital grows as 
our market grows and our sales grow. 
We require money to give our cus 
tomers credit. We need additional 
money to buy inventory, to hire more 
people to handle the larger sales vol- 
ume and to meet the increased payroll. 
The primary problem is the low per- 
centage of gross margin of profit on 
which we are today trying to operate 
and expand our business in the face of 
ever growing competition. 

We must expect this ever growing 
competition not only from the people 
in our own business but from other 
heating methods. The story of the na- 
tional economy today indicates in- 
creasing competition in every line of 
endeavor. Merchants and manufac- 
turers in all lines are discussing this in 
making their plans for the future. The 
startling thing is that they plan not 
only to meet existing competition but 
to create it in new forms. This is 
good for advertising and it is good for 
the consumer but it is going to be hard 
on lots of small businesses. The point 
is that the whole producing and dis- 
tributing system is rapidly being tied 
into the new competition, and unfor- 
tunately for us it works best for those 
with the most capital. 


Need Growth 


If then, we are going to grow and 
make a profit which will allow this 
growth, we must have sufficient mar- 
gin. In the last three years the retail- 
ers gross operating margin in most 
areas has changed little if any, al- 
though it is no secret to all @f us that 
his operating costs have incftased. 


Honest investigation of this primary 
problem must take place and definite 
steps must be taken by the individual 
to increase his margin of profit where 
necessary. 

Fundamentally, profit is the differ- 
ence between expense and margin. 
The margin depends on the price 
structure in the area—the difference 
between the “yard” or “under the fill” 
price and the posted retail price. We 





W. C. Henwood 


cannot attempt to operate a corner 
grocery store on a margin of less than 
30 percent and yet very few, if any, 
fueloil operators today are operating 
on a margin anywhere near 30%. 

Can we help our margin? I sy 
“Yes.” We can, and more important, 
we must and I will prove to you that 
it can be done. 

It is important to stress at this point 
that I am not advocating unwarranted 
price increases on the part of the deal 
er and certainly not price setting by 
any group of dealers. 

Here we are talking about margins, 
not prices. Some years ago in Wes 
chester County, N. Y., the retailers 
were faced with “Bracket Pricing,’ 
which started on the West Coast and 
already has spread to a sizable area 
on the East Coast. This was followed 
eventually by the Majors. It was4 
Y¢ a gallon premium for deliveries 
275 gallon tanks. The idea spread 
the Bronx, Manhattan, Brooklyn and 
Queens. However, instead of being 
a Yo¢ premium charge for deliveries 
to 275 gallon tanks, it became 4 Vig 
discount to tanks larger than 27) gal 
lons. 

Then this bracket pricing spread 
from Queens to Nassau, Long Island. 
However, the Nassau dealers were 
able to secure the /¢ premium pre 
to the smaller tanks even though Nav 
sau County adjoins Queens Couniy 
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The same Long Island retailers were 












able, in a period of two years, to in- 
crease their average margin from 20% 
to27%. This increase in margin was 
not brought about by price fixing but 
rather by educating the retailers to the 
necessity of a reasonable margin if 
they were to survive. 

In the Lower Bucks County, Penn- 
sylvania area the dealers made a study 
when they organized in January, 1954. 
They found that their average margin 
was about 18.9%. By August, 1955 


| their average margin had increased to 


2.6%. 
Bucks County Study 


The major companies were posting 
the reference price in the Lower Bucks 
County area as they always have. The 
price in Lower Bucks was the same as 
the price for Philadelphia and yet 
these dealers were an average of 30 
to 35 miles from Philadelphia and 
their retail price in the area should 
have allowed for transportation and 
throughput. It was their contention 
that the retail price was at least two 
mills too low to cover these costs. 
After completing the study they went 
to Atlantic Refining and other majors 
and presented figures covering the op- 
eration of one of their own members 
for the period 1946 to 1950. 

The facts showed that during this 
period the retail price had increased 
4%. During this same period, 
however, the retailer's expenses had 
increased 103.6%! His percentage of 
gross profit was reduced from 35% 
in 1946 to 22.9% in 1950, which rep- 
feents a decrease of 34.5% in gross 
profit. During the same period his net 
profit was reduced from 5.8% to 4.3 
ota decrease of 26%. 

All these percentages were before 
ax, owner’s salary, or return on capi- 
tal investment. With the owner’s sal- 
ay alone the net profit would have de- 
eased to 2%, This is an alarming 
picture, I am sure you will agree. 

let us look for a minute at what 
happened to the margins in the Lower 

County, Pa. area in our seg- 
ment of the industry from 1946-1953, 

* ast complete figures available at 
this time, Taking the retail price as 
sted by the major oil companies for 

phia, the retail price in Octo- 


eloil 


ber 1946 was averaged at 8.43¢ per 
gallon. For the same month in 1953, 
it was 13.43¢ per gallon, or an increase 
of 59.3%. At the same time the re- 
finery price went from 4.33¢ per gal- 
lon to 7.90¢, or an increase of 82.4%, 
and these refinery prices are the basis 
of your price and mine. 

These figures certainly demonstrate 
the “Squeeze” that has taken place on 
our margins. I might point out that 
No. 2 fueloil is no longer the step- 
child of the industry. It is a very 
profitable product for the refiner. If 
there is still doubt in your mind I 
would like to point out that in Jan- 
uary, 1954 the differential at the Gulf 
between 79 octane gas and No. 2 
fueloil was 2!4¢. Recently this differ- 
ential was as low as % of a cent. 

The consumption of No. 2 fueloil 
since 1940 has increased 400%, while 
the consumption of gasoline has in- 
creased only 85% during the same 
period. 


Axe to Grind 


It is my opinion that we have only 
one axe to grind with the supplying 
companies in this connection. Since 
the producer only sells at retail ap- 
proximately 15% of the retail fueloil 
volume, he has no economic justifica- 
tion in establishing the retail tank 
wagon price. The retail price should 
and must cover all the legitimate busi- 
ness expenses, plus profit, of the re- 
tailer. This means that the delivering 
company should post its own tank 
wagon price. We must not, if we are 
to call ourselves independent, expect 
that our supplier is going to step in 
and solve the margin problem for us. 

As already shown this problem can 
be solved and has been solved by deal- 
ers in many areas. Over two years 
ago, as a member of a committee, I 
had the opportunity of discussing this 
matter with Mr. Shockley of the At- 
lantic Refining Company and he re- 
ferred to an article written by Mr. 
Ingersoll, also of Atlantic. In this 
article, which appeared in FUELOIL 
AND Oi Heat, Mr. Ingersoll wrote 
as follows: 

“I believe that burning oil is a dif- 
ferent problem and requires different 
treatment as to profit margins. On 
the sale of burning oil by jobbers, I am 










opposed to any margins whatsoever. 
In view of the fact that 80 to 85% 
of retail distribution of burning oils 
is in the hands of the fueloil distribu- 
tor, it is my belief that the suppliers 
should set a definite price, either f.o.b. 
terminal, or delivered to the distribu- 
tors’ plants, and the distributors 
should be responsible for their selling 
price, and thereby set their own mar- 
gins. 

“It seems to me that any group that 
has, through its efficient operation and 
good selling, been able to acquire 80 
to 85% of the total market, should be 
able also to assume the responsibility 
for setting and maintaining the mar- 
ket in which the product is resold. In 
so doing the distributor group would 
be responsible for the economics of 
price-setting as well as the control of 
the retail markets. 

“The fueloil distributors have be- 
come of age, and they should aggres- 
sively supply the leadership needed in 
the burning oil market. It’s about 
time they took over.” 

This then is the belief of one major 
and I know from my discussions with 
other majors that they too recognize 
this fact. 


Assert Independence 


However, we cannot expect any- 
thing to happen unless we, who call 
ourselves independent businessmen, 
not only assert our independence but 
educate ourselves and the other retail- 
ers in our areas to the necessity of ade- 
quate margins. In certain sections of 
New England, in Westchester and 
Nassau County in N. Y., and in other 
areas the independent trade is assum- 
ing the responsibility for margins and 
the major companies have followed. 
It can be done in my area and yours, 
but not without concerted effort and 
education, and above all, patience, and 
while I hesitate to use the term, a larg- 


- er amount of statesmanship in the in- 


dustry. 

It is not my purpose here to try to 
determine how large a margin the in- 
dividual dealer should or must have. 
The fact is that the margin that we 
do secure will only be adequate when 
it permits efficient businessmen to 
earn salaries as large as they could 

(Please turn to page 94) 
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oe 13TH INTERNATIONAL Heat- 
ing & Air-Conditioning Exposi- 
tion at the International Amphithea- 
tre, Chicago, February 25 to March 1, 
will be the largest both in number of 
exhibits and in the floor area they will 
occupy. 

At the same time the American 
Society of Heating and Air-Condi- 
tioning Engineers will assemble for 
its 63d annual meeting at the Conrad 





Heating Exposition to feature 
a record Number of Exhibits 


Hilton Hotel, Chicago, February 25 to 
28. The program for the meeting ap- 
pears below. 

The Exposition’s displays will in- 
clude just about every type of equip- 
ment required for air treatment and 
indoor climate control, covering indus- 
trial, commercial and residential ap- 
plications. This is strictly a trade 
show, with the general public not ad- 
mitted. Besides professional visitors, 


heating and airconditioning dealers 


will have heavy representation. 

The show opens on Monday, Febry 
ary 25 at 2:00 P.M. and closes x 
10:00 P.M. On the next three days it 
opens at noon and closes at 10:0) 
P.M., with the closing time moved ty 
6:00 P.M. on March 1, the last day 
of the show. 

P. J. Marschall as general chairman 
headed the Illinois Chapter Commit 
tee on Arrangements for the ASHAE 
meeting; International Exposition Co, 
E. K. Stevens, president, managed 
the Exposition. 
















PROGRAM 
SIXTY-THIRD ANNUAL MEETING 


THE AMERICAN SOCIETY OF HEATING AND AIRCONDITIONING ENGINEERS 


CONRAD HILTON HOTEL 


SUNDAY—FEBRUARY 24 


10:00 a.m. REGISTRATION (Beverly Room) 


MONDAY—FEBRUARY 25 


9:00 a.m. 
9:30 a.m. 


REGISTRATION (Beverly Room) 


FIRST FIRST SESSION (Waldorf Room) 

Reports from Association officers 

Study of Three Redwood Cooling Tower Pack- 
ings by W. W. Smith 

Earth as Heat Source and Sink for Heat Pumps 
by D. M. Vestal, Jr., and B. J. Fluker 

From ’36 to ’56: Airconditioning comes of Age 
by W. A. Grant 


WELCOME LUNCHEON (Grand Ballroom) 
Dr. Richard Heflebower, Northwestern Univer- 
sity. 
EXPOSITION—Opening of 13th International 
Heating and Air-conditioning Exposition (Inter- 
national Amphitheatre) 
Ladies’ Talent and Tea (Crystal Ballroom, Shera- 
ton Blackstone Hotel) 


Get-Together Party (Grand Ballroom) 


12:00 noon 


2:00 p.m. 


2:30 p.m. 


9:00 p.m. 


TUESDAY—FEBRUARY 26 


9:00 a.m. 
9:30 a.m. 


REGISTRATION (Normandy Louge) 


SECOND SESSION (Waldorf Room) 

Research Committee Report, B. H. Jennings, 
chairman : 

Revised Winter Outside Design Temperatures 
by H. C. S. Thom 

Analysis of an Airconditioning Thermal Cir- 
cuit by an Electronic Differential Analyzer 
by G. V. Parmelee, P. Vance and A. N. 
Cerny 

Pulsation in Residential Heating Equipment— 
Preliminary Results by A. A. Putnam and 
W. R. Dennis 

The Dust Spot Method for Evaluating Air 
Cleaners by K. T. Whitby, A. B. Algren and 
R. C. Jordan 


FEBRUARY 25-28, 1957 


9:30a.m. THIRD SESSION (Grand Ballroom) 
Symposium on Dehumidification, John Everetts, 
Jr., Moderator. Panel: Walter E. Ellis, W. 
L. Ross, E. W. Gifford, G. A. Higgs and 
E. R. Queer 
EXPOSITION (International Amphitheatre) 
Life Members Dutch Treat Luncheon 


Past President’s Dinner 


12:00 noon 
12:15 p.m. 
7:00 p.m. 


WEDNESDAY—FEBRUARY 27 


REGISTRATION (Normandy Lounge) 
FOURTH SESSION (Waldorf Room) 
Cold Wall Effects in a Ceiling-Panel-Heated 
Room by L. F. Schutrum and T. C. Min 
Performance of Covered Hot Water Floor 
Panels by E. L. Sartain and W. S. Harris 
Thermal Design of Warm Water Concrete 
* Floor Panels—A Design Manual 
FIFTH SESSION (Grand Ballroom) 
Symposium on Industrial Ventilation, C. H. 
Pesterfield, moderator, Panel: P. J. Marschall, 
K. E. Robinson, J. M. Kane, B. R. Small and 
W. C. L. Hemeon 
EXPOSITION (International Amphitheatre) 
Ladies’ Luncheon and Entertainment (South Shore 
Country Club) 
ANNUAL BANQUET (Grand Ballroom) 
Toastmaster: W. A. Kuechenberg 
Speaker: Dr. Preston A. Bradley, Pastor of 
Peoples Church, Chicago 
Presentation of F. Paul Anderson Medal 10 
M. K. Fahnestock 


9:00 a.m. 
9:30 a.m. 


9:30 a.m. 


12:00 noon 
12:30 p.m. 


7:00 p.m. 


THURSDAY—FEBRUARY 28 


REGISTRATION (Normandy Lounge) 
SIXTH SESSION (Waldorf Room) 

Outlet Characteristics that affect the Downthrow 
of Heated Air Jets by Linn Helander, 
Mang Yen and Wilson Tripp 

Air Flow in Free Convection over Heated 
Bodies by T. F. Hatch and D. Barron Oronzc0 

Radioactive Process Ventilation by S. H. 
mire, Jr. and J. B. Wahlen 


EXPOSITION (International Amphitheatre) 


9:00 a.m. 
9:30 a.m. 


12:00 noon 
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Space No. 
4J Manufacturing Co. (621-623) 
AP Controls Division (566) 


Attending: R. W. Johnson, L. Putze, 
J. Tate, D. Moerick, J. Cowan, L. 
Thompson, D. Imey, W. Krueger, J. 
Hall, C. McCarthy. 

Exhibiting: Oil control valves and auto- 
matic temperature control acces- 
sories; gas control valves and auto- 
matic temperature control acces- 
sories; refrigeration and aircondition- 
ing valves, filters, driers. 

New Products: 237 pressure regulating 
valve, 214 thermostatic expansion 
valves. 


Ace Engineering Co. (1141) 


Attending: I. L. Schurman, J. W. 
Cowan, R. W. Bardach, A. F. Jelene, 
R. E. Hoffman, S. Padove. 

Exhibiting: Horizontal rotary oilburn- 
ers, combination oil-gas burners for 
industrial and commercial applica- 
tions. 

New Products: Improved forced draft 
Unipak assembly for use with pres- 
surized Scoth Marine boilers. 


Addison Products Co. (649-651) 


Attending: V. C. Knight, S. E. Vickers, 
R, E. Cappel, J. H. Jennings, H. M. 
Jones, K F. Rumohr, R. C. Robertson, 
W. A. Hames, L. G. Underhill. 

Exhibiting: Residential airconditioning 
equipment, including air-cooled com- 
pressor condensing unit, horizontal, 
vertical and universal air flow evapo- 
rators, inverted V-evaporators, water- 
cooled systems, dehumidifiers. 


New Products: Evaporator blower 
units; packaged conditioners. 


Air Conditioning, Heating and 
Ventilating (1016-1018) 


Air Control Products, Inc. (342) 
Attending: R. Course, N. Meyer, R. 
Magnuson, R. Clapp, G. Arehart, W. 
Clark, D. Stoll, C. Denton, A. Biela, 
P, Montgomery, R. Hackenbruch. 
Exhibiting : Full line of registers, 
grilles, diffusers, and ventilators in- 
cluding: No, 20 series registers, Multi- 
Trol commercial registers and grilles, 
ceiling diffusers, baseboard perimeter 
diffusers, 


New Products: Square ceiling diffuser. 


Air Controls, Inc. (425) 
Air Devices Inc. (1015) 
Airtemp Div. (12-43) 
‘tx Boiler & Heater Co. (N-326) 
Aldrich Co (1051) 


Attending: P. M. Stephenson, N. How- 
ard, B. Mulder. 

tuhibiting: Heat-Pak series C and D 

OW Pressure steel heating boiler- 

er units, standard or package, 

by oil or gas interchangeably. 


Pe 

ng tial list as of January 15, includ- 
exhibits of interest to oilheating 

or plan of exhibits is on 


Heating and Air-Conditioning Show 


List of Exhibitors* at Chicago’s International Amphitheatre, February 25 to March I 


Space No. 


Hot water heaters; high pressure con- 
version oilburners. 

New Products: Series C Gulf Stream 
boilers. 


American Air Filter Co., Inc. (38, 40) 
American Artisan (924) 
American Blower Corp. (22, 26) 
American Coils Co. (346-447) 
American Furnace Co. (814) 


American Society of Heating & Air- 
Conditioning Engineers, Inc, (701) 


American-Standard Air 


Conditioning Div. (23) 
American-Standard Plumbing & 

Heating Div. (20) 
Anchor Div. (659) 


Attending: J. L. Meagher, E. J. Fackler, 
C. E. Gehibach, L. J. Frankenberger, 
J. K. Hammond, R. J. Adams, D. 
Tucker, Jr. 

Exhibiting: Furnaces; stokers; oilburn- 
ers, gas burners; boilers; aircondi- 
tioners., 


Anemostat Corp. of America (6) 


Armstrong Furnace Co. (302-401-402) 

Armstrong Machine Works (1158-1160) 

Attending: O. E. Ulrich, C. R. Daugh- 
erty, T. H. Rea. 

Exhibiting: Steam traps, hot water heat 
controls, industrial and domestic hu- 
midifiers. 


Armstrong Steam Trap Co. (1158-1160) 


Auer Register Co., The (758) 

Attending: H. F. Curtis, A. H. Bechtel, 
E. F. Steffner, F. J. Buter, D. J. 
Ruisinger, R E. Brumbaugh. 

Exhibiting: Complete line of registers, 
grilles and diffusers for heating, ven- 
tilating and air conditioning indus- 
try; featuring Perfusaire and Fanaire 
diffusers. 


Auto-Flo Corporation (421) 

Attending: J. Miner, H. Burke, R. 
Matzen, J. Vogel, V. Vogel, D. Suther- 
land, D. Mullin, E, N. Tipton, D. Reth- 
meier, M. Chapman, J. Halter, H. 
Goodwin, P. McCall, B. Magiday, H. 
Michelman, T. Smith, B. L. Rushton, 
H. Weller, J. Jenkinson, F. Goddard. 

Exhibiting: Automatic humidifiers, 
evaporator plates, fueloil filters. 

New Products: Miracle glass evaporator 
plates. 


Automatic Devices Co., Inc. (1032) 

Attending: H. T. Kucera, R. G. Davis, 
E. M. Clary, W. W. Thompson, W. 
Gaskill. ; 

Exhibiting: Automatic Weather Re-set 
Time Switch, Weather-Flo indoor- 
outdoor regulator controls, Weather- 
Man regulator outdoor control for 
steam heating systems. 

New Products: Weather-Chron regula- 
tor. 






Space No. 

Automatic Humidifier Co. (723) 

Attending: J. H. Galloway, W. Seeley. 

Exhibiting: Humidifiers for warm air 
furnaces. 


Autorad Inc. (N-432-N-434) 


B.LF. Industries, Inc. €761-763) 


Attending: S. R. Amylon, F. W. Deutsch, 
E. R. Franklin, R. H. Glanville, G, H. 
Jewell, N. Ludman, F. P. Pfeffer, R. 
H. Poulsen, J. B. Sheehan, W. A. 
Smith, M. H. Strickland, T. V, Voegtli, 
T. R. Zatkovich. 

Exhibiting: Proportioneer Models 
#1106 and #19130; Builders model 
SMKS_ Shuntflo Meter; Builders 
model NZIF Venturi insert nozzle; 
Builders model SMDH, style 57, 
Shuntflo Meter. 


New Products: Builders model SMDH, 
style 57, Shuntflo Meter, Proportion- 
eers model 19130. 


Bacharach Industrial 
Instrument Co, (671) 


Attending: R. Ulrich, J. A. Stein, J. W. 
Smith, J. V. Palmer. 


Exhibiting: Fyrite combustion testing 
kits, Tempscribe temperature and 
operation recorders, Florite air veloc- 
ity meters, Monoxor for carbon mon- 
oxide detection, gas pressure Manom- 
eters, filter gauges and Tempoint Air 
Circulation thermometer. 

New Products: Scoop type Florite, 
Tempscribe temperature recorder for 
remote readings, Tempoint air circu- 
lation Thermometer and Monoxor. 


Baltimore Aircoil Co., Ine. (1009-1011) 


Barber-Colman Co. (711-715) 


Attending: C, J. Braatz, E. A. Greenlee, 
H. H. Kieckhefer, C. P. Yates, and 
others. 

Exhibiting: Electric and_ electronic 
temperature controls, electronic tem- 
perature indicators, electronic re- 
corder-controllers, combustion safe- 
guard equipment, air distribution 
products, high velocity air distribu- 
tion equipment. 

New Products: Electronic temperature 
indicator, electronic recorder con- 
troller, new square and rectangular 
ceiling diffusers, new high velocity 
air valve. 


Barber Mfg. Co. (N-335, N-337) 


Barnebey-Cheney Co. ( 1046) 

Attending: H. L. Barnebey, T. Barne- 
bey, R. L. Trout, W. L. Davis, D. C. 
Hall, M. B. Chalfen. 

Exhibiting: Activated charcoal air puri- 
fication equipment for all types of 
public buildings, including Filter 
Folds, self-contained _ purification 
units, Dacors. 

New Products: Dacor; new disposable 
activated charcoal filter. 


Barnes & Jones, Inc. (324) 


Barry Blower Co. (663) 
Attending: B. H. Barry, H. Freidson, 
A Freidson. 
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Space No. 

Exhibiting: Centrifugal blower wheels 
and housings; backward inclined and 
forwardly curved blowers and mul- 
tiple blowers; cast-iron blowers, util- 
ity ventilating sets. 

New Products: Backward inclined 
blowers, multiple blower assemblies, 
castiron blowers, utility ventilating 
sets. 

Bastian-Morley Co., Inc, (N-415) 

Bell & Gossett Co. (1258-1262-1266) 

Attending: R. E. Moore, C. E. Pullum, 
W. A. Boone, H. R. Henke, A. B. 
Meeg, E. Ford, F. Gall, C. Towns, and 
other sales department personnel. 

Exhibiting: B&G specialties for heat- 
ing and cooling. 


Bishop & Babcock Mfg. Co. (132) 

Attending: L. B. Smith, H. K. King, S. 
D. Mullin, D. Labusky, J. A. Bruck- 
man, R. F. Doughty. 

Exhibiting: “Massachusetts” fans and 
blowers. 


Boston Machine Works Co. (N-427) 

Attending: E. C. Black, R. L, Dennis, 
W. B. Forrest, I. M. Nelson, H. Nun- 
nally, L. Schulein, J. Sibarium, T. 
Torrisi, B. Vickery, H. C. Walters. 

Exhibiting: Apthorp True Alignment 
nozzles, Ideal nozzle’ extractors, 
Clearview oil tank gauges, Boston 
draft stablizers, Instant-Glo combus- 
tion chambers, BosMaco-Apthorp noz- 
zle service kits, Boston chrome steel 
hang down baffles, Wigwam-Therm- 


caps, Boston’ Breeze horizontal 
burner. 
Brandes Co. (769) 


Attending: E. E. Brandes, F, Milver- 
stedt, C, Wetzel. 

Exhibiting: Warm air baseboard, base- 
board diffusers. 

New Products: 
diffusers. 


Warm air baseboard 


Bronson Fan Mfg. Corp. (314) 

Brown Products Corp., A. (1020-1022) 

Attending: A. Brown, J. Aronczyk, F. 
Sieffert, 


Exhibiting: Baseboard radiation, fin- 
tube radiation, packaged liquid 
chillers, remote airconditioning units 
and controls. 


Brundage Co., The (615) 

Attending: H. F. Brundage, F. W. 
Brundage, L. C. Kroes, W. A. Rocka- 
field, E. N. Moncrief, G. Wooley, Jr., 
B. McLouth, L. Reining, D. M. John- 
ston. 


Exhibiting: Airconditioning and fur- 
nace blower line with performance 
demonstrator. 


New Product: Performance demonstra- 
tor. 


Brunner Mfg. Co, (44-139-143) 

Attending: A. G. Zumbrun, Sr., W. J. 
Hoeing, W. C. Roberts, P. A. Hunker, 
A. G. Zumbrun, Jr., T, J. Lyon, J. O. 
Junkin, R. G. Albert, L. B. Menard, 
L. A, DeMarsh. 

Exhibiting: Airconditioning and refrig- 
eration compressors; condensing 
units, open type and semi-hermetic; 
packaged airconditioners, two-stage 
compressors; semi-hermetic compres- 
sor rack. 

New Products: Semi-hermetic com- 
pressor rack; two stage compressors. 
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Space No. 
Burnham Corp.-Boiler Div. (837-841) 
Attending: V. A. Good, F. R. Brophy, 
J. W. Murray, Jr., D. E. Hawk, J. R. 
Knox, J. A. Harris, W. Enochs, J. R. 
Collier, G. W. Hicks. 
Exhibiting: Base-Ray cast-iron radiant 
baseboards, Pace-Pak and Holiday 
packaged boilers; Pace-King oil boil- 


er; Burnham steel boilers, scotch 
type. 
Bush Mfg. Co. (1244-1248-1250) 
Carnes Corp. (407) 
Carrier Corp. (515, 517, 519) 


Attending: C. Fenn, G. Long, H. Hoff- 
man, W. Lake, R. White, M. Wilson, 
W. Egan, V. Cole, G. Robinson, G. 
Dinger, M. Kane, J. Voigt. 

Exhibiting: Complete line of aircondi- 
tioning and refrigeration equipment; 
Modular Weathermaster system for 
large building installations and self- 
contained and applied equipment. 


New Products: 1957 residential and 
room airconditioners. 


Century Electric Co. (855) 

Attending: G. H, Hodgskiss, W. C. Wet- 
laufer, A. F. Gerecke, G. Smith, W. 
D. Helm, P. F. Williams, R. L. Biller, 
L. H. Downing, C. F, Lauchsinger; V. 
G. Cox, F, E. Nutt, H. McInerney, G. 
Nafe, F. Powers, G. C. Henderson, J. 
Bain, W. Seneff, 

Exhibiting: New Industrial Quality 48 
frame motor line; special exhibit unit 
containing a re-rated integral horse- 
power motor; demonstration unit 
showing how permanent split capaci- 
tor motors are designed. 


Century Engineering Corp. (825-829) 

Attending: B. J. Lattner, W. S. Moeller- 
ing, E. W. Johnson, R. F. Considine, 
C. Walker, M. Merfeld, E, J. Mettelka, 
W. D. Olive, J. Davis, K. Gray, H. 
Sparks, T. Donahue. 

Exhibiting: Oil furnaces, oil conver- 
sion burners, residential aircondi- 
tioners, 

New Products: Coolpak Stowaway air- 
conditioners, self-contained. 


Char-Gale Mfg. Co. (873) 
Clayton & Lambert Mfg. Co. (443) 
Cleaver-Brooks Co. (N-331-333) 


Attending: J. V. Resek, H. J. McCoy, W. 
J. De Muth, M. Will, H. Fitzpatrick, 
M. A. Schneider. 


Exhibiting: Hev-E-Oil burners, combi- 
nation oil and gas burners. 

New Products: AM8-E burner for burn- 
ing Bunker C oil. 


Coleman Co., Inc., The, (236-238-242) 

Attending: L. Ginn, M. Fryar, E. G. 
Johnson, A, Castello, H. W. Morton, 
A. B. Newton, R. G. Rankin, M. G. 
Raake. 


Exhibiting: Floor furnaces, Trim-Boy 
furnaces (vertical and _ horizontal 
type), oil furnace (vertical), Polar- 
Pak airconditioner, Air-Mist remote 
airconditioning package, upright and 
bonnet cooling units, air-cooled con- 
denser. 

New Products: Polar-Pak horizontal 
type air-cooled self-contained central 
airconditioner. Trim-Boy furnaces, 
horizontal and vertical models. 


. « « « List of Exhibitor 


Space No, 
(1236-1998 


(1124-1195 


Combustion Control Div. 
Commercial Filters Corp. 


Conco Engineering Works (1214) 
Condensation Engineering Corp, (2) 
Attending: W. Limbert, B. A. Johnson, 
W. Aschliman, B. Wasson, T. Jones 
O. Zeman, B. Newton, B. St. Clair. 


Exhibiting: Vitroliner prefabricated 
chimneys; Vitroliner chimney lining 
pipe. 

Contractor, The, (122) 

Crane Co. (33-37) 


Exhibiting: Complete line of hot water 

and warm air equipment, including 
boilers, furnaces, and radiation; air. 
conditioning equipment. 

New Products: Sunnyday 15 residential 
hot water boiler. 


Crise Controls, 
Div. Acro Mfg. Co. (1008) 

Attending: E. V. Bishoff, F. G. Me. 
Closkey, R. S. Feltz. 
Exhibiting: Warm air heating con- 
trols; zone control systems; damper 
motors. 

New Products: New thermostat; new 
fan and limit control. 


Curtis Mfg. Co. (748-750-849-851) 

Attending: H. C. Morrison, H. J. Net- 
tler, A. M. Bono, K. T. Rockey, F. 
Haney, J. E. Mead, V. P. Warren. 

Exhibiting: 40-ton packaged aircondi- 
tioner; packaged liquid chiller; two 
packaged airconditioners; air cooled 
condensing unit; 20 hp condensing 


unit. 
New Products: 40-ton packaged aircon- 
ditioner. 
Cyclotherm Div. (551) 
Delavan Mfg. Co. (1217) 


Attending: D. T. Morgenthaler, R. £ 
Keene, W. B. Spargur, J. Brown, E 
O. Olson, A. K. Johnson, F. Mulcahy, 
L. Janssen, W. J. Thurston, L. N. 
Beardsley, L. Harrington. 


Exhibiting: Oilburner nozzles and a& 
cessories, nozzle racks, nozzle tod 
servicemen’s kits, nozzle boxes; also, 
industrial nozzles for evaporative 
condensers, cooling tower, refriget* 
tion and airconditioning. 

New Product: 48-nozzle box. 


Delco Products, Div. of General 
Motors Corp. (1216) 

Attending: J. F, Lakin; R. O. Dehilen 
dorf; M. E. Rasper; C. L. Holverstott: 
B. E. Charlesworth; G. C. Rohling; 
R. K, Eley; D. K. Tippy; I. J. Towns: 
J. R. Perkins; G. C. Tillotson; CR 
Knowlton; C. B. Lee; J. F. Howe; F 
C. Anderson; J, W. Brumley; & * 
Liszak; H. C. Woodsum; J. D, Hughes 
J. F, Rutter; L. C. Bond; R. B. Edgar; 
L. H. Shue; W. J. Manker; W. 
Stockstill; K. E. Leighty. a 

Exhibiting: Electric motors and ¢ 
trical controllers. 


(21-200) 


(530) 
L 


Detroit Controls Corp. 


Dielectric Products Co., Inc. 

Attending: H. T. Carey, P. Kruege 
F. DiNicola. 

Exhibiting: Ignition electrode asst 
blies for domestic, industri 
commercial burners. igns 

New Products: Special custom des 
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Space No. 


Deerr Electric Corp. (561) 

Attending: J. H. Park, G, L, Kunick, L. 
A. Doerr, E. Doerr, H. E, Ellis, W. 
F. Boerger, K. Blind. 

Exhibiting: Pump motors of both stand- 
ard and special design; other equip- 
ment associated with the aircondi- 
tioning, heating and _ ventilating 
fields. 


Dole Valve Co., The, (725-727) 

Attending: S. Phillips, J. F. Lund, H. 
H. Aronson, W. G, Pennington, W. R. 
Wallin. 

Exhibiting: Complete line of air and 
vacuum valves, flow controls, water 
mixers, relief valves, automatic regis- 
ters. 

New Products: No. 21 hot water air 
yalve; RV-30 reseating T & P relief 
valve; No. 100 water mixer; No. 100-A 
water mixer. 


Domestic Engineering (518-520) 


Dongan Electric Mfg. Co. (N-408) 

Attending: C. E. Hicks, L. P. Murphy, 
J. B. Evans, P. Becker, H. A. Fowler, 
B. B. Vickery. 

Exhibiting: Ignition transformers. 

New Products: Buck and boost trans- 
formers. 


Doyle Vacuum Cleaner Co, (739) 
Dmyer & Hanson Div. (811) 
Dravo Corp. (867-869) 
Exhibiting: Dravo counterflo space 


heaters. 


New Products: 1957 series of heaters 
with new induced draft Pyrojet 
qa and dual preheaters for No. 
oil. 


duPont de Nemuors & Co., E. I. (N-242) 


Dunham-Bush, Inc. (48-50-910-1244) 
Attending: C. Boling, J. A. Mulcahey, 
W. S. Browning, R. B. Lennox, C. T. 
Cavanaugh, G. J. Frinck, J. K. Camp- 
bell, C. W. Geobel, A. A. Lincoln, D. 
W. O’Brient, O. M. Butler, D, G. 
Zakoian, E. L. Disbrow, J. F. Was- 
son, H. J. Bolhouse, A. R. Kaminsky, 
J,G. Herrmann, N. F. Sorgenfrei, J. 
8. Gregory, J. Mayor, A. S. Decker, 
E. M. Flannery, A. E. Keeler, E. 
Wertz, L. Foster, R. Frier, D, B. 
Stockdale, R. E. Sweeney, D. M. Fair- 
C. Silva, A. J. Hesmer, C. P. 
Finke, R. M. Mitchell, M. McLacklin, 
L. Smith, A. J. Dickey, A. R. Treveiler, 
P.R, Schaeffer, C. A. Mansinger. 
Exhibiting: Airconditioning units and 
‘uipment; heating controls, systems 
and units; water chillers and heat 
interchangers for airconditioning 
nits and systems. 
New Products: CR-conditioners, heat- 
and cooling units for hotels, 
‘partment, and residences, Small resi- 
Package chillers for cooling 


in residential airconditioning 
ms, . 


bur-Dyne Corp. 


Dyer Mfg. Co., F. W., (1010) 
tending : J. G. Dwyer, P. W. Dwyer. 
ting: Draft gages, manometers, 
indicators, air filter gages, pitot 

air velocity kits. 


(540-542) 
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New Products: No, 460 air meter, low 
cost air velocity meter and draft 
gage. 


Eckhart Mfg. Co., Inc. (637) 

Attending: A. Eckhart, Sr.; A. Eck- 
hart, Jr.; W. E. Eckhart; G. Lidl; 
F. W. Norman, 

Exhibiting: Silent Korth oilburners; 
improved Shell head models in four 
sizes; carbon and soot eliminator for 
pot type vaporizing burners. 


New Products: Improved Korth Shell 
head oilburners; carbon and _ soot 
eliminator for pot type vaporizing 
burners. 


Eddington Metal Specialty 
Co. (1028-1030) 

Attending: S. Czarnecki, W. Czarnecki, 
C. Czarnecki, W. Czarnecki, Jr., C. B. 
Wells, S. Czarnecki, Jr, 

Exhibiting: Nozzles, filters, combus- 
tion heads, servicemen’s kits, auto- 
matic condensate disposal systems, 
inspection mirrors, etc. 


New Products: Condensate disposal 


pumps. 
Edwards Engineering Corp. (966) 
Ejay Baseboard Mfg. Co. (972) 


Attending: E. J. Fitzgerald, H. S, Fitz- 
gerald. 


Exhibiting: Baseboard models #566 
and #600; heating and cooling unit, 
#100. 

New Products: New combination heat- 
ing and cooling unit model #100. 


Electric Heat and Airconditioning (948) 

Attending: Robert Gray, Bert Dunphy, 
J. W. Schulz, A. G. Winkler, Lee 
Steedle, Dick Raymond, Jim Becker, 
George Farrell. 

Exhibiting: ELectric Heat and Aircon- 
ditioning magazine; and House Heat- 
ing Survey. 

Elgen Mfg. Corp. (872-874) 

Embassy Steel Products, Inc. (N-325) 

Attending: I. B. Nelson, A. J. Polakoff, 
S. E. Lane, F. Merryman, B. Socin. 

Exhibiting: Convectors, ferrous and 
non-ferrous type; steel boilers; base- 
board radiation; fin tube; through- 
the-wall airconditioner and convector 
unit and fin surface. 

New Products: Through-the-wall air- 
conditioner and convector units and 
fin tube. 


Emerson Electric Mfg. 

Co., The, (1261-1263-1265-1267) 
Empire Chemical Products Co. (446) 
Engel Sheet Metal Equipment, 

Inc. (101-102) 
Attending: C. F. Engel, J. R. Yoch, O. 

H. Wolters, R. Taylor, L, Ranch, S. 

Torkelson, W. Tanner, J. Pendino, 
Exhibiting: Duct master; Shopmaster, 

notching units, edge master flanger, 

and open end flangers. 


Eureka Williams Corp, (330-332-334) 


(333-335) 


Excelsior Steel Furnace Co., The (631) 

Attending: J. S. McDonald, R. B. Clem- 
ent, J. Mangrum, I. Brex, E. Brex, 
P, M. Crowley, W. Schultz, S. Berman, 
E. Jaroch, E. Johnson. 


Evans Corp., The George 





Space No. 
Exhibiting: Air distribution equipment. 
New Product: Snap lock duct. 


Fedders-Quigan Corp. (914) 

Attending: T. L. Arnold, J. P. Divizio, 
J. Daly, B. Giordano, J. Woodworth. 

Exhibiting: Convectors, baseboard, 
unit heaters, remote heating and cool- 
ing unit, self-contained cooling unit 
(Adaptomatic) and Thru-The-Wall 
Airconditioner, 

New Products: 3-ton Adaptomatic; 
overhead remote heating & cooling 
unit. 


Federal Boiler Co., Inc. (11) 

Attending: R. H. Bohr, R. McTaggart, 
J. H. Legg, W. Gamble, R, M. Rathe, 
H. Klaw, C. Lowrey, C. Cavanagh, G. 
McGrath, W. Leetch, P. Stack, E. P. 
Long, H. Enyeart. 


Exhibiting: Boilers and baseboard, 
New Products: FPK and VGF-A-PK 
boilers and FBC baseboard. 


Field Control Div. (554) 

Attending: C. W. Potter, H. J. Potter, 
H. Remsburg, E. A. Field, L. Pfister, 
B, Hochstatter. 


Exhibiting: Barometric draft controls 
for heating equipment in domestic, 
commercial and industrial sizes, 


Fasco Industries, Inc. (736) 

Attending: D. R. Schroedel, C. A. But- 
ton, J. M. Nolan, P. R. Reid, N. G. 
Polydoris, E. J. Dworetzky, W. A. 
Mac Dougall, R. E, Waffle, L. P. Doty, 
W. N. Agnew, P. M. Mock. 

Exhibiting: Complete line of shaded 
pole motors; permanent split capaci- 
tor motors; centrifugal blowers. 

Flexible Tubing Corp. (N-302) 

Flexonics Corp. (1107) 

Attending: T. K. Wells, E. W. Driedger, 
.W. C. Gage, F, J. Rupp, E. L. Hiter, 
E. C. Langille, I, H. Wallace, W. A. 
McDorman, L, J. Cullen. 

Exhibiting: Metal hose, flexible; expan- 
sion joints; bellows; expansion com- 
pensators. 

New Products: Flex-O-Tube synthetic 
hose and couplings, 


Forest City Foundries Co., 
The, (1042-1044) 


Fostoria Pressed Steel Corp., 


The, (1120-1122) 
Freeman Heating Div. (207) 
Fraser & Johnston Co, (N-226, N-228) 
Frigidaire Division (29) 


Attending: B. C. Wagner, W. H. Winn, 
R. S. McColl, R. F, Johnson, H. F. 
Harter. 

Exhibiting: Lo-Boy, vertical and hori- 
zontal furnace units; remote coil 
blower; room airconditioners and 
central cooling units. 


Ft. Wayne Div. (N-239) 
Attending: G. R. Anderson, W. D. 
Mack, J. R. Aoliger, R. B. Phillips. 
Exhibiting: Refrigeration valves; freon 
hose assemblies; SAE brass fittings; 
steel receivers. 

New Products: Refrigeration valves, 
freon hose assemblies, steel receivers. 
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Fueloil & Oil Heat (948) 

Attending: Robert Gray, Bert Dunphy, 
J. W. Schulz, A. G. Winkler, Lee 
Steedle, Dick Raymond, Jim Becker, 
George Farrell. 

Exhibiting: FuELom. & OI HEAT maga- 
zine; Oilburners by Steiner; The 
Selling Man; Reprint booklets; In- 
stalling the domestic Oilburner; Oil- 
heating Snags; Heading off Trouble; 
Profits in Cooling; Vaporizing burner 
Service; Wall Flame rotary Oilburn- 
ers; Fundamentals of Oilburner Con- 
trols; Commercial-Industrial Oilburn- 
ing. 


Fulton Sylphon Div. 
Robertshaw Fulton Products Co. 
(1050) 


Gas Heat (948) 


General Blower Co. (632) 


General Controls Co. (714) 

Attending: W. A. Ray, J. F. Ray, D. S. 
Sterner, F, E. Weldon, J. A. Wolff, B. 
L. Lerch,. R. L. Strongman, H. B. 
Safford, A. E. Hess, J. Croushore, L. 
Liepin. 

Exhibiting: Automatic controls for 
residential heating and aircondition- 
ing, room thermostats, warm air and 
wet heat limit controls, pilot safety 
controls; oilburner primary controls; 
airconditioning control systems. Auto- 
matic controls for commercial heat- 
ing, combustion controls and instru- 
ments, flame safety devices, motor- 
operated valves, solenoid valves. 

New Products: R-87 flame safety con- 
trol; T-90 horizontal room thermo- 
stat; H-O motor-operated valve; 
DH-O damper actuator. 


General Electric Co., Commercial 
& Industrial Air Conditioning 
Dept. (932) 

General Electric Co., Apparatus 
Sales Div. (39) 

General Filters, Inc. (916) 

Attending: R. G. Gregory, R. A. Redner, 
R, P. Redner, Mrs. G. Redner, W. A. 
Proctor. 

Exhibiting: Fueloil filters; 
humidifiers; 
traps. 


warm air 
soot removers; water 


General Heating Products 
Co. (1243, 1245) 


General Products Co., Inc, (N-544) 
Attending: H. S. McKann, R. C. Brill- 
hart, J. E. Rowell, F. McGready. 
Exhibiting: Air-Jet all-fuel packaged 

chimneys. 


General Register Corp. (1269) 


Gerwin Industries, Inc. (611) 


Gibson Refrigerator Co. (210-212-214) 


Gustin-Bacon Mfg. Co. (729-731) 


Halstead & Mitchell (1002) 

Attending: B. Halstead, H. I. Schmidt, 
W. E. Rapp, R. M. Nelson, W. D. 
Moffitt, H. R. Smith. 

Exhibiting: Cooling tower; ° water- 
cooled condenser; air-cooled condens- 
er; blast heating and cooling coils. 


New Products: Blast heating and cool- 
ing coils. 
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Hamlin Co., Inc. (N-217) 


Hart & Cooley Mfg. Co. (1132) 

Hart Heat, Div. (N-401) 

Attending: E. K. Smith, L. F. Smith. 

Exhibiting: Full line of burners and 
forced air furnaces. 

New Product: Air diffusion controller. 


Hastings Air Control, Inc. (507) 


Heating & Air Conditioning 


Contractor (239-1241) 


Heating, Piping & Air 
Conditioning (924) 


Heating Publishers Inc, (948) 


Heat-Timer Corp. (336-338) 


Heil Co., The (1117-1121-1125) 

Attending: F. Zwanzig, W. Edwards, G. 
Hochstein, R. King, J. Huber, L. 
Danielson, K. Mould, A. Eunson. 

Exhibiting: Warm air furnaces; boil- 
ers; airconditioners. 


Henry Furnace Co, (933) 

Attending: C. A. Olsen, E. P. Hayes, 
James Crombie, W. H. Olsen, F. J. 
Rau, E. H. Welton, T. J. Gorman, 
E. H. Morris, J. S. Garber. 

Exhibiting: Basement, utility and coun- 
terflow furnaces; year-round aircon- 
ditioners, air or water-cooled; sum- 
mer airconditioners, air or water- 
cooled; conversion oilburners. 

New Products: Compact and pre-assem- 
bled oilfired winter airconditioners. 


Herbster Furnace Co. (435) 


Hilti Rapid Fastening Systems, 
Inc, (N-402) 
Attending: E. Pestalozzi, W. Roller, K. 
W. Lint, H. P. Rossiger, J. Durant, 
H. J. Shillings. 


Exhibiting: Hammer-actuated drive 
tools: Conci studs; pins. 

New Products: The Jet and 45 drive 
tools. 


Illinois Iron & Bolt Co. (207) 

Attending: J. M. McClintock, J, M. Mul- 
laney, F. C. Cochrane, W. K. Child, 
J. Test, J. Rath, L. Pflager, E. May, 
E. Biefeld, G. Stiger, H. O’Brien, R. 
Sechrist, W. Thorensen, F. Kirkpat- 
rick, 

Exhibiting: Combustioneer and Free- 
man stokers; ‘Freeman _ furnaces; 
stoke loader. 

New Products: Combustioneer stoker. 


Illinois Testing Laboratories, 


Ine, (974-1073) 


Independent Register Co., The, (437) 

Ingersoll Conditioned Air 
Div. (658-662-666) 

Attending: R. C. Hauck, W. T. Gold- 
smith, G. Bosch, H. Swan, G. Huston, 
A. B. McLellen, O. Marquette, G. 
Brown, E. Doutlick, P. Donnelly, C. 
Crowe, K. Junker. E, Effinger, A. 
Frederick, J. McNamara. 

Exhibiting: Suspended and hi-boy oil 
furnaces; Airline diffuser and boot; 
electronic filter; airconditoners, in- 
cluding attic stowaway model and 
aircooled companion unit, remote 
condenser, remote high-side compres- 


Space No, 
sor unit, down-flow evaporator coil, 
A-type evaporator coil. 

New Products: Deluxe and builder 
model oil furnaces; Airline diffuser 
and boot; electronic filter; remot. 
high-side with A-type evaporator cojj; ” 
attic stowaway airconditioner, 


Ingersoll-Rand Co. (1255-1257) 

Attending: W. J. Kearns, S. S. Orhben, 
T. Bosshard, Jr., R. J. O'Donnell, R - 
Wheland, H. W. Newsome, E. L. Fain. 
ing, E. L. Howes, A. J. Tyler, Jr, R 
Watkins, R. F. Totman, J. A. McBeth, 
H. Clark, W. W. Cramer. 

Exhibiting: Centrifugal pumps, 

Insul-Lyte Corp., Div. (N-406) 

International Heater Co. (28) 

Attending: R. Adloff, D. Banner, I, Bar. 
ber, C. Bremer, C. Calhoon, E. Heseh, 
J. Hildebidle, G. Johnson, D, Me 
Carthy, J. Rhodemyre, A. Trask, ¢ 
Weaver, M. Wheeler, L, White, C, 7 
Rockefeller. 

Exhibiting: Heating equipment; home 
and commercial cooling equipment; 
conversion burners; oil-fired boilers, 

New Products: Oil-fired suspended 
units; unit coolers; air-cooled com- 
mercial cooling equipment. 

International Mfg. Co. (1054-1056) 

Iron Fireman Mfg. Co. (224) 

Attending: D. P. Bailey, L. J. Cox, H 
M. Cutshaw, G. T. Kaufman, R. F. 
Lunt, W. F. Strong, R. C. Wright, D. 
Wylie. 

Exhibiting: Commercial-industrial oil, 
gas, and combination gas-oil burners. 

New Products: MicroMist oil atomiz 
ing burner for heavy oils; commer- 
cial forced draft burner. 

Jackes-Evans Mfg. Co. (285) 

Jackson & Church Co., 
Furnace Div. (846-850) 

Janitrol Heating & Air 
Conditioning Div. (2) 


Jefferson Electric Co. (749) 

Attending: C. T. Harnett, R. B. Niemai, 
W. G. Lynch. 

Exhibiting: Ignition transformers, 


Johns-Manville Sales Corp. (533) 


S. T. Johnson Co. (643-645-641) 

Attending: E. D. Johnson, W. J. Trot 
bly, W. E. Lees, R. Knapp, A. Dimich 
R. P. Johnston, W. S. Harlacher. 

Exhibiting: Commercial, industrial 
residential type oil burning om 
ment; forced draft units. 


(616-620-620) 


Journal of Plumbing Heating & 0) 
Air Conditioning, The, 1239-1 


Johnson Service Co, 


Kaiser Aluminum & Chemical 0) 
Corp. (i 


Kaustine Furnace & Tank Corp. (6) 
Kewanee Boiler Div. a 
(107-109) 
Krueger Air Conditioning C9. (8) 


Lake Chemical Co. cn-216, NM 
(Please turn to page 80) 


Kritzer Radiant Coils, Inc. 
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Automatic Metering 
for residual Fueloils 


One Solution to the Problem of constant Flow at varying Viscosities 


by 
G. W. Bohn* 


S Goat DEMAND for fully auto- 
matic burning of the heavier and 
more viscous grades of fueloils pre- 
sents many problems in the design of 
oil storage, piping, pumping, atomiz- 
ing, igniting and metering equipment. 
Past experience in the successful 
burning of these oils under manual op- 
eration has suggested ways and means 
of developing automatic devices to 
handle successfully what previously re- 
quired almost constant manual care 
and attention with one most important 
exception, namely the automatic 
metering of the oil flow to the burners. 
Under manual care this important 
operation required near constant at- 
tention of the operator to insure top 
economical combustion without objec- 
tionable smoke. The operator made 
frequent adjustments of oil tempera- 
ture, oil pressure and oil metering 
valve to insure the correct amount of 
oil flow to the burner under varying 
oil viscosities. He soon learned that the 
oil in the storage tank varied in vis- 
cosity from top to bottom because the 
heavy ends of the oil settled to the bot- 
tom of the tank and the lighter ends 
occupied the top portion of the tank. 
As the oil in the storage tank was 
consumed it was necessary for him to 
make these adjustments to compen- 
sate for the proper burning of the top 
tank of oil of a lower viscosity. He 
also found that when a new supply of 
oil was delivered to the tank further 
adjustments frequently had to be made 
to compensate for a change in viscosity 
of the newly delivered oil. 
Maintenance of constant oil tem- 
perature and/or constant oil pressure 
would provide constant oil delivery 


_ *Vice-president in charge of engineering, 
Preferred Utilities Mfg. Corp., New Yor 
23, N. Y. 
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through the metering valve to the 
burner because of the variation in the 
changing inherent viscosity of the oil 
being handled. To replace this re- 
quired constant manual adjustment 
with an automatic device made neces- 
sary by the development of a metering 
valve that would deliver automatically 
to the burner the required. amount of 
fueloil regardless of the viscosity of 
the oil. Further this device had to be 
so constructed that its automatic ad- 
justment of oil rate flow could be in- 
terlocked with the primary and sec- 
ondary air supply to the burner to 
insure efficient and complete combus- 
tion during required automatic varia- 
tions in firing rates. 

The need for such a metering device 
led engineers to the laws of the flow 
of liquids as developed by Dr. Poi- 
seuille and later by other scientists. 
These laws of 
fluid flow charac- 
teristics proved 
that if a constant 
flow of oil was di- 
rected through a 
number of tubu- 
lar passages of 
equal diameter 
and length, the 
entering flow 
would be divided 
equally through 
the various pas- 
sages provided the 
pressures at the 
downstream ends 
were equal. 

This discovery 
led, during the 
early develop- 


*Patents Applied For 


ment of fully 
automatic oil- 
burners, to the 


manufacture of 
metering devices 
called Viscosity 
Valves, Volu- 
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Phantom view of Voluvalve. 


valves, etc. Their function was , 
big improvement over the previoy 
metering valves, but their failure tp 
comply in full with the law of th 
flow of fluids cited above was due ty 
the fact that no provision was mak 
to insure equal downstream pressury 
at the ends of the passages directed tp 
the burner and at the ends of the py 
sage directed back to the oil supply 
tank. 

In recent years there has been in 
corporated in the body of the Voly 
valve a floating plunger that insure 
equal pressure at the leaving ends of 
all oil passages in the Voluvalve. Thi 
assures that constant metering is mai 
tained at all firing rates. Thus, when 
the valve movement mechanism 
connected to the primary and second: 
ary air supply dampers, constant ef 
ficient smokeless combustion can ke 





Phantom view of pega rs 
Voluvaive, voir ont 
* Equalizing Valve. 

































. OM a RCIAL & fo Automatic Metering 
L vi nl 

INDUSTRIAL 
oilburning 


TO BURNER OLENOID 
VALVE 


BE ry 


I BACK PRESSURE 


\ \ 
























obtained at high, low or modulated 
fring rates regardless of changes in 
oil viscosity or temperature. Automat- 
ic burner starts with oil at low tem- 
peratures are vastly improved because 























Was 2% fyll predetermined rate of oil flow to Qual ize? Y 

reviou  bymer is obtained regardless of oil Wa 

lure to temperature or resulting oil viscosity. 

of tk B = The phantom cut shows the Volu- 

due to B valve system assembly. It consists of 

$ mad two-compartment reservoir contain- 

ressures ing primary and secondary oil pumps, 

>cted to rotating shutter type oil flow control RELIEF 

the pay HF valves and means for their synchro @ 42-46038 
ESERVOIR UPPER . 
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nous movement. The complete assem- 
bly includes temperature and pressure 
gauges, pressure relief valves and other 
e Volu & auxiliary and associated elements, all 
insure of which are not directly pertinent to 
ends of IF the principle of accurate oil metering 
ve. Thi # that is under discussion. 
is mai The secondary pump takes its sup 
, wihea ply from the flooded lower chamber 
nism 8 and discharges its oil into the upper 
second’ IB chamber of the reservoir that contains 
tant cH the entrance face of the Voluvalves. 
can be HF Since this pump is entirely submerged 
it requires no appreciable vacuum at 
entrance to insure full pump volumet- 
ric ficiency. Thus it becomes for all 
practical purposes a constant volume 
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pump. Such a precision fitted pump TO TANK vane 
will deliver a constant volume of oil , : 
regardless of changes in viscosity or Oil Flow Diagram. 


pressure, 
The Voluvalve comprises two sets 


The plotted test data shows clearly the 
accuracy of meter oil flow rate at vary- 
mg Viscosities obtained from a Volu- 
and from a conventional ‘‘v’- 
ported metering valve. In the test the 
ame submerged constant flow oil 
pump was used to serve both the Volu- 
and the “v’-ported metering 
valve, The oil delivery pressure to the 
‘Ported metering valve was con- 
by a conventional spring loaded 
essure regulating valve. The oil flow 
mer as obtained through both 
was weighed on a platform a 1 eee oe a : ge 
td the time in seconds required go}. | ih dag lg po —} —— -f = =f - 
obtain the quantity of oil shown in PE Pages Ce a On Os A dl Altea 
by d test results was obtained 
use of a stop watch. The same 
mide of No. 6 oil was used through- 


out the test. 
eloil & 




















DISTRIBUTORS 
AND DEALERS 


WANTED 


FOR THIS 


EXTRA-PURPOSE 


OIL BURNER 





SUPPLEMENTS THE 
STANDARD LINES 


This is not another standard resi- 
dence-size burner, though it may Jook 
like one. It is designed especially for 
commercial and industrial installa- 
tions, and incorporates features nec- 
essary for heavy-duty performance — 
two-stage fire, built-in controls for 
peo-paree, st-purge, and high-low- 
off fire with automatic air/fuel ratio 
settings, terminal strips for accessory 
wiring, and wide ranges of capacities. 


FOR 20 TO 150 H.P. BOILERS 
HIGH STACK NOT REQUIRED 


SYNCRO/FLAME Burners have extra 
power to fire even into a strong back 
pressure. NO ordinary burner can do 
this} SYNCRO/FLAME can add a 
specialty to your regular lines. Valu- 
able territories are still open. 


spe sll 







LITERATURE ON REQUEST 


Write today for a selection of our 
Data Sheets. Learn. more about 
SYNCRO/FLAME! 


MANUFACTURERS OF OIL AND GAS AND OIL/GAS BURNERS 


SYNCHRONOUS FLAME, INC. 
WALWORTH ¢ WISCONSIN 
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. - » » Automatic Metering 


of tubular channels of equal diameter 
and length, one set discharging oil to 
the atomizer, the other through the 
return port to the lower chamber or 
secondary pump supply. On the en- 
trance face of each set of tubular 
channels is a rotating precision-built 
shutter valve mounted on a shaft that 
is gear driven, as shown in phantom 
view, by a middle gear. 


How it operates 


On the discharge end of the tubular 
oil passages there is a pressure equaliz- 
ing valve that balances the pressure 
from the two sets of tubular oil pas- 
sages. As will be seen from the oil 
flow diagram, oil passes through the 
Voluvalve into the equalizing valve 
chamber, thence escapes through ports 
to the burner or to the source of oil 
supply of the secondary pump. The 
cylindrical floating plunger inside the 
equalizing chamber is of sufficient 
length to overlap one of the ports 
when the other port is open. This 
causes the cylindrical floating plunger 
to assume position that will balance 
the pressure of both ports. Thus the 
oil pressure at the downstream ends 
of the two sets of tubular oil passages 
in the Voluvalve will be continuously 
equal. 

As a result, in accordance with the 
low of flow of liquids, the constant 
quantity of oil delivered to the Volu- 
valve is divided in its flow to the 
burner and back to source of supply 
of the secondary pump in exact pro- 
portion to the number of tubular pas- 
sages opened to the two paths of the 
flow regardless of the viscosity of the 
oil or the pressure required to over- 
come its resistance. By interposing a 
third or middle gear between the two 
gears that position the two shutter 
valves on the seats of the Voluvalve 
and attaching a lever arm to the shaft 
of this middle gear, automatic high- 
low or modulation of burner’s firing 
rate is obtained at the dictation of the 
positioning motor because the total 
number of channels open is constant. 


The schematic drawing of oil flow . 


and phantom view of the Voluvalve 
system along with the above explana- 
tion, make clear the fact that 100% 
accurate high-low or modulated oil 
metering is obtained with this device. 

















A Wise Jnuesiment 
At Little Cost! 


The Commercial Industrial | 


OILBURNING BOOK 




























Computing boiler load 


Selecting burner size. 
e 


Combustion volume 
e 


Boiler types 


Firebox construction 
t 


Water tube boilers 
e 


Selection of burner 


And other valuable information 
° 


Contains a series of articies of 
particular value to you, including 
12 features by Kalman Steiner on 
the “Design of the Industrial In- 
stallation.” 


This series begins with a brief 
“Introduction to Industrial Oil- 
burning” and then discusses 
succession, computing boiler loa 
and selecting burner size, com 
bustion volume, boiler types, fire- 
box construction, water tube bol!- 
ers, selection of burner and ac- 
cessory equipment, boiler s¢t- 
tings, function and operation 0 
primary controls, other controls, 
function and application of fuel- 
oil preheaters. 
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An 80 page book, 814 x 11 page 
size, profusely illustrated wi 
photographs, charts 

grams. 


ORDER YOUR COPIES TODAY! 


* FUELOIL & OIL HEAT 
2 West 45th St. New York, N. Y. 
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APARTMENT HOUSE OWNERS WILL LIKE 
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Two of the many modern apartment buildings in which Wing Draft Inducers are installed. 


WING DRAFT INDUCERS... Cut Capital Costs, 
an feeduce Fuel Bills, Save on Upkeep 


types 


The advantages of mechanical draft are nowhere shown 
better than in apartment house heating. First, in 
capital investment, no tall, unsightly, expensive stack 
is needed. Furthermore, a big cut is made in fuel costs, 
because of the complete combustion from the Wing 
Draft Inducer. Finally there is a substantial reduction 
in maintenance costs. No brick chimneys to be pointed 
up or tall steel stacks to be painted. For additional 


ficts and engineering data, use the coupon below: 
r set- 


ion of 
ntrols, 


fat BL, Wing Big Co. 66 Vreeland Mills Road, Linden, N.J. DRAFT INDUCERS 


Factories: last N.J. and Montreal, Can. L. J. Wing Mfg. Co. 
; 66 Vreeland Mills Rd., Linden, N. J. 


| Please send copy of Draft Inducer Bulletin I-56. 
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C-I oilburning, equipment 
Conference in New York 


Industrial Oilburning and Equipmen, 


Conference will beheld at Ney 


” York University, New York City, 

S eC Ing TT) p iS April 15-17. The conference, spon 

sored by the Oil-Heat Institute of 

America, Inc., will be under the 

rection of C. H. Pesterfield, technica! 
secretary. 

During the meeting rooms will 
available at the Concourse Plaza Hote! 
for program personnel and anyon 
wishing to stay overnight. 

The Registration fee is $50 and wil 
include the dinner on Monday and th 
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This year, for the 42nd consecutive year, Ray is first in 


sales! Since 1872, the Ray Oil Burner Co. has pioneered banquet bid Tuesday as well as a cock 
every major improvement in heavy fuel oil burning: the tail party preceding the banquet. At 
horizontal rotary principle; the dual pump and res- tendance will be limited to 300. 

ervoir; the angular vane nozzle; the Ray viscosity Additional information about th: 


valve; the hollow shaft; and compound firing. These 
“firsts” help Ray dealers make more sales by: 1) contribut- 
ing to the unexcelled performance of Ray burners; and 2) 
selling customers on the skill and reputation of the com- 


conference can be gotten from OHI, fren 
500 Fifth Ave., New York 36,N.V.— i 




















pany behind these burners. 
; Commercial-Industrial f 

RAY helps dealers sell service—Besides giving its dealers Conf 
the best available line of oil burners, priced to sell, Ray also ——" 
helps build dealer service volume with a hard-hitting adver- 
tising campaign calling attention to the Ray service network. Program 

. . , Meeti in the th he Gould 
Complete line builds sales and profits—Ray provides a ny ae yf 
burner for every purpose, from 1 to 1000 hp., firing light or 
heavy oil, gas or combination gas-oil; fully-automatic, semi- 
automatic, or manual control. MONDAY—April 15 f 
To build more sales and : 
greater profits...choose Morning: 
re "3 ane wk _ ~ Chairman—C. H. Pesterfield 
e e entire indus 
in sales for almost sexy 9:00 a.m, Registration—Theatre Foyer 


10:00 a.m. Opening of Conference—A¢ 
dress of welcome by Dea 
Thorndike Saville 

10:15 a.m. Eastern ct Fueloils—R. 
Dudley 

11:00 a.m. Viscosity and Its Effect on Fue 
Selection—Paul Schmidt 

11:30a.m. Chemical Additives for Resid 
val Fuels—William T. Rov 
inson 

12:00 noon Luncheon—Cafeteria 


century! For complete 
details on how you can 
become a money-making 
Ray dealer, write, wire, 
or phone, Ray Oil Burner 
Co.,San Francisco, Calif. 






























IRR ja\ | 1301 San Jose Avenue 1:30-5:00 p.m. Workshop #1 — Louse! 
San Francisco 12, California 1-16 
; Pumping, Piping, Preheating 
__ Since 1872 Atlantic Seaboard Division ad BE of Residual HP ter 
OIL BURNER CO. 629 Grove Street, Jersey City 2, N. J Oils, R. Lisson, Chairmat: Bg. 
ne ee Fred Breyer, Milton Wa Int 
Fa “ ” , and Ralph Thanan 
. The “Why” of Ray’s 1) 
Z unchallenged leadership in Workshop #2—Lounge 
the oil burner industry is Caiculating Building # 
explained in the story “FORTY ‘ Make-up Air Losses; “A Mi 
YEARS OF RAY OIL BURNERS.” and Burner Selection. L. 4 Ya 
Ask for a copy. Miller, Chairman; K. j Re 
Robinson, Noah Koppe # 











. G. E. Olsen 
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HEAT-TIMER 


a om ms ce), I flommieote), paiiel® 


The Heat-Timer Elec- 
tronic Outdoor Weather- 
head signals tempera- 
ture changes as slight 
as 1 degree. 





HEAT-TIMER 


Heating Controls and Valves 


* guaranteed, unconditionally, 
TO INCREASE HEATING EFFICIENCY 
REDUCE FUEL COSTS as much as 402; 
MAKE SYSTEMS FULLY AUTOMATIC. 


No heating installation is 
fully automatic without 


Automatically times heat supply to 
outdoor weather; provides 24-hour 
electronic precision control; starts and 
shuts off heat as needed. Saves hours 
of fuel waste; cuts heating costs as 
much as 40%, 





RADIATOR AIR VALVES 


solve the heat distribution 
problems on 1-pipe steam 
systems. 


HEAT-TIMER THERMOVALVE dials 
for exact temperature desired in any 
room. Saves fuel in rooms that tend 
to overheat. No interference with 
existing controls. Angle or straight 
shank. 





Precision-made: long-life, brass chromeplated; yet 
cost little more than ordinary radiator air valves. 


HEAT-TIMER VARIVALVE gets heat 
fast to remote radiators, mains and 
risers. Stops unnecessary overheating 
and fuel waste. Venting orifice vari- 
able 0” to %’’. No hissing, clicking 
or spitting. Angle or straight shank. 











For Low-Cost Heating Plant Exhausting 


and Industrial Venting 
. Investigate 


Quickdraft 


models 


30-inches 
diameter) 


140 


to 16, 766 CFM 
with or 
stacks. Greater 
capacities on 

special 


Capacities of 56 
standard and 
heavy duty 


(6 to 


CFM 


without 


order. 


te NEW ACID-RESISTING FINISHES 

% NO FAN OBSTRUCTION IN EXHAUST LINE 
% BLOWER OPERATES IN CLEAN OR OUTSIDE AIR 
% CAN BE USED WITH OR WITHOUT STACK 


FOR HEATING PLANTS AND INCINERA- 
TORS. Quickdraft provides constant draft re- 
quired for efficient and economical combustion. 
It prevents noxious concentrations of deadly 
fumes and dangerous accumulations of explo- 
sive gases from escaping into buildings. It 
eliminates pulsating or chattering, puffing, 
smoking and sooting. Quickdraft’s acid-resisting 
vitreous enamel finish assures trouble-free 
performance. 


FOR INDUSTRIAL VENTING. Quickdraft 
eliminates down-time for cleaning and replacing 
fan blades . . . cuts maintenance costs. It is 
ideal for venting paint booths . . . abrasives, 
corrosive gases, noxious fumes, high tempera- 
tures and moisture. For severe exposure to 
acids, specify our new acid-resisting plastic fin- 
ish in addition to our standard acid-resisting 





MOTORIZED VALVES 


High- or low-pressure, pilot- 
operated and 3-way. Iron 
or brass body. 





Completely automatic, in sizes to fit 
any steam main. Used extensively, 
also, for control of ventilating and air 
conditioning systems and control of 
mediums to coils of sprays in proces- 
sing and other industrial applications. 
Controls flow of any non-corrosive 
steam or liquid. 
Writ at-Ti ° 
Territories still prthcgl wigs hg ge ag ine details. 


See Actual Demonstrations of Heat-Timer Controls at 
- Heat. & Air Cond. Exhibit—Booths 336-338 


HEAT-TIMER cCorRPORATION 
657 Broadway, New York 12, N. Y. - AL 4-5380 


irs of HEAT-TIMER Electronic Controls, Thermovalves, 

ativalves, Motorized Valves; Smoke-Eye Smoke Alarm; 

“Eye Electronic Combustion Control, Heat Recorder 
+ Totalizer and other outstanding products. 


eloil ,\ 











vitreous enamel finish. 


FOR MOVING AIR . 
through ducts. . 


in efficiency. 


Send for engineering data on your 


Dueber-Hampden Building, P. O. Box 87-F,Canton 1, Ohio 


heating or venting applications 


. today. 


\ Quickdraft 


cw wr FA HN YV 


. in or out of buildings 
- Quickdraft is outstanding 
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PUMPS an 
SEPARATORS 


for oil burner service 


Direct Drive tor 
#1 to #5 oils inclusive 




































Ask for bulletin A-1330 





& & ® ae s 
Reduction Drive 


for heavy oil 
Ask for Bulletin No. A-1193 





@ee##@ 

Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacement 
costs entirely. 

Ask for Bulletin 
No, A-1214 










Direct Drive 
For exclusive use with 
Light oils and Solvents 
Ask for Bulletin No, A-1267 






9@e@38 @ 
Interchangeable Service 
Both light and heavy oils— 

tank truck and bulk station 

Ask for Bulletin No. A-1366 


IKRAISSL® 


295 WILLIAMS AVE., HACKENSACK, N. J. 


i 





|... C-l Conference (cont.) 


Workshop #3—Lounge 2-10 
Controls, Service, Combustion 
Chambers, Drafts and In- 
stallation. Larry Sibley, 
Chairman; Ken _ Stevens, 
Larry Babcock, Worth J. 
Olson and R. W. Winskill 
6:00 p.m. Dinner—Cafeteria 
7:00 p.m. Combustion of Oil 
Alcutt: 


—E. A. 





| TUESDAY—April 16 
Morning: 
Chairman—J. W. Cowan 


9:00 a.m. Steam Generators — W. H. 

| Bohn 

9:45 a.m. Latest Developments of Burn- 

ers for Firing Heavy Resids 

L. A. Mekler 

11:00 a.m. Air Pollution from c-1 Oilburn- 
ers—Leo Flood 

Luncheon—Cafeteria 





| 12 noon 
| Afternoon: 


1:30-4:00 p.m. Repetition of Workshops 
1, 2 and 3 


Oilfired steam 


improve maple 


O" HEAT is putting better maple 
syrup on America’s breakfast 
tables—and is making syrup produc- 
tion more profitable for the farmer. 

According to a recent issue of Farm 
Journal magazine, new sales oppor- 
tunities for oilburner equipment ex- 
ist on the “sugar farms” of Vermont, 








February 


4:00-5:30 p.m. U.L. 296 and New York 
City Standards — Question, 
and Answers 

5:30-6:30 p.m. Cocktails — Lounge 1-4 
and 1-17 

6:30 p.m. Banquet—Cafeteria 

Specification Writing for ¢ 

oilburning Equipment —x 


- M. Wilson 










WEDNESDAY—April 17 


Morning: 
Chairman—Frank Sinning 


9:00 a.m. CI Conversion Burner Appi 
cations — Wayne S, Ha, 
lacher 

10:00 a.m. cr Oil and Equipment Pang 
R. Lisson, W. T. Robinson, 
K. M. Wilson, Paul Schmitt 
W. H. Bohn, J. Vern 
Resek, J. W. Cowan, Le 
Flood, L. G. Miller 


12:00 noon Luncheon—Cafeteria 


Afternoon: 


1:30-5:00 p.m. Repetition of Workshops 
1, 2 and 3 


heating Coils 
Syrup, cut Costs 


New York, Pennsylvania, Ohio, 
Michigan, Massachusetts, New Hamp 
shire, Wisconsin, Maine, Maryland, 
and Minnesota—the 11 states in which 
the U. S. Department of Agriculture 
reports maple syrup is produced com 
mercially. 

Oilburners and steam boilers hold 
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the sap evaporators at constant tem- 
peratures and thus produce more 
fancy grade syrup than pans heated by 
hand-fired wood, Farm Journal ex- 
plains. 

Not only is the oilheated syrup bet- 
ter, it costs less to produce. 

There’s no woodpile to be accumu- 
lated beforehand, no hired hand 
needed to stoke the open wood flame, 
no scorched syrup or burned out pans. 
Steam circulating through coils in the 
bottom of the evaporator gives a 
steady heat. Moreover, fuel costs are 
cut almost in half, if one counts the 
time previously used to work up fire- 
wood. 

More than six million hard maple 
trees are still tapped each spring from 
New England to Wisconsin, but la- 
bor costs have had syrup-makers in 
such a vicious squeeze since World 
War 1 that many sugar bushes have 
been fed to the sawmill. 

New England farmers are driving 
for miles to a mountain farm in Wind- 
ham County, Vermont, to see farmer 
Emer LaFlamme pour out syrup of 
the highest quality at an amazingly 
low cost, reports Farm Journal. 

Like a half dozen other farmers in 
the county, LaFlamme has switched 
toan oilburner, boiler and steam-heat- 
ing coils in the sap, rather than a 
tisky raw flame under it. 

“You just can’t ruin a batch of 
ymip or burn out an evaporator with 
this set-up,” LaFlamme explains. “If 
the syrup kept on cooking, the worst 
that could happen would be to get 
woft maple sugar—and adding water 
would bring it back to syrup.” 

Researchers of the U. S. Depart: 
Ment of Agriculture have found that 
‘oil fire cooks sap 30% faster than 
a and fast boiling means a lighter- 

syrup. 

ut the biggest eye-opener was that 
oll did the job cheaper than wood, 
en though fuel from the woodlot 
"ems to be free. One farmer put a 
Witvnozzle oilburner under each end 
of hig evaporator and was amazed at 
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FOR EVERY COMMERCIAL 


mnere's: an ENTERPRISE Burner 





AND INDUSTRIAL USE 


Sm atelaltie) 
¢ Semi-Automatic 
¢ Full-Automatic 


IMPORTANT NOTICE 


for Distributors, Dealers! 


Additional appointments are cur- 
rently being made by Enterprise in 
many key Oil Burner areas of the 
United States. 


An expanded home office sales and 
service organization is implementing 
this program to strengthen its long- 
established position of leadership in 
the highly profitable Commercial and 
Industrial Oil Burner Market. 


This is your opportunity to become 
a part of one of the oldest established 
burner manufacturing companies in 
the industry. Enterprise produces the 
complete line of heavy-duty burners, 


Gentlemen: 


including the new, recently announced 
Type AY Combination Gas-Oil Burner 
line in 12 sizes—(now listed as stand- 
ard by Underwriters’ Laboratories, 
Inc.) Scores of original burner develop- 
ments are counted among Enterprise 
“firsts’’. Testimony of product quality 
and dependability is offered through 
the thousands of installations made 
during the past 30 years! 


If you are qualified, apply now for 
the territory in which you are interest- 
ed. Full information will be provided 
promptly. Send ‘coupon today. It will 
be helpful if you attach information on 
your present facilities and operations. 


Enterprise Engine & Machinery Co. 
18th and Florida Streets 
San Francisco 10, Calif. 


= Tell me more about ENTERPRISE—I'm interested in a Franchise. 


[] The attached letter will give you preliminary information on 
our organization. 











Name Title 
Firm Name 

Street Address 

City Zone State 








Tre chica of hosing ompeila 


ENTERPRISE 





ENTERPRISE ENGINE & MACHINERY CO. subsidiory of Gonerat Metals Corporation 


18th and Florida Streets, San Francisco 10, California 
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HAVE you SEEN THE NEW ropp 
SERIES 'B' ROTARY BURNER LINE 6 


DEPT. 4 PRODUCTS DIVISION 


TODD SHIPYARDS CORPORATION 


Columbia and Halleck Streets, Brooklyn 31, N. Y. 


? 




















his comparative fuel costs. 

“Operating at full speed, we can 
boil down 45 barrels of sap to 50 gal- 
lons of syrup in 10 hours,” he re- 
ported. “Figuring 12 gallons of oil per 
hour, that’s $16 worth of fuel to make 
$225 worth of syrup.” 

An extra man to stoke a wood fire 
would cost $10, and at that rate three 
cords of wood per day would be con- 
sumed. The farmer summed up the 
saving dramatically when he asked: 

“How can you cut, haul and stack 
three cords for $6?” 

Farmer LaFlamme uses a 27 hp 
boiler and operates it with 100 pounds 
of pressure and a steam temperature 
ot 308 degrees. The steam feeds 
through a main to the evaporator 
where it branches into four smaller 
copper lines—one for each evaporator 
pan. These lines double back and 
forth in the bottom of the pans to form 
an almost solid layer of coils. Traps 
at the ends collect the condensation 
and carry it back to a reservoir where 
it’s pumped back into the boiler as 
needed. 


LaFlamme figures that a thousand 
dollars should cover the cost for any 
farmer wishing to install a steam boiler 
and oilburner equipment. And it 
should prove a profitable investment. 
As LaFlamme told the Farm Journal, 
“The first real profit I made was two 
years ago when I switched to auto- 
matic boiling.” 

«. 
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McDonnell & Miller announces 
Names of sweepstakes Winners 


WINNERS of the 1956 McDonnell 


Sweepstakes have been announced as 
follows: first, Ed Kuntz, Ahrens & 
McCarron, St. Louis, Mo.; second, 
Benny Kujawa, Mueller Climatrol Di- 
vision of Worthington Corp., Mil- 
waukee, Wisc.; third, Oscar Barry, Jr., 
Oscar Barry & Son, Indianapolis, Ind.; 
fourth, Lewis Cook, Stromquist & 
Co., Atlanta, Ga.; fifth, David V. 
O’Connell, O’Connell Supply Co., 
Everett, Mass., and sixth, C. R. Ache- 
son, Syracuse, N. Y. 


Big Burner Shipments near 
Record for November: on 
ALTHOUGH getting off to a slow start, 
big burner shipments for November 
closed firm at a total of 3,942, a fig 
ure second only to the record high of 
4,031 in November, 1954, and 18% 
ahead of the preceding eight-year aver 
age of 3,341, D. H. Bottrill, secretary 
of Market Research Committee, Oil 
Heat Institute of America, Inc., has 
reported. The cumulative total for the 
first 11 months of 1956 is 33,566, 

A breakdown of shipments accord: 


ing to size and type follows: 
Oil- Gas-0il 
burners _ burners 
HORIZONTAL ROTARIES 
2Y%and Under 507 
Over 214 to 8 23 te 
Over 8 to 30 350 15 
Over 30to 100 376 40 


Over 100 60 7 

Total Shipments 1316 62 
GUN TYPE 

Over 5 to 30 2196 132 


Over 30 111 21 
Total Shipments 2307 153 


ATOMIZING 
30 and Over 104 


TOTALS, ALL TYPES 3727 215 





Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
stallation. Heavy Bronze Construction. Approved 


by Underwriters’ Labs., Inc. 


TYPE A—114” to 3”. Maximum capacity to 1000 


G.P.H., with #5 and #6 oil. 


TYPE B—%,” and 1”. Maximum capacity to 100 


G.P.H., for #1 to #5 oil. 


TYPE C—%” and 1%”. Maximum capacity to 30 


G.P.H. of #1 to #3 oil. 
Write for Bulletin 1619 


PREFERRED UTILITIES MFG. CORP. 


NEW YORK 23, N. Y 


1860 BROADWAY Dept. OH 
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You Can Improve Your Selling Technique ..- 


“THE SELLING MAN” 


BY W. A. MATHESON 


The one who reads this book, whether he is just starting 
or whether he has been selling for many years, can gail 
knowedge of sales techniques. Each hard fact is based upo® 
tested sales principles. Only $4.00 per copy. Send remit 


2W. 45th St. fueloil & oil heat N.Y. 36%." 
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JOHNSON FORCED DRAFT 
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Builders of fine Oil Burner Equipment since 1903 


PACKAGE-UNIT BURNERS 


Completely Factory Assembled & Mounted 


For firing with Oil only ... Gas only . . . or com- 
bination Oil and Gas. Completely assembled and 
rigidly mounted at the factory ready for easy, in- 
expensive attachment to any boiler or heat re- 
ceiver. They provide smoother, more efficient 
combustion regardless of stack conditions and fire- 
box pressure variations. 


Powered by the world famous Johnson Model 53 
Burners, these “packaged” units are available for 
any heating need, in sizes from 25HP to 500HP. 
If you want the last word in heating efficiency and 
economy, investigate these new Johnson Forced 
Draft Package Unit Burners. 


ohnson Ol Burnets........ 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 











Weatherall .... 


Announces Its NEW #5 OIL BURNER 





Twin Nozzle 
Electric Ignition 
5 To 20 GPH 


MODEL XLNT-5 


Here is a gun-type burner you can sell to your 
commercial and small industrial customers. Our 
new #5 oil burner provides them with: 


* 2 fueloil costing 30 to 40% less 
* 2 fueloil containing more heat units per gallon 
* adaptability for low cost #4 oil 
By eliminating complicated parts, we can now offer 
you a new gun-type #5 oil burner which will save 
you time and money on installation and service. 
BEST OF ALL you can sell Weatherall 
competitively! 
WRITE US TODAY FOR COMPLETE INFORMATION 
WEATHERALL ENGINEERS INC. 








478 Smithfield Avenue ° Providence 4, Rhode Island 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 





Protection 
for 
Oil Burners 
* 


industrial 
Ovens 
s 


=) si Power 
—_ L273 Gas Burners 
The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 


Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature, 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 
Canadian Distributor: Ontor Laboratory, Ltd. 
12 Leswyn Road, Toronto 10, Ont. 





FREE 


CIRCULAR 


CQOOFAL sarety AIRFLOW SWITCH 
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List of Exhibitors 
(Begins on page 65) 
Space No. 


Lau Blower Co. (836) 

Attending: H. W. Faulkender, T. I. 
Byrd, W. Wentling, J. Burrowes, W. 
Morrisey. 

Exhibiting: Blowers and blower wheels. 

New Product: Electro-Wheel blower. 


Lennox Industries, Inc. (N-334 & 336) 

Attending: Martin G. Beline; Norman 
L. Rutgers; Ed C. Riggs; Robert 
Sparks. 

Exhibiting: Roof vents; vent sets; Len- 
nox Comfort Curtain system of heat- 
ing and ventilating school classrooms, 

New Products: All of above. 


Lima Register Co. (316) 

Attending: H. R. Pataky, N. F. Jones, 
L. Beckman, J. L. Irvin, C. B. Armour, 
R,. B. Morey, C. J. LeMaster, H. F. 
Robinson, J. G, Thomas. 

Exhibiting: Diffusers, registers and 
grilles for heating and aircondition- 
ing. 

New Products: Series #72 extended 
baseboard diffuser. 


Lockformer Co., The, (1233) 
Lonergan Mfg., Div. (N-317) 
McDonnell & Miller, Inc. (1000) 


Attending: E;, N. McDonnell, J. James, 
N. W. Swanson, J. Solon, G. LaRoi, 
E. Mitchell, J. Platt, J. Ramsay, H. 
Peary, D. Berry, J. Bobise, P. B. 
Holmes, L. J. Kmiecik, W. Gleeson, 
R. Evans. 

Exhibiting: Safety devices for steam 
and water heating; plus other related 
products. 

New Products: New larger capacity 
Btu-rated pressure relief valves. 


McIntyre Engineering Co., 
Inc, (N-431) 


Maid-O’-Mist, Inc. (216) 

Attending: O. V. Woolley, H. J. Carr, 
J. A. Madden, R, C. Schneider, W. G. 
Mussun, J. O’Connor, R. W. Hall, H. 
T. Waterstraat, B. Munding, R. Fitz- 
gerald, E. E. Berthet, L. E. Pelletier, 
M, G. ‘Hanson, C, L; Boyer, 1. 
Schneider, R. Lloyd, H. E. Culley, M. 
D. Puckett, J. L. Edgar, E. H. Price, 
F. French, J. W. Walter, J. F, Temple- 
ton, J. McEntee, G. Miller. 

Exhibiting: Automatic humidifiers for 
steam and hot water radiators, warm 
air furnaces and related items; auto- 
matic air valves for hot water heat- 
ing systems; water line float control 
valves; boiler feeders and cut-offs. 

New Products: #37 Auto-vent air elim- 
inator; #16 angle balancing valve 
adapter. 

Magic Aire Div. (N-504) 

Magnetrol, Inc. (1154) 

Attending: L. E, Stybr, Miss G, Bona, 
R. J. Haupt, B. Ranney. 

Exhibiting: Boiler water level con- 
trols; refrigeration control; flow 
switches; industrial level controls for 
—_ pressure at any tempera- 

ure. 


Major Controls Co. (326) 
Mammoth Furnace Co., The, (911) 


Manville Boiler Co., Inc. (414) 
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Space No. 
Marathon Electric Mfg. Corp. (762) 
Marlo Coil Co. (1207) 


Marsh Heating Equipment Co. (525) 
Maxitrol Co. (321) 


Mercoid Corp., The, (536) 

Attending: H. Courteol, J. W. Owens, 
W. K. Stauffer, W. Colterjohn, W. E. 
Jones, V. S. Krale, I, E. McCabe, P. 
Provost, R. Folds, W. Stein, W. Ufer, 
W. Lischett, J. H. Shedden, P. P. 
Sloss, H. Rozanski. 

Exhibiting: Mercury switch-equipped 
automatic controls for heating, air- 
conditioning and refrigeration. 


Mid-Continent Metal Products 


Co. (120) 
Miller Valve Co., Inc. (1118) 
Milwaukee Gas Specialty 

Co, (864-868) 
Milwaukee Valve Co. (655) 
Minneapolis-Honeywell 

Regulator Co. (917) 


Attending: K. L. Wilson, K. W. Schick, 
W. Baak, H. C. Carlsen. R. M. Locke, 
R. N. Keppel, S. C. Marshall, J. P. 
McCardle, L. C. McRoberts, T. A. 
Reed, J. Park, C. C. Cochran, J. 
Haines. J. S. Locke, J. F. Cummin- 
skey, R. E. Hall, R. H. Jacobs, R. W. 
Chrysler, E. F. Snyder, V. D. Wiss- 
miller, C. W. Procter, Jr., D. K. Rid- 
ley, H. R. Canoyer, L, B. Belford. 


Exhibiting: Residential airconditioning 
and heating controls, including ther- 
mostats, control panels and relays, 
zone controls for warm air and wet 
heating systems; residential flame 
safeguards, oil controls and appliance 
controls; complete line of electric, 
pneumatic and electronic controls for 
commercial and industrial buildings. 


New Products: R447 heavy-duty switch- 
ing relay; M-829 zone damper control 
system; L-8024 combination Aquastat- 
relay: high-velocity, double-duct air 
blender valve; supervisory DataCen- 
ter control panel; electronic air 
cleaner, 


Mitchell Mfg. Co. (754) 

Attending: Robert H. Lodge: Robert 
Sheridan; Howard Haas: Karl Ber- 
liant; Walter F, Zale; E. Mankowski; 
F. Scire. 

Exhibiting: Residential and commercial 
packaged airconditioning. 


New Products: BC series blower coils; 
“Compax” air-cooled self-contained 
units. 


Mitchell Mfg. Co. (754) 
Modine Mfg. Co. (854) 


Monarch Mfg. Works, Inc. (1136) 


Attending: E, B. Frame, J. B. Carroll, 
J. C. Underwood, C, E. Fink. 

Exhibiting: Oilburner nozzles;  oil- 
burner accessories; water spray noz- 
zles; corrosion resistant sprays. 


Morrison Steel Products, Inc. (610-614) 


Space No, 

Morrison Products, Inc. (936) 

Attending: T. Morrison, H. Morrison, 
Jr., A. Galaba, W. H, Tonner, R. Ww. 
Leverenz. 

Exhibiting: Complete assemblies ang 
component parts of our belt drive ang 
direct connected blowers. 

New Products: Unit drive and SW ling 
of blowers. 


National-U. S. Radiator 
Corp. (803, 810, 811) 

Attending: C. M. Baumgardner, F. §, 
Hudson, Jr., J. W. LeRoy, J. W. Hall, 
C. J. Philage, R. O. Shelkey, R, A. 
Hazell, S. Wolpert, R. L. Standaert, 
C. H. Reed, F. S. Barr, F, L. Brown, 
W. S. Hendricks, C. J. Regan, §, 
Sackol, R. B. Skipton, L, A. Smith, 
R. Walker, V. M. Blackney, S. Moroh, 

Exhibiting: Oilheating boiler units, 
cast-iron and steel; all-fuels boilers, 
cast-iron; Packets, all-in-one home 
heating units; commercial _ steel 
boilers; Queen of Scots Scotch Ma- 
rine boilers; cast-iron and non-fer- 
rous baseboard and convectors; cast- 
iron Sunray radiator; new Fintube 
radiation and airconditioning equip. 
ment for residential and commercial 
use, 

New Products: Series #47 cast-iron 
oilheating units; National-U. §, 
Packet, Mark III; Sunray cast-iron 
baseboard; Floorline non-ferrous 
baseboard; Fintube radiation; Pre 
mier cast-iron oilheating unit; Sen- 
tinel steel oilheating unit; Queen of 
Scots Scotch Marine boilers. 


National Heater Co., Inc. (1137) 
Nelson Div., Herman (38-40) 


Niagara Furnace Div. (1042-1044) 

Attending: I. E. Seith, R. Fritz, J, T. 
Harrison, W. Spaine, E. Mead, 0. 
Zeman. 

Exhibiting: Warm air furnaces; resl- 
dential airconditioning equipment, 


Olsen Mfg. Co., The, C. A. (832) 
Attending: C. A. Olsen, E. P. Hayes, 
W. H. Olsen, E. H. Morris, T. J. Gor 
man, F. J. Rau, E. H. Welton, C. L 
Grandstaff, A. J. Ritter, J. S. Garber. 
Exhibiting: Basement utility and coun- 
terflow furnaces; year-’round aircon 
ditioners, air or water-cooled; sum- 
mer airconditioners, air or water 
cooled, conversion oilburners. 
New Products: Compact and preassem- 
bled oilfired winter airconditioners. 


Orr & Sembower, Inc. (10) 

Attending: E, A. Burt, L. A. Roethe, 8. 
D. Distelhorst, F. H. Klein, W. B 
Firman, R. C. Gray, H. T. Schladitz 
V. N. Decerchio, R. C. Currie, P. E 
O’Hora, H. J. Todd, W. P. Williams. 

Exhibiting: Powermaster packaged 
automatic boilers; Power-Pak pack 
aged automatic boilers; fuel burning 
systems. 

New Products: Power-Pak packaged 
automatic boilers. 


Owens-Corning Fiberglas Corp. (21”) 


Pacific Steel Boiler Div. (810) 

Attending: T. B. Focke, C. M. Baum 
gardner, E. J. Grady, H. M. Gibb, © 
F. Hackett, W. E. Everham, W. 
Braden, J. A. Hallinan. 


Mueller Climatrol (955-965-969) ; 
Exhibiting: Scotch type boiler-burnet 
Myers & Bro., The F. E. (N-446) unit; LoSet boiler-burner; Plate flue 
February 
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Space No. 
poiler-burner unit; Built-on-the-job 


boilers. 
New Products: All the foregoing. 


paragon Electric Co. (544) 

Attending: W. Colvin, B. Mitchell, J. 
Otis, W. Petersen. , 

Exhibiting: Automatic time switches. 


4. V. Patten Co. (845) 

Attending: D. C. Patten, J. H. Patten, 
W. Landau, S. R. Roberts. 

Exhibiting: Heating and aircondition- 
ing equipment; warm air furnaces; 
water and air-cooled residential cool- 


ing. 

New Products: Line of basement type 
warm air furnaces; air-cooled self- 
contained cooling units. 


Peerless Electric Co., The (607) 

Attending: W. A, Cutis, L. C. Mills, R. 
E. Lininger, R. Thompson. 

Exhibiting: Fans, blowers and air mov- 
ing equipment, 

New Products: Centrifugal roof venti- 
lators. 


Peerless Furnace & Foundry Inc. (555) 


Penn Controls, Inc. (1025) 

Attending: C. Morgan, H. Gray, J. 
Moravec, F. X. Fessler, L. J. Krause, 
W. Bowen, R. H. Luscombe, K. W. 
Cash, A. B. Ralph, P. O. Penn, R. L. 
Ratliff, D. Peters, J. Forbes, G. Price, 
A. W. Barr, E. Corbett, G. Sanders, 
J. Garrett, F. Halloran, R. Young, H. 
King, K. Fisher, D. F. Belknap, I. 
Stepnich, E, Tassin, G. Manista, O. 
E. Johnsonbaugh, F. Goulding, R. S. 
Penn, W. Few, H. Shilling, A. Walter, 
J.Kinney. —~ 

Exhibiting: Automatic controls for 
heating, airconditioning and cooling. 

New Products: Heating and aircondi- 
tioning thermostat; oilburner stack 
control; warm air and hot water con- 
trols, 


Pennsylvania Furnace & Iron 
Co, (128-130) 

Attending: R. L. Blodgett, H. J. Harvey, 
C. S. Andersen, T. K. Stratton, W. 
Moffett, B. A. Johnson, R, Olson, R. 
Streff, T. McKnight. 

Exhibiting: Pennsylvania forced air 
furnace; gravity furnace series; con- 
version burner; multitude conver- 
sion burner. 


Perfection Industries Div. of 
Hupp Corp. (1149-1151) 

Perolin Co., Inc., The, (N-418) 

Petro Div. Iron Fireman 
Mfg. Co. (125) 

Attending: C, E. Bailey, N. P. Kaptain, 
W. J. Hegan, G. H. Martinik, J. R. 
Crews, G. A. Moore. 

Exhibiting: Domestic and commercial 
units; PB-1 burner to burn No. 2 oil; 
PPWO-114 boiler-burner unit; WGD 
5AH combination oil-gas burner; WD 
2%AH rotary oilburner. 

New Products: P-240 GO oil-gas com- 
bination burner. 


Plumbing Heating Air Conditioning 


lesaler, The, (1239-1241) 
Plumbing & Heating Business (411) 
Power-Home Div, (743-745) 


Attending: R. W. Brown, J. Davis, M. 
J. Murray; C. D. Jones. 


dloil 


Space No. 


Exhibiting: Combination oil-gas burn- 
ers. 


Prat-Daniel Corp. (52) 


Premier Furnace Co. (N-311) 

Attending: D. Judd, B. Lagerborg, D. 
Wallerstedt, J. Ruetty, R. Waldo, F. 
Lagerborg, D, Houden. 

Exhibiting: Warm air heating and air- 
conditioning products. 

New Product: Improved Fan-Air base- 
board diffuser. 


Price & Rutzebeck (N-433) 
Attending: John D. Rutzebeck; William 
A. Crosbie; Ben Richard; Joe Capen; 
Jack Battelle; Ray Grimes; Charles 
Mangieri; Ear] T, Peck; Sam Barnett. 
Exhibiting: Planetor magic-feed boring 
bits; Grips Rite angle head; Handy 
angle saw. 
Prox Co., Ine. (127) 
Pullman Vacuum Cleaner Corp. (973) 
Attending: E. Green, B. Berns, N. Ruby, 
B. Kathe. 
Exhibiting: Never-clog furnace vacuum 
cleaner; Never-clog bag. 


Pyle-National Co., The, (1058-1060) 

Attending: R. S, Geocaris, R. K. Sher- 
man, R. A. Meck, L. W. Burns. F. R. 
Gryzik, W. E. Wagner, R. W. Ritsel. 

Exhibiting: Air diffusers; multi-vent 
combination lighting fixture and air 
diffuser. 

New Product: Multi-vent Troffer, 


Quality Specialty Co., Inc. (N-413) 
Attending: C, Jay, J. Jay, B. Jay, T. J. 
Gunning, S. Schwartz, M. Portney. 
Exhibiting: Automatic air vents; vac- 
uum breaker and tank drain com- 
bination. 

New Products: Ventflo control valve; 
purge and balancing valve. 

Quickdraft Co. (717) 

Quincy Stove Mfg. Co., The, (247) 

Attending: H. D. Tow, C. F. Bahr, E. 
H. Frushour, A. Swartzmiller, A, Du- 
Rant, W. L. Rector. 

Exhibiting: Forced air furnaces, 

New Products: Forced air furnaces— 
up-flow down-flow, Lo-Boy and hori- 
zontal models, 


R. C. 8S. Tool Corp. (1038) 
Attending: T. M. Sweeney, J. A. Kin- 
sella, H. G. Johnson, W. D. Bogh. 
Exhibiting: Portable all purpose power 

saws. 


New Product: Model 250 super saw. 


Radex Corp. (N-505) 

Attending: R. R, Cook, G. T. Seil, R. C. 
Black, M. J. Kaufman. 

Exhibiting. Dustronic electrostatic air 
cleaners. 

New Products: Dustronic room circu- 
lator; smog-free air cleaners. 


Radiant-Aire Corp. (N-214) 
Radiant-Ray Radiation (733) 
Radiant Utilities Corp. (1128-1130) 


Attending: A. A. Marcus, J. S. Gold- 
berg, J. Bloom. 

Exhibiting: Water heaters; sump and 
submersible sump pump, laundry tray 
pumps. 


Space No. 

Redmond Co., Inc. (1068) 

Attending: M. Koenig, J. Tweedy, T. 
Ginther, J. Pichiotino, A. Rozems, R. 
Batchelor, H. Mulbar, R. Burns, R. 
Curtis, K. Heiberg, C. Thomas, B. 
Brown, A, Elkins, 

Exhibiting: Fractional horsepower elec- 
tric motors and blowers. 

New Products: Type AM-4 single-bear- 
ing shaded pole Monomotor with Tri- 
Flux design. 

Republic Products Co. (1243-1245) 

Research Products Corp. (1024-1026) 

Attending: A. W. Brown, J. G. Schutz, 
D. O. Bender, P. N. Dutton, G, H. 
Piering, H. E. Whelpley. 

Exhibiting: Filters; paint arrestors; 
formed elements; domestic humid- 


ifiers. 

New Products: Aprilaire industrial 
humidifier. 

Reveor, Inc. (116) 


Attending: J. H. Reichwein, J, F. Koche- 
var, R, F. McCall, R. I, Trumble, M. 
J. Fabbri, T. Cassadei, D. Arnold, J. 
Jubell, D. Jubell, W. J. Reichwein. 

Exhibiting: Blower wheels and blower 
wheel housings. 

New Products: Blastaire double inlet 
blower wheels. 


Rheem Mfg. Co. (826) 

Attending: J. Hoyer, R. Gilbert, J. 
Brownell, P. Fetzek, J. Houston, J. 
Corfman, L. Nordgren. 

Exhibiting: Oil and gas-fired warm air 
furnaces; residential and commercial 
airconditioning equipment, 

New Products: Glass lined furnaces, 
Rheemaire conditioning units; Thru- 
the-wall room coolers. 


Richmond Radiator Co. (307) 
Ridge Tool Co., The, (665-667-669) 
Rittling Corp., The, (1014) 


Attending: C. P. Rittling, J, B. Rittling, 
R. W. Rittling, R. J. Carter, G. Mc- 
Carthy, R. Polasik, F. W. Helikson, N. 
T. O’Rourke. 

Exhibiting: Baseboard radiation; finned 
tube cabinet convectors; unit heat- 
ers, back draft dampers, combination 
heating and cooling units, 


New Products: Unit ventilator; cabinet 
unit heater, 


Roberts-Gordon Appliance Corp, (1115) 


Robertshaw Fulton Controls Co., 
Fulton Slyphon Div. (1050) 

Sarco Co., Inc. (569) 

Attending: L. Barfus, T. R. Stevens, M. 
J. Marion, R. L. Stewart, W. H. Worth, 
A. Milnes. 


. Exhibiting: Sarcotherm weather-com- 


pensated control systems for steam, 
hot water and radiant heating; Sarco 
heating specialties. 

New Products: Hydraulic motorized 
power unit; new float-thermostatic 
steam trap; new line of finned tube 
radiation; condensate and vacuum 
pumps. 


Schnacke, Inc. (N-430) 
Sequoia Mfg. Co. (131) 
(863) 


Servel, Inc, 
















Space No. 
Attending: A. J. DeFino, R,. K. Eskew, 
R. L. Brown, G. O. Galloway, C, E. 
Baker, R. C. Marbach. 
Exhibiting: Model EY-CS 25-ton water 
chiller which is a new product. 


Schecter Bros, Co. (1064-1066) 

Attending: S. Schecter, M. Gross, H. 
First, L. Schecter. 

Exhibiting: Prefabricated duct; fur- 
nace pipe; elbows, perimeter fittings. 

Shana Mfg. Inc. (1138-1140) 

Shaw-Perkins Mfg. Co. (N-209) 

Attending: Fred N. McConnell; Howard 
F. Brenholts; Eugene P. Gribble; 
George P. Baker; Edward C. Davies. 

Exhibiting: Shaw panel radiators; insti- 
tutional radiator; panel baseboard; 
Perkins ‘AIRadiators. 

New Product: Model “I” institutional 
radiator. 

Siemon Mfg. Co. (743-745) 

Skuttle Mfg. Co. (529) 

Attending: R. W. Geisler, K. M. Four- 
nier, E. H. Haugen, J. A. Webster, 
J. Scannell. 

Exhibiting: Humidifiers for warm air 
heating systems; filters for furnaces 
and airconditioning; rust and corro- 
sion prevention tablets. 

New Products: Vapoglas plates. 


Slant-Fin Radiator Corp. (439) 

Attending: A. Buschel, M. M. Brooks, 
M. Dubin, L. Ogrin, L. Davidson, R. 
Sweiger. 

Exhibiting: Residential baseboard ra- 
diation; commercial finned-tube ra- 
diation; special finned-tube radiator. 

New Products: Steel-Pak baseboard ra- 
diation; stainless steel and all alumi- 
num finned-tube radiators. 


A. O. Smith Corp. (1108-1110) 

Attending: J. W. Burleson, W. Bogusz, 
D. V. Coon, S. J. Burbank, G. G. Fohey, 
C, Giddings, T. C. King, H. G. Merkel, 
J. S. Robinson, C. W. Schulz, J. Stew- 
art. 

Exhibiting: Complete line of heating 
and cooling equipment. 

New Products: Integral and remote 
summer airconditioning equipment 
(air and water cooled). 


H. B. Smith Co., Inc., The, (707) 
Southwest Mfg. Co. (226-228) 
Spencer Heater, Lycoming 

Div. (639-641) 


Attending: E. I. Boardman, C. W. Shef- 
fer, C. R. Miller, L. B. Gorman, R. R. 
Adams, K, E, Schooley. 

Exhibiting: Low waterline steel com- 
mercial boiler; Suburban oilfired 
complete package unit. 


Spencer Thermostat Div. (1104) 


Spi-Rol-Fin Corp. (968) 

Attending: F, R. Attwood, D. Attwood, 
M. B. Beline, P. Orr, C. L. Rodkey, 
H. Higgins, J. Deane, J, Rainville, J. 
McGinnis, M. Voge. 

Exhibiting: Baseboard radiation; in- 
dustrial fin-pipe radiation; Gold 
Crown boiler-burners; Shallow-Line 
through-the-wall air conditioners. 


Sporlan Valve Co. (1254) 


Attending: H. F. Spoehrer, W. T. Car- 
mody, W. F. Wischmeyer, J. T, Barry, 
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W. H. Krack, D. B. Rentschler, M. D. 
McAnany, C. C. Grote. 

Exhibiting: Thermostatic expansion 
valve and soienoid valve; refrigerant 
distributors; Catch-all filter drier. 

New Products: 75 and 100 ton catch-all 
filter driers, 


Sprague Electric Co. (516) 
Standard Stamping & 
Perforating Co. (636) 


Attending: W. Ramquist, A. La Vela, 
R. Nickels, L. Stone. 
Exhibiting: Registers and grilles. 


Steinen Mfg. Co., Wm. (329-331) 

Attending: W. F. Steinen, R. W. Hund- 
ley, J. Tankel, C, Jensen, Jr., T. House, 
A. Gruelick, G. Gruelick, C. B. Wil- 
son, B. McLouth, E. Huckins, G, F. 
Heath, P. O’Kane, S. Jessop. 


Exhibiting: Oilburner nozzles with 
mirror finish tip; electrode assem- 
blies. 


New Products: RD series barometric 
draft regulators. 


Sterling Radiator Co., Inc. (709) 
Stewart-Warner Corp., Heating 
& Airconditioning Div. (1150-1251) 


Attending: W. Judd, H. W. Winkler, W. 
E. Blake, W. R. Leander, N. Gill, C. 
Lang. 

Exhibiting: Complete line of heating 
and airconditioning equipment. 

New Products: The Wiz and MB line 
of furnaces, 


Stoddard Industries, Inc. (237) 

Attending: F. Stoddard, J. B. Blanton, 
H. Kline, C. A. Perlin. 

Exhibiting: Lifetime dust-magnet elec- 
trostatic filters. 


Strong, Carlisle & Hammond Co. (975) 


Sturtevant Div. (902-1003-1007) 


Sundstrand Engineering Co. (737) 

Sundstrand Hydraulic Div. (617-619) 

Attending: B. F. Olson, L. H. Schuette, 
A. H. Swenson, C. W. Lang, B. L. 
Douglass, R. W. Kiefer, J. F. Grif- 
fey, R. E. Stevens, B. L. Soderberg, 
J. F. Nelson, J. R. Holmin, S, Ferraro, 
R. W. Erikson. 

Exhibiting: J-single-H-two stage high 
pressure, AT-Air-Oil Low pressure 
fuel units. 


New Products: Constant speed refrig- 
eration drive. 


Sun-Ray Burner Mfg. 
Corp (1221-1223-1225) 

Attending: G. M. Marin, A. Metzger, 
A. Luft, R. Adcock, J. Maxwell, J. 
Bierwirth, F. Sieffert, C. Meehan, L. 
Baughman, B. Vickery, W. Oliver. 

Exhibiting: Complete line of highpres- 
sure gun-type oilburners; four mod- 
els of fueloil transfer pumps. 


(1021) 


Tecumseh Products Co. (1114) 

Attending: T. W. Rundell, F. G. Pur- 
cell, P. G. Colgrove, D. J. Bowen, H. 
M. Kelso, A. S. Russell. 

Exhibiting: Hermetic compressors for 
residential airconditiong; selected 
compressors for window air condi- 
tioners. 


New Products: Rotalock valves. 


Taco Heaters, Inc. 


Synchronous Flame, - 


Inc. (522-524-526-598) 
Syncromatic Corp, (343) 
Temco, Inc. (625-627-629) 
Thatcher Furnace Co. (915) 
Thermo-Base Div. (611) 


Attending: A. L. Yeager, D. A. Hyer 
L. C. Cotts, D, Lynch, H. G. Brenner, 
R. Cullom, R. Luchtman, C. My. 
man, J. Miner, H. Burke, J. Gunn, f, 
Pegelow, D. Brown. 

Exhibiting: Extended baseboard air 
distributors for heating and aircondj. 
tioning. — 


Thermo-Products, Inc. (N-394) 

Attending: J. S. Cunningham, H, 
Pugh, D. L. Culver, W. Bozung, R 
Nordstrom, J. Schaeffer. 

Exhibiting: Winter air conditioners; 
horizontal winter airconditioners; 
summer airconditioners; hot water 
boiler. 

New Products: Summer aircondition. 
ers; hot water boiler. 


Thrush & Co., H. A. (1173) 

Attending: P. F. Thompson, G, H. Fox, 
E. D. Noland, W. C. Miller, G, R 
Eggers, G. H. Davison, T. G. Haupt. 

Exhibiting: Complete line of hot water 
heating specialties. 


Toridheet Div. (N-308-N-310-N-312) 
Torrington Mfg. Co., The (816) 
Trion, Inc. (1210) 


Attending: D. W. Boehler, W. F. Wat- 
son, J. W. Hall, Jr., W. A. Gill, J, W. 
Tadlock, R. E. Sweitzer, W. R. Mur- 
dock, W. G. Blume, H. C. Fry, £ 
Hengstler, J. Golden, C. Morlock. 

Exhibiting: Electronic air cleaner; 
traveling oil curtain; mechanical fi- 
ter panels. 

New Products: Model 6 electronic air 
cleaners. 


Triplex Heating & Specialty 


. . « « List of Exhibitor 
Bpace No, 
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Attending: W. S. Petty, C. E. Denny, 
R. S. Waite, L. H. Wise, L. R. Peters. 

Exhibiting: Hot water heating circula- 
tors; headers for radiant heating; 
flow control valves; one-pipe iron and 
prass fittings; pressure control 
yalves; other miscellaneous hot water 
heating specialties. 


New Product: Air trap. 


Tuthill Pump Co. (N-438) 
Tuttle & Bailey Div. (654) 
—  esene 
Union Electric & Mfg. Co. (306) 
United States Air Conditioning 

Corp. (1029-1033) 


Attending: D. E. Feinberg, L. P. Han- 
son, W. Moiselle, J. H. Flowers, L. 
Gordon, F. Klein, R. Tanner, R, D. 
McLain. 

Exhibiting: Packaged airconditioners; 
central station airconditioners; chill- 
ers; Modu-aire units; air-cooled con- 
densers; combination heating and air- 
conditioning. 

New Products: New line of packaged 
airconditioners and Modu-aire. units. 


United States Machine Div. (1150-1251) 


United States Register Co. (1036) 

Attending: H. G. Hollman, E. P. Krom- 
dyk, A. A. Stagg, C. J. Pearson. 

Exhibiting: Airconditioning registers, 
vents and grilles and accessories. 

New Products: No. 2000 perimeter in- 
takes, 


Universal Diffuser Corp. (1236) 

Attending: C. Davis, J. L. Brown, W. 
Goffman. 

Exhibiting: Flexiflo diffusers and ac- 
cessories, 

New Products: Line-Air long slot dif- 
Type-B economy circulator dif- 

er, 


Utility Appliance Corp. 
Utility Fan Corp. Div. 


(609) 
(608) 


Space No. 

Van-Packer Co. (N-437) 

Attending: O. E. Collins, W. W. Ford, 
K, V. Hall, R. D. McFarland. 

Exhibiting: All-fuel chimney, 

New Product: Industrial stack. 


Vapor Heating Corp. (N-405 & N-409) 

Attending: L. A. DiLucchio, T. J. Neun- 
singer, W. Farley, W. M. Smith, F. 
Semrau, H. J. Wilcox, O. M. Chiesl, 
W. E. Wright, W. R. Bradley, G. R. 
Bailey. 

New Products: 160 hp low pressure, 
drum type, heating boiler;-200,000 Btu 
Waikiki space heater. 


Viking Air Products Div: (549) 
Viking Mfg. Corp., The (309-311) 
Vulcan Radiator Co, (927) 


Attending: J. H. Ehn, M. L. Lundgren, 
J. D. Pierce, W. T. Bell, M. Trachten- 
burg, J. B. Rita. 

Exhibiting: Linovector radiation; Trim- 
line baseboard radiation; Air-Trim 
baseboard registers; home condition- 
ing. 

New Products: Linoventilator; electric 
Trimline. 


Walker Mfg. & Sales Corp. (920) 

Attending: A. H. Ziph, L. Bartholomew, 
V. R. Denning, V. B. Kathe, S. H. 
Burt, B. L. Rushton, H. J. Nicholson, 
E. Colley, E. S. Cushing, H. G. John- 
son, B. W, Kirby, W. W. Miller, F. 
Parker, W. J. Schonfeld, R. E. Michel, 
E. H. Price, G. Currie, R. Bitzer, B. 
Bitzer, C. Forve, J. Blenk, G, Mitchell. 

Exhibiting: Draft controls; chimney 
caps, draft inducers for flue pipes. 


Wallace Co., William (222-223) 


(337) 


Waterman-Waterbury Co., The (448) 

Attending: H. G. Cross, D. E. Sedgwick, 
S. A. Smith, J. D. Holmgren, R, L. 
Lonson, F, W. Legler, C. A. Reichold- 
erfer, O. W. Griefnow, K. Anderson, 
J. R. Hansen, I. W. Metcalf, E. M. 
Delaney, N. MacIntyre, H. G. Boyer, 
E. Boedecker, H, Lonman, D. W. 
Mathison. 


Waterloo Register Co., Inc, 





: Space No. 

New Products: Year-round Comfortrol 
system; residential winter air condi- 
tioners; central summer aircondition- 


ers. 
Watts Regulator Co. (135) 


Wayne Home Equipment Co., Inc. (1169) 

Attending: N. G. Berghoff, B. G. Duer, 
C. V. Copeland, J. E. Nace, E. J. Kal- 
lenback, J. J. Thurston. 

New Product: 3-new model oilburners. 


Webster & Co., Warren (706-708-710) 

Attending: W. Webster, A. R. Webster, 
D. F. Bennett, N. W. MacNichol, J, C. 
Woodson, I. G. Brennan, J. J. Poyatt, 
B. F. Lerch, L. H. Plum, D. E, Mor- 
gan, J. C. McKeown, C. H. Grissom, 
III, R. D. Hubbard. 

Exhibiting: Heating and aircondition- 
ing products for the residential, com- 
mercial and institutional fields, 

New Products: Cool-Air systems; base- 
board; Newport year-round aircondi- 

_ tioner. 


Webster Electric Co. (572) 

Attending: D, J. Munroe, H. C. Stacey, 
W. E, Dent, B. T. Wiechers, P. Deuble, 
O. Nielsen, D. Hall, J. Kralicek, R. A. 
Lewant, L. Ehrich, L. E. Woolf, J. 
McAlvay, H. Weinbrenner, T. R, God- 
burn, Jr., P. G. Crewe, G. Brinkerhuff, 
P. Maurice, L. Schwob, W. Wenszell. 

Exhibiting: Ignition transformers; De- 
laytrol. 


New Products: ServiceSaver fuel-units. 


Weil-McLain Co. (947-951) 

Attending: M. Weil, E. R. Westphal, M. 
E. Mitchell, R. M. Stockwell, P. R. 
Stockwell, C. A. Wolff, J. E. Sorensen. 

Exhibiting: Package units; boilers; 
heavy duty boiler for horizontal ro- 
tary oil-burner; snug _ baseboard 
panels. 

New Products: No, 72 oilheating unit; 
Coolmate fan coil unit and packaged 
water chiller. 


Westinghouse Electric Corp, (1103) 


White-Rodgers Co. (427-429-431) 
._ Attending: J. Powell, A, E. Petersen, 


(Please turn to page 154) 
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TERMINALS AT: 


Providence, R. I. 


Albany, N. Y. 
Binghamton, N. Y. 
Buffalo, N. Y. 
Elmira, N. Y. 
Rochester, N. Y. 
Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 
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New Haven, Conn. 





ISN'T ALL 


Gloucester, N. J. 
Bridgeton, N. J. 
Boston, Mass. 
Akron, Ohio 
Allentown, Pa. 
Altoona, Pa. 
Exton, Pa. 
Greensburg, Pa. 
Johnstown, Pa. 
Lebanon, Pa. 
Mechanicsburg, Pa. 





GOOD PRODUCT: 


Atlantic distributors sell famous triple- 
refined Atlantic Heating Oils with the 
new additive that insures clean burning. 


SALES TRAINING: 


Every Atlantic distributor can take 
vantage of an intensified sales training 
program that makes his job easier, 
sales efforts more productive. 


ADVERTISING SUPPORT: 


Atlantic provides a strong co-operative advertising 


program for its distributors, using TV, radio, direct 


mail, and newspapers to help build sales. 


In addition to a fine product, Atlantic distributors 


can count on a continuous, dependable supply. 


Heating oils are available to you at conveniently 


located pipe line and water terminals. 


Northumberland, Pa. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 
Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 





THIS WORTH INVESTIGATING? 


Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 
Griffin, Ga. 
Macon, Ga. 
Savannah, Ga. 
Jacksonville, Fla. 


HEATING OILS 


al 





OF OIL-FIRED HEATING EQUIPMENT 


. .. furnish this dependable oil burner as origi- 
nal equipment to fire the furnaces and boilers 
recognized as the finest. 

Manufacturers and their distributors and dealers 
are cordially invited to study the design and ex- 
clusive features of today’s most efficient, popu- 
lar oil burners. 





INSPECT THEM IN 


BOOTH 
1169 


AT THE SHOW 


(1) BETTER COMBUSTION 


Higher CO? with better air controk 
(see 1 at left). 


(2) CLEANER OPERATION 


Less smoke, soot and carboning 
(see 2 at left), 


a (3) SMALLER INVENTORY 
Mass production of one size burner 
Exclusive Peatunes sa be Pr avent -P rotected for .6 to 3.0 ratings cuts original cost, 
permits smaller inventory (see 3 at 
Exclusive, patented no-drip left). 


adapter behind spray nozzle 
insures sharp oil cut-off when 
fuel pump shuts off. Bleeds 
air from oil line. This prevents 


after-drip . . . stops carboning. 
No smoking, no sooting. Keeps 3.0 to 16.0 G.P.H. 


NO-DRIP SHUTOFF——— iturnace and flues clean. ee ELECTRONIC 
Xe 


CONTROLS 


& (3) Single metering disc with For larger homes and 

7 breakaway segments in air- commercial buildings. 
& tube gun assembly correctly Decl at el atin 
measures air from blower : 
wheel to nozzle in exact ponents provide cor- 


amount for any rating from .6 rect controlled firing 
to 3.0 G.P.H. rates. See them first at 


the Chicago show. 
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“st Outstanding Construction Details: 


hi 


», Maintains lifetime alignment. 

ER, allows easy access to parts. 
TWCTION BOX, opens at top. Protected. 
Y MOTOR, flexible-coupled. Whisper-quiet. 
CONE, stabilizes flame pattern. 
PUMP & TRANSFORMER, serviceable. 














} LESS AIR 
RESTRICTION 
() IN PLENUM 


apie 
Yi we 


LESS 
INSTALLATION 
TIME 


() Ne). 3 

V EVAPORATION 
an The ONLY convector humid- 
ifier that fits BOTH coven- 
tional and counterfiow 
Warm Air Furnaces! 





What a wealth of performance 
—at such low cost! MAID-O’- 
MIST changes parched air to a 
correctly humidified climate for 
little money, little effort. Per- 
fect for plenums of all modern 
warm air furnaces. 


For CONVENTIONAL Warm Air 
Furnaces: Installation is fast, easy. 
Cut opening in plenum and make 
water connections. No fitting or 
fastening to back of plenum. Unit is 
entirely supported by self-locking 
front plate. 


For COUNTER FLOW Warm Air 
Furnaces: Because of its narrow 
trough design, MAID-O’-MIST can 
be installed on either side of counter 
flow furnaces having a minimum air 
passage of 3 inches. 


NOTE THE INGENIOUS DESIGN! 
34” copper water troughs are spaced 
an inch apart to allow fast, effective 
unrestricted air-flow between the 
evaporator pads. Here’s 30% more 
evaporation area! 





Get detailed information on these inexpensive units 
from your jobber or write directly to MAID-O'-MIST 


For more information circle Item 228 on Inquiry Card 
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3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 





A Margin of Independeng 
(Begins on page 62) 


make in the same kind of work fy 
someone else, plus a satisfactory retum 
on their invested capital. This can by 
accomplished only by the independen, 
fueloil distributor adding something 
extra to his tank wagon price if fp 
must have it to get a suitable margin 
It has been proved that any company 
that has built for itself a strong pox 
tion through good service and proper 
management has been able to estab 
lish its own tank wagon price and thus 
control its own “margin of independ. 
ence. 

Certainly, a fair margin can do 
many things for our segment of the 
industry. Perhaps it can _ persuade 
other good business men to invest their 
time and efforts; and undoubtedly it 
can help to retain the responsible dei 
ers already in the field. 

I sometimes feel that the free enter 
prise system is losing by default, pri 
marily because of the inactivity of the 
very beneficiaries of the system, Be 
cause you and I, who like to call our 
selves independent businessmen, very 
often do not take the time, nor spend 
the effort or the money, to solve our 
own problems co-operatively; or 0 
prove that we are responsible busines 
men anxious to take our part in the 
solving of the problems in our induy 
try; and the greatest of these is the de 
velopment of an adequate margin. 
oe 

Named to a newly-created post a 
Socony Mobil Oil Company of assist 
ant for dealer-distributor relations 1 
the director of domestic marketing § 
George McDaniel, whose concern wil 
be dealer-distributor problems. Stat 
ing from a job in a Socony service st 
tion in 1930, he worked his way ¥ 
through district and division manage’ 
ships to general manager of the Eas’ 
ern Region in 1947. 


Harold K. Seywert has been elected 
president of Maritime Petroleum 
Corp., New York, succeeding Josep 
K. Joiner. Joiner plans to semiteti 
at his home in Hanover, N. H. 5’ 
wert has been with Maritime sin 
1940. 






















































































Dear Mr. Oilburner Serviceman: 


For some time now we, as nozzle manufacturers, have been convinced that cleaning nozzles which 
have been in service past the warranty period is a losing proposition. Even with all of our facilities for 





bod doing this job, we find it less expensive to supply new ones. 
Jepend: 3 
here’s why 
can do 1 
of the Baked on carbon and varnish cannot be properly removed except by a lengthy cleaning and inspection 
ne process. The time required to properly clean a nozzle in terms of labor cost greatly exceeds the cost of a 
tedly i new nozzle. This is why nozzle manufacturers cannot maintain a nozzle rework department. 
dle deal: 
- however 
oa A new nozzle (in service three weeks or less) can often be successfully cleaned by blowing them out 
OF the A a ° ° ° ° ° ° . e 
fe be with filtered compressed air. In this case lint or dirt particles may have lodged in the distributor slots 
all our causing lopsided fires, streaky sprays or even complete plugging. If so, carefully remove the foreign 
" ow matter and try it again. If this doesn’t correct the fire, return it to the manufacturer for replacement 
rs e ° ° 
Ive out under warranty. Remember, nozzles with baked on varnish or carbon cannot be cleaned economically. 
or to 
. Actual calls on dealers have shown us 
., Basic call cost for a serviceman is $4.18 per hour. 
i de Basic call cost plus $1.00 for a new nozzle is $5.18 
gin Basic call cost plus 15 minutes to clean and replace a nozzle is $5.22 
Basic call cost plus 15 minutes to clean and replace a nozzle plus one 
call back in every ten calls due to improper cleaning is $5.65 
. In other words, you lose 47¢ every time you try to clean a nozzle. 
po 
: ., Most sincerely yours, 
tons 10 
eting i - America’s Leading Nozzle Manufacturers 
ern wil 
. Stat P.S. From your customer's viewpoint, a new part is always more desirable than an old one, so by replacing the nozzle you 
nae not only build customer good will, but you save your company money in the bargain! 
anager’ & 
ne Eas’ Boston Machin e Works Eddington Metal Specialty Company Monarch Manufacturing Works, Inc. 
| I! Willow Street Eddington, Pennsylvania 2501 E. Ontario Street 
elected lynn, Massachusetts Philadelphia 34, Pennsylvania 
troleut Hago Products at : 
Jose Delavan Manufacturing Company _—-1120 Globe Avenue William Steinen Mfg. Co. 
aietife West Des Moines, lowa Mountainside, New Jersey 43 Bruen Street 
4 Se Newark 5, New Jersey 
ne since 
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liters 





Heat Service Managers in the Hotel 
Park Sheraton, New York City, De- 
cember 15 was Ray Horan, who dis- 
cussed benefits to be derived from 
membership in the association. 

Noting that only through increased 
activity and growth can the association 
benefit the oil heat industry, Horan 
asked present chapters to help in or- 
ganizing new chapters. 

Jack Campbell, president of the as- 
sociation, illustrated the advantages of 
association membership with an in- 
stance in which the Philadelphia chap- 
























































Ray Horan addresses Meeting 
of Oil Heat Service Managers 


SPEAKER at the semi-annual meeting 
of the National Association of Oil 





Here’s Why Sinclair Fuel Oil Distributors 








Sinclair Fuel Oil is easy to sell. It burns 
clean — keeps service calls to a minimum. 
Sinclair distributors get extra sales support. Strong ads are 
designed for local use. A special sales training program 
. offers new profit-making ideas. Vast production and stor- 
f age facilities assure Sinclair distributors of a steady and 
) ample supply of products. 





Build a better business.. Increase your profits. Write for 
details today. Sinclair Refining Company, 600 Fifth Ave., 
New York 20, N. Y. 








| SINCLAIR FUEL OIL win ep-t10" 





ter got all needed information op , 
proposed plan of action from the Boy 
ton group which had the plan in opera 
tion for a year. Even on a local level 
Campbell pointed out, there are a4 
vantages in the opportunity to secur 
parts of technical knowledge from 
competitors, known on a friendly basis 


A report on the service managers 
activities at the recent OHI burner show 
in the New York Coliseum was given 
by Jack Madison. He also announced 
that the Association’s annual meeting 
will be held March 20 in the Esse 
House, Newark, N. J. 


Publicity chairman Bill Ford re 
quested chapters to send reports of 
their activities to him at Reliable Fuel 
Oil Supply, Inc., 332 Centennial Ave, 
Cranford, N. J. 


Additional Colleges added 
to NWAHACA Short Course List 


SHORT COURSES in warm air heating 
and airconditioning will be held a 
Ohio State University, Columbus, 
Ohio, March 4-7, and at North Caro 
lina State College, Raleigh, N, C, 
March 11-14. These are in addition to 
the nine colleges previously listed by 
the National Warm Air Heating and 
Air Conditioning Association. 
Information on the Ohio State 
course may be obtained from W. B. 
Logan, director of distributive educi 
tion, College of Education, Ohio State 
University, Columbus, 10, or N. T 
Hess, Vorys Bros., Inc., 63 East 
Goodale St., Columbus. 
Information on the North Carolina 
State course may be obtained from 
David B. Stamsel, assistant director, 
Division of College Extensions, North 
Carolina State College, Raleigh. 


Union County (N. J.) o#4 hears 
Report on Apt Fueloil Section 


JOHN BUCKLEY, American Miner 
Spirits Co., spoke at the January i 
meeting of the Union County Oil 
Heat Association at Mountainside, 
N. J. 

He discussed the Fueloil Committe 
of the Marketing Division, America® 
Petroleum Institute, its aims, objectiv¢ 
and accomplishments, from the view 
point of a member. 


February 
1957 














































1 On a 
1 Boy 
Opera. 
| level, 
re ad 
Secure 
from 
y basis 
nagers 
t show 
3 given 
yunced 
Leeting 
- Essex 


rd te 
arts of 
le Fuel 
1 Ave., 

























e List 
eating 4 ar 
veld at vi 4 
umbus, 7° 
l Caro- wD 
N. C, Model AM8E Hev-E-Oil 
tion to presently made in 
ted by 90 gph size only. 
ng and 
a ->- A TRIUMPH IN MODERN COMMERCIAL HEATING 
W. B. 
educa’ N OW — for the first time in the industry — an air atomizing, gun-type burner 
(0 State designed for No. 6 or Bunker C oil. Previous methods of burning residual oils — 


2 with their inefficiencies and high maintenance — are now obsolete. 
3 East 
This great forward step in modern oil burning practice is another 


example of Cleaver-Brooks’ leadership in burner research and engineering. 


arolina 

1 from 

irector, ® No. 6 oil finely atomized — easily and completely © Low fire start — standard equipment. 

North burned. : : : e High-low modulation — standard equipment. 

| ® Burner equipped to bring hot oil to burner nozzle Cc let odulati ‘lable at slightly high 

1. — ready for a perfect start at all times. . peers ete modulation available at slightly higher 
* Oil and air measured at all capacities — high CO. : epee ; ‘cal 

a is maintained under all stack conditions. e priielacea high fire easily set for most economic 

ne © Strai Sey ° % 

ction sedi paren tent — —- sofia e@ Shape of flame can be adjusted for each particular 
® Pressurized lubrication increases service life. installation. 

Mineral ® Fast installation — simple as a domestic burner. © Post-purge insures no-drip, sure starting. 

ary 17 ® Latest type electronic controls are standard equip- e Burner requires a minimum of service, a quality 

ty Oil ment — burner completely wired at factory. product made by Cleaver-Brooks — a leader in the 

sinside ® Burner completely fire-tested at factory. development of combustion equipment. 












DEALERS AND DISTRIBUTORS... write 
nmittee today — get the complete details on the new 


; a HEV-E-OIL Burner for No. 6 oil. CLEAVER- 
ae Cleaver Bro oks BROOKS COMPANY, Dept. B, 379 E. Keefe Ave., 
pjective 4 Milwaukee 12, Wisconsin. : 

e view 
HEV-E-OI1L Burners... quality product that builds your profit 


Si 


. . « Industry Groups 





Long Island ont has Meeting, ing done by local dealer groups in Op. 
lists sales training Course gon and Washington with reference 
i to heating codes, industry education, 
AN ADDRESS on “Dollar & Sense in oil’ —_ credit and public relations, and calle 
heat Promotion” was presented by Cy for an all-out effort by Idaho board 
Martineau, New York division sales members to form local chapters, 
manager of Shell Oil Co., at a general Dale Josephson, acting manager of 
meeting of the Oil Heat Institute of the association, has reported that 73 
Long Island January 8 in Knapp Hall, —_ members have been enrolled in the area 


Long Island Agricultural and Tech- from La Grande to Idaho Falls, He 
H. H. RAGLE nical Institute, Farmingdale, N. Y. also announced that advertising funds 


eran eres Deen The OHILI reports that many appli _gither have been granted or assured by 


“Better M ath ods cations made advance reservations for most of the 11 principal suppliers jn 


a special OHI sales course given at the _ the market area. 


to Cut Costs " Agricultural and Technical Institute 


January 16-18. Ray Horan conducted 
22 YEARS’ PRACTICAL the sessions. Out of Inland Empi 
pire names 
COUNSELING EXP : 
EXPERIENCE Officers, headed by Croteau 


©® Sales Programs ; 
© teenative Mam President of Idaho on! urges 


© Fueloil Distribution Organization of local Groups 


Me noms . A CALL for organization of local chap- kane, Wash., have been announced 
© Public Relations ; ee ooo 
ters in the several cities represented by and include F. L. Croteau of Diamond 
Fh a gcse rs ee a the Oil Heat Institute of Southern Fuel Co., president; Glen N. Felton, 
a 9 ee ee tes hes been ised by President | Standard Oil Co. of California, vice 
H. H. RAGLE Ralph Rudolph of Boise, who has _ president; D. R. Oldham, Signal Oil 
162 West 54th Street stressed the importance of industry ac’ _Co., secretary; William V. Stone, Sr, 
New York 19, N. Y. ae 
Telephone: Circle 5-4189 tivities at the local level. Audubon Fuel Co., treasurer, and 


Rudolph cited the effective job be’ | Robert A. McCann, manager. 





OFFICERS of the newly-formed OHI 
Chapter of the Inland Empire, Spo 














oo: ) “ AUTOMATIC OIL FIRED 
OIL BURNER SERVICEMEN: ictal apo bate 


Nhat bu fave! HOT WATER HEATER has 
FN 


ELECTRODES 
GASKETS 

FUEL UNIT PARTS 
SERVICE TOOLS 
SHAFT SEALS 
ACCESSORIES 


HYDROVALVE’S precision 


pssst rn waeeg mat 120 gallons of hot water— 


performance, quick , i , Enough for 4 baths . . . and for 
installation and elimination as little as $4 per month. 
of costly call-backs. 


HYDROVALVE’S 
engineering leadership ve 
also brings you time-saving : heating. HI-RECOVERY ( 


tools to speed service calls =; | : y 3 TYPES (il lal awrornel| 





Burns No. 2 Fuel Oil—Con- 
nects to same fuel tank for home 


and save you money. A sano WAtEn snail 


For your FREE Glass lined—Copper lined 
HYDROVALVE Catalog of A.S.M.E. Galvanized: for larger homes, motels 


engineered replacement and apartments. *Trade-mark re6 
parts, shown actual size, 30 & 45 GAL. SIZES 
write today to: For further information, write or phone 


a oRnovaLes.-co. BR QUIET AUTOMATIC BURNER CORP 


a 
1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 33-35 BLOOMFIELD AVE. NEWARK 4, N 








than ever ber 
more VEWl/ feature® 1. 


VEU Humidex Tablets NEW Electronaire Filter 


PRESERVES 
HUMIDIFIERS 
BY PREVENTING 
RUST 


destructive nature of natural elements found in domestic 
con raise havoc with the efficiency of any humidifier if Pee 
left unattended: By using Skuttle’s new Humidex Tablets in Electronaire represents a new concept in permanent air filters 
the float tank of the humidifier, you can put an end to the for furnaces and air conditioners, The filtering agent is the 
ba caused by rust and corrosion. 


new mirocle fiber, Acrylast, a product of Dow Chemical 
Company. Its electro-static properties grip and hold the dust, 


me 


lex Tablets eliminate costly service calls by keeping all dirt ond pollen thet would i an aah filter. 
operating ports free from clogging. “Scale” is reduced i ws said 
wie: ‘sludge that is easily rinsed in minutes. 


Electronaire will never rust, corrode, or deteriorate. alias 

d OHI nical for the user, there’s extra profit for you! Include frame and golvannecled steel grille last a lifetime and main- 
| a package of Skuttle Humidex Tablets with the installation or tain uniform rigidity. There is nothing to wear—nothing to 

: Spo- ervice of a humidifier. Each carton contains 12 tablets— —_- replace. Simply wash in plain water to clean. No oiling is 

unced for the entire heating season. required. 


amond 
Felton, fe | Medel 600-8 


, vice i Ae ‘ tC ke The most popular and successful of all humidifiers 
al Oil “] _ for many years. More than two million are in 

s : Zi use today, {t's the humidifier for warm air fur- 
e, Of., he : naces of the standard type, including winter 
- and ; is air conditioning. 


9 


| Medel 450 


Hangs on the side of the heater — evaporating 
plates reach into the air stream. Useful in coun- 
terflow, highboy, floor furnaces and space heaters, 
where space doesn’t permit the use of Series 600. 


Model 760 


This increasingly popular duct type 

does an exceptional job of humidification. 
how the unit is installed on the 

the trunkline, leaving only the 

exposed to give maximum evaporation 
any obstruction. Airflow scrubs both sides ~ 
full length of each Vapoglas Plate. 





When next you replace evaporation plates, replace with pure glass wool 
Vapoglas Plates. They last longer without clogging and absorb more 
water than any other plate in use today. Standard on all Skuttle Humidi- 
fiers using plates, sell Vapoglas Plates for replacement and make a 


good profit! 


Gem bs hile MANUFACTURING COMPANY 


MILFORD, MICHIGAN 
In Canada: Contact WAIT-SKUTTLE CO., OAKVILLE, ONTARIO 


eloil 












Superior Filtering for all 
Oil Burning Equipment! 





Klett 20 


Pcl OL FULTEKS 


There's a Kiemm Fuel 
Filter for every standard 
burner using No. 1 and 
2 fuel oil. Your choice... 








metal or glass bowl. 
"Millions Since 1932." 





1. Practically no flow a 
resistance—true ® 
FF-430 U/L depth filtration. FF-430G 
 ————__e) 2: Simplified construc- 





tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency. 

4,All parts...Hi- 

Chrome and Brushed 

Zinc. 


Ww 





PK-150 U/L JR-60 














chemistone (3 
+4 


Controlled porosity element assures 
sparkling, crystal-clean fuel oil every | 


minute, Traps water...removes dust, 


rust and scale 


Klemm PRODUCTS 








Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 North Damen Avenue Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 














. . .» Industry Groups 


‘Oilheating Tomorrow’ Topic 
at Meeting of Massachusetts OHA 


GUEST SPEAKER at the January meet- 
ing of the Massachusetts Oil Heating 
Association, Inc., Boston, was Robert 
Gray, FUELoIL & Oi HEAT. 

He discussed oilheating tomorrow 
and stated that the industry is stirring 
itself with new people and the forma- 
tion of new ideas. He suggested that 
oilheating people support the local pro- 
motion campaigns with their time and 
their hearts. 

He pointed out that the industry is 
basically prosperous and that with the 
national economy at its present peak 
people can afford oil heat—if they are 
convinced. 


Jake Hamon of apt addresses 
Independent Oil Men’s Assn. 


CHAIRMAN of the Board of the Ameri- 
can Petroleum Institute, Jake L. 
Hamon of Dallas, was featured speak- 
er at the annual meeting dinner of the 
Independent Oil Men’s Association of 
New England, held January 23 at the 
Hotel Statler in Boston. 











QUALITY INSTALLATIONS | 
NEED BRANFORD BURNERS 


































For customer satisfaction insist on 4, 
SHELL or BRANFORD designed 
COMUBUSTION HEAD 


Model’) 
75 to 1.75 GPH 


Also four 
SH Models 
-75 to 5.00 GPH 


Model DO 
5 to 14 GPH 





@ Easy to service and adjust 


@ Produces flame temperature 400 to 600 de. 
grees hotter than conventional burners 
@ Oil savings up to 35% or more 
Sold Through Wholesalers Only 


BRANFORD TANK & HEATING 


PRODUCTS, INC. 
286 Howe Ave. Shelton, Cons, 
























Announcin 


{ 






Inquiries Invited 


NEW MODELS— 
OIL and GAS FURNACES 


Completely Factory Assembled and Wired 
U.L. and A.G.A. Approved 


Quality Furnaces 


Cooling Equipment 


EXCEL COMPANY, DOWAGIAC, MICH. 
Territories open 


Pie wt a ee el eee ee ee a Oe ee oe ee Se ee 2 






NOW there are 14 





Corrosion resis- 
tant, stainless steel 


Water Heaters 


easy installation. 








© 
CPORUC 


. + @ Size and type Humidifier for every furnace installation. 















vapor pan 4” x 15’. Com- 
pletely assembled for quick and 


New copper overflow on Model 555C. 
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MODELS 


SERIES 555 
Fits any straight side 
warm air furnace. 





New sensitive 
thermostats 4 
sure balan 


humidity. 








SERIES 577 
Stainless steel. Ad 
justable to sloping “ 
straight bonnet furnaces. ” 
Pre-assembly cuts labor time 
installing costs. 
WRITE FOR CATALOG FO 2 








AUTOMATIC HUMIDIFIER CO, Cedar Falls, low? 








4 : @ 
| ) — eS <S) =~ 
NERS ‘ | : a ef > Fil |  Permag er 
j | | = Tey @arings can't rust 
| corrode u 


assures taster response 
without nervousness 


del) 
1,75 GPH 


0 four 
Models 
5.00 GPH 


del DO 
14 GPH 











Series 72 Super Extended Base- 
board Diffuser — with automatic 
pushbutton damper and maximum 
free area, for heating and cooling. 
4 ft. and 2 ft. sizes. 


“Good enough” is not enough in tough competition... 


or quality oil-burning installations. That’s why we know 
you will be interested in the exclusive advantages of the 
Windmaster Draft Control. 





~ Now manufactured and distributed by Lima Register 
Company, Windmaster has proved its ability to assure 
vn peak operating efficiency regardless of draft conditions. 
s ° . P 
4 » And, it has quality extras that cut down on complaints 
lanced ‘abo & 7 , tii % VE: tte Ee ee ie ae i 
ro ut noises, quivering and other draft control troubles. Soties 15 Grilles —> beaelaly 
; 5 ; styled from one solid piece of 
577 Why not take advantage of Windmaster’s exclusive ad- metal without welds er mitered 
eel. Ab vantages on your next job and see for yourself. Ask your joints. Available in 113 sizes — 
ne “ Lima wholesaler for a Windmaster Draft Control. horizontal or vertical. 
id 
sane 
ime 


ow La y REGISTER COMPANY ° LIMA, OHIO @ ix 


sold exclusively through heating manufacturers and wholesalers 












ee 


Dela. Valley fueloil Dealers 
elect new Officers, Directors 


. » Industry Groups 


NEW OFFICERS and directors of the 
Delaware Valley Fuel Oil Dealers’ 
Association, headed by Albert Woos- 
nam of Sinkler, Inc., Southampton, 
Pa., as president, were elected and in- 
stalled at an association meeting Janu- 
ary 14. 

Named vice president was Gordon 
Stott, R. L. Stott Co., Rockledge, Pa.; 


Directors are Frank Fabian (ex-off.), 
Phillip J. Eggert, John Tettemer, Wil- 
liam Henwood, George Ashworth, 
Gordon Stott and PeeWee Harris. 
Representatives in Suburban Council 
include Woosnam, Henwood and 
Jesse E. Terry. Adolph J. Kissileff is 


executive secretary. 


Oil Information Committee 
becomes new Name of Ouc 


secretary, Wendall MacMurray, Sink- 
ler, Inc.; treasurer, Angelo Quattroc- 
chi, Bristol Fuel Co., Inc., Bristol, Pa. 


OIL INFORMATION COMMITTEE is the 
new name of the former Oil Industry 
Information Committee, according to 


















































PES — _ 


Heat-Resisting 
Sheared to Size 














Advantages of Heat-Resisting 
Steel Combustion Chambers 


®No break , in shipment 
a Randle rf ; 


@ Lighter weight lowers 


freight costs 


®@ Quicker heating— 
greater efficiency 


@ Cleaner heat— 
better temperature control 


Write, 
wire 

or phone 
for details 
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Save time and money by fabricating your 
oil burner combustion chambers from 
sheared-to-size Ingersoll heat-resisting 
stainless steel. 

This special steel is correct in analysis 
to withstand high temperatures . . . con- 
sistently uniform in quality .. . and has 
exceptional forming characteristics. 

Ingersoll will custom shear it to your 
specified blank sizes, or multiples thereof 
(depending on size). And Ingersoll’s 
flexible facilities are geared to handle 
large jobs or small ones with speed and 
precision. 


Ingersoll does not fabricate combustion chambers 


Borg-Warner Corporation 
New Castle, Indiana 


Ingersoll STEEL DIVISION 
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M. S. Hauser, 1957 national chairman, 
The familiar initials ouc change to ge 






The national committee of the ny 
tion-wide public relations prograg 
sponsored by the American Petroleyp 
Institute decided to make the change 
on the grounds that a simpler name 
was preferable. 

The “Oil Information Committeg" 
designation has been in effect on the 
West Coast for many years. 












Washington, D. C., on1 
sponsors TV Weatherman 


SPREADING the good word on oil heat, 
along with news of the weather, to 1v 
viewers in the Washington, D. C., area 
is weatherman Louis Allen, who ap 
pears three evenings a week at 6:55 
on WMAL-TV, Channel 7. 

Allen’s message on the cleanliness, 
economy, safety and dependability of 
oil heat is sponsored by the Washing: 
ton, D. C., Oil Heat Institute. 


Gossett is named President 
of Plumbing-Heating Bureau 


ELECTED PRESIDENT of the Plumbing 
and Heating Industries Bureau at its 
37th annual meeting in Chicago was 
E. J. Gossett, chairman of the board, 
Bell & Gossett Co., Morton Grove, 
Ill. He succeeds John H. Ewald of 
Detroit. 

Other Bureau officers are W. 0. 
Brown, district manager, Crane Co, 
Los Angeles, re-elected vice-president, 
and E. C. Garrity, president, Garrity 
Company, treasurer. Norman J. Rad 
der is secretary. 





N. C. Oil Heat Council gives 


approval to advertising Plan 


APPROVAL of an advertising progtall 
for the six-month period ending Apri 
1 proposed by the advertising commit 
tee of the North Carolina Oil Heat 
Council was voted by the executive 
committee at a recent meeting ™ 
Winston-Salem. 

The advertising program, which al 
ready is underway, is being expedited 
by John Spencer, director of field rela 
tions of the Council, who is contacting 
Council county representatives 
working with the advertising agen? 
in charge. 















m| STOP TROUBLE 


Before It Begins! 


on the 


| heat, 
iin GB General Fuel Oil Filters get to the “heart” of any 
: filtering job. Note the unique “step back’ design 
J., afea of the high grade, wool felt cartridge. Oil is cleaned faster 
ho ap because one-third more filtering surface is exposed. 
t 6:55 A fine wire mesh screen, bonded to the cartridge, anchors 
each layer securely so microscopic particles can’t channel 
i between. Patented treatment of this center core prevents MODEL 
_ | lint from escaping into oil lines, reduces danger of by- ° 
lity of passing, and improves filtration by increasing the density i 2A-700A 
ishing. of the inner surface of the felt. FUEL OIL 
Lifetime, leakproof construction is another trouble-stopping c 
GENERAL feature. The cast iron cap and steel body won't FILTER 
crack, stretch, leak or wear out. Two vent screws allow easy 
it bleeding of the filter and lines. 
eau Best of all, GENERAL Cartridges fit all leading filter makes. “ “ 
' Insure trouble-stopping protection in every filter you service, : STEP BACK 
imbing by installing a genuine GENERAL Cartridge at least once 
| at its each heating season! WOOL FELT 
ZO was CARTRIDGE 
board, 
Grove, 
ald of ¢; i 
ee ic ae ee " a3 HUMIDIFIER 
Sit ent, by ; ; Ms ; ‘oa Mg . 
Jarrity se i$ > a Customers are the first to realize a 
1 Rad GO ) humidifier is no better than its resis- 


tance to clogging from lime and cal- 
cium build-up. GENERAL HUMIDIFIERS 
redvee clogging troubles in three 

ways: (1) Use of a patented, fasi- 


ess 1 ie acting WATERFLOW REOUKATOR, te 
an shit! pervious to rust, me scale; 
ae : ~~” : “POROSIL” (2) soapy mie bow float and malo 
z Apal cecal if EVAPORATING PLATES _ conventional humidifiers); (3) Calcium- 
ommit’ = ee ceramic evaporating — 
w channel” moisture upwa 





1 Heat we through minute “breathing spaces,’ 


tive 7) ri ’ 
a KEEP FLUES OPEN — IT’S EASY! | guegutueupeomeen ees eremere 
me A Ye" layer of soot can raise fuel costs 25%! CLEAN RIGHT why the Model 200 is making lite 
destroys a 2" coating in 2-5 minutes — without flash or cor- long friends for shops who sell it! 
hich ak wang: rosion. Take a can on every service call. Stop soot troubles 
pe dited the easy way! 
1d rela 
acting 
es and GEN ERAL FILTERS, INC. WRITE FOR full information, prices, 


agen] 43800 GRAND RIVER AVE. NOVI, MICH. and name of your nearest jobber. 


liters 

















WANTED! 


MORE DEALERS 


fo sell America's 
Most Economical and 


Efficient 
Package Unit! 


THE BETHLEHEM 





DINATHERM 








e The Bethlehem DYNATHERM offers all the fea- 
tures that make your sale easier—The Whirling Flame 
. . - Unit Engineering . . . Thermos Bottle Insulation 
. . - Beautiful Cabinet. 


e The Bethlehem DYNATHERM creates satisfied cus- 
tomers—gives them more for their money in fuel sav- 
ings (more than 40% savings are common) . . . pays 
for itself in 5 years! 


e The Bethlehem DYNATHERM comes. completely 
assembled and tested at the factory, thereby reducing 
installation cost, and assuring dependable, unin- 
terrupted service. 


If you've been losing sales . .. why not get 
started selling this outstanding Package Unit 
with many exclusive features . . . that offers 
everything your customers have been looking 
for in Healthful Heating! Wire or write immedi- 
ately for full information! 


BETHLEHEM FOUNDRY 
& MACHINE COMPANY 


BETHLEHEM. PENNSYLVANIA, U.S.A. 


BE RENEE. SPITE SSN ORL ER 5: RNS 
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New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 124 to FuELom & On 
Heat, 2 West 45 St., New York 36, N. Y., and iden 
tify the product by circling its number on the coupon, 


Stainless steel Racks now Standard 
on Skuttle automatic Humidifiers 


STAINLESS STEEL racks are standard on all Skuttle auto 
matic humidifiers to assure longer life of component parts, 
increase resistance to corro- A 
sion and rust and to make the 
units easier to keep clean and 
thus more efficient. 
Provided at no increase in price, stainless steel will be 
used also for other component parts, including the siphon 
foot clip on the self-flushing Model 600, the plate-rack clip 
on Model 450 and the alignment clip on all models. 
Made by: Skuttle Manufacturing Co., Milford, Mich. 
Circle El on coupon, page 124 





Steinen adds new residential and 
commercial draft Controls to Line 


HEAVY DUTY commercial draft regulators in 12, 14, 16, 18, 
20, 24, 28 and 32 inch sizes and residential models in 
6, 7, 8 and 9 inch sizes have been added to the Steinen 
line. 

The commercial regulators have a universal mounting 
collar for screw or strap type mounting and feature “Act 
Lok” for tamper-proof, custom-built accuracy with gat 
balance locked in at factory. These sizes also have a com 
pound draft setter, with minimum safety setting, and 
‘“Non-Jam” gate stops, with the gate suspended on two 
piece permanently-mounted hardened steel non-binding 
pivot pins with built-in full-size side thrust bearings. Level 
ing is simplified by true line level edges on permanently 
mounted side brackets. 

The residential draft controls are designed so that each 
can be applied to a flue pipe of its own identical dimensio®, 
as well as on pipes 1” smaller and 1” larger. In effect, 
four sizes may be used with flue pipe sizes from 5” throug 
10”. Calibration from .02” to .08” is provided on one scale 
for horizontal, vertical or diagonal installations, wi 
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LUBRICATION 
or ee 
sect oH 
+ 0 wemmone 









“1 Install 


2 The Power-Packed 
4 Circulator You 
se Can Rely On! 





a comy 

and 
. ies Manufactured under rigid quality control—with every 
nding feature to meet the toughest specifications. 
Level’ 
nently See Your Wholesaler or Write : 

Better Heating 

at each TACO HEATERS, INCORPORATED 
ension, 1160 Cranston Street, Cranston 9, R. I. 
ct, the CORPORATE OFFICE IN CANADA 
hrough 342 Madison Avenue Taco Heaters of Canada, Ltd. 
xe scale New York 17, New York 4 Gilead Place, Toronto 2 


without Better With TACO 
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. . . « New Products 


changing parts. A “push-pull” slide bar provides calibra- 
tion, with one movement of the bar control setting draft 
and stabilizing balance. ““Non-Jam” gates and a built-in 
plumb bob leveling device are standard. 
Made by: Wm. Steinen Mfg. Co., 45 Bruen St., Newark 
5, N. J. 
Circle E2 on coupon, page 124 


Winnen pre-fab industrial Chimneys 
less Costly and easier to install 


AN INSULATED pre-fab chimney made by Winnen Incin- 
erator for use with commercial and industrial furnaces, 
boilers, oven and incinerators features 
cost less than brick or steel chimneys and 
faster and easier installation. They may 
be free standing or supported by a build- 
ing. 

Available in 18” or 10” IDC, special 
sizes are supplied on order. A cast refrac- 
tory lining 2” thick withstands continuous 
flue temperatures in excess of 1800° F. 
Chimneys to withstand higher temperatures are available 
on special order. The jacket is aluminum; the chimney 
comes in two-foot sections which are cemented together 
with high temperature cement, then banded with alumi- 
num bands. 

Made by: Winnen Incinerator Co., Bedford 77, Ohio. 


Circle E3 on coupon, page 124 











Airtemp "Dandy Dozen plus One" room 
Airconditioners in 3 cabinet Designs 







“DANDY DOZEN—PLUS ONE,” the 1957 line of room air 
conditioners by Airtemp, includes seven conventional wip, 
dow conditioners for double-hung 
windows; three units for casement 
windows and three Imperial “wall- 
thins” for either in-the-wall or in-the- 










window unit location. 

The conventional window models 
include two Custom units in 3% and 
1 hp sizes, and five Custom Royal 
models, 1, 1/2 and 2 hp. All Custom 
Royal models (upper photo) include 
a ventilating control, exhaust control 
and two-speed fan. And all conventional window models 
include automatic thermostat as standard equipment. 

The three casement models are the Y%2 hp Casement 
Special, the 34 hp Custom Royal and % hp Custom. Auto 
matic thermostat is standard on both Custom and Custom 
Royal models; the latter also includes ventilating control 
and exhaust control. 

The Imperial Wall-Thins (lower photo) in y, % and 
1 hp sizes have thermostats, ventilating controls and two 
speed fans as standard features. 

Made by: Airtemp Division, Chrysler Corp., 1600 
Webster St., Dayton, Ohio. 

Circle E4 on coupon, page 1|24 
























BE CONFIDENT WITH CENTURY 
















10 Year Warranty Accompanies 3 


Every Century Furnace 
You Install! 


We 

e Gives factory support to your policy of pe 
customer satisfaction . 

e Assures your customers that every Cer: ple 
tury furnace is thoroughly engineered, We 
well-tested and well-built dre 

© One of the few 10 year warranties in the the 


entire warm air industry 


e Backs every furnace in the complete Cen- 
tury line of over 60 models 


AND REMEMBER... 


Every Century furnace—horizontal, utility, basemett 
and. counterflow—becomes a year ‘round air-con 
tioning system when you add Century coolin, 
with remote air or water-cooled condensers. a at 
information on the complete Century line, sen 
once to. . . DEPT. 208-A. 


ENntur 

















Sree 
S 
ENGINEERING CORPORATION 
CEDAR RAPIDS, IOWA 
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Another Walker Engineering Triumph! 


» New! ry Le] oe ke 
_ Draft Inducer-Regulator 


Corrects Troubles Caused 
by Insufficient Draft! 


Completely Engineered Combination Unit Sells 
for Much Less Than What You'd Expect To Pay! 


Here’s a new product that will correct any difficulty caused 








wh 









onoeete te) 


nodels 
t. 



































ement by insufficient draft...and correct it at a cost so low 
Auto- it’s almost unbelievable! 
iain The new Walker SHUR-FLO draft inducer-regulator com- 
sls bination both inspirates and regulates. After draft has 
| been established by inducer fan, the sensitive automatic 
| Walker regulator holds draft at maximum combustion 
/, and efficiency. SHUR-FLO keeps chimney dry, stops pulsation 
d two and smoking, eliminates soot and odors. 
Big Aid to Contractors and Installers 
1600 With the Walker SHUR-FLO, contractors and installers 
can eliminate draft troubles in both old and new housing 
with a single installation. The product is particularly 
effective in modern homes where the trend is toward 
pl lower chimney heights. Installation is simple, fast and 
requires only elementary wiring provisions in most cases. 
Tests Prove High Efficiency 
ace Look to Walker he Walker ee has veces 2e he rte by 
the largest and most prominent industrial research organ- 
FOR A COMPLETE LINE OF ization® in the coe? Their findings show that this , 
DRAFT CONTROL PRODUCTS combination unit operates at highest efficiency under even 
Walker, with over 30 years of draft control experi- | the most adverse conditions. 
icy of ence, produces automatic regulators for a complete ff The SHUR-FLO unit is constructed of heavy gauge gal- 
range of installations... from small space heaters jf vanized steel. The motor is a heavy-duty, fractional HP 
fo the largest heating plants in factories and multi- | that consumes little current. Motor is specially built for 
y Cen ple housing projects. Be sure to inquire about the ff draft inducer service and is mounted so that it is shielded 
eered, Walker Royal Purple Model, the only automatic § from chimney heat. Motor requires little maintenance. 
draft control that’s absolutely impregnable to soot, | Regulator and inducer fan are both constructed of cor- 
in the carbon, corrosion, dust. Another Walker first in rosion-resistant material. ; 
the industry! For the full facts on this revolutionary unit, see your 
supplier or mail coupon below. *Name upon request. 
e Cen 
GET THE FACTS NOW — MAIL COUPON AT ONCE! 
Walker Manufacturing & Sales Corp. 4 
nen 4 ; 1750 Penn St. St. Joseph, Mo. Jf 
6 al § Information please! Send me details on items # 
send at i checked. ! 
i [] Walker SHUR-FLO Draft [] Industrial draft regulators for i 
Inducer Regulator schools, office buildings, 
apartments, stores and manufac- § 





4 [] Walker Royal Purple Model 












i turing plants. f 

T y ? A Automatic Draft Regulators 
ne da Wrap Round pU for small installations (space C] Venturi-Top chimney cap for i 
cca Tee Joint ff heaters, circulators, water heaters, chimney trouble with back- ff 
trailer stoves, etc.) draft. i 
2 Your favorite supplier’s name please (write in) 4 
See our Booth #920 at the IH & AC Exposition "Name. i to 2) oa ae - 

i o— fT ES OU a SN op ee ae Sok Ae ee, a Pe 

Chicago—February 25-March 1. Se ee PAO PRT RB cal oie! t 
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direct oil fired 
WATER HEATERS... /, 


(sLASS-LINED ... 
19 elele(—jan @ Ja 1@) 


FOR HOTTER WATER— 
CLEANER, FASTER! 


lined boiler-plate steel 
tank will withstand 
Hydrostatic pressure of 
300 IDs. psi 
4@ Heavy-duty Fiberglas 


lation prevents ft 


ium anode ass 


eglele(—) an Os 1 @) 


FOR MAXIMUM EFFICIENCY— 
LONGER LIFE! 


4 Features solid copper tank 
sased in he rill high 
1th steel to withstand 
hydr static te ty the sure of 
525 )) Ibs psi 
4 Cleaner water assured 
always flows through 
Never-Rust copper 
No heat loss heavy 
Fiberglas insulation 
completely covers the tank 


STYLED FOR STREAMLINED GOOD LOOKS! vs 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 





LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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Hart Supra-Flame gun Burner operates 
in capacity Range of 0.65 to 1.65 gph 





HART HEAT offers its Supra-Flame high pressure gun burner 
as an answer to pulsation and noise problems sometime; 
encountered 
in oilheating in- 
stallations. The 
burner, which has 
a capacity range 
from 0.65 to 1.65 
gph, uses a hol- 
low cone type tip, 
80° spray angle 
and conventional 
100 lbs. psi pres- 
sure. But, in ad- 
justing for over- 
fire draft, installation instructions recommend settings of 
almost zero—0.005 to 0.010 is described as ample for | gph 
fires. 

The burner features a combustion head of exclusive Hart 
design, aiming at high efficiency with small capacity nozzles 

Made by: Hart Heat Div., Avery Farm Machinery Co, 
Peoria, Ill. 
















Circle E5 on coupon, page | 24 | 
# 


Additions to Federal Scotch Marine d, 
boiler Line have "wet back" Design A 


FOUR ADDITIONS to the present Federal Scotch Marine 
Boiler line increase the certified output rating from a pre 
vious top of 131 hp to a new 
high of 261 hp. 

The larger sizes, Models 
Nos. FM-15180, FM-18220, 
FM’21250 and FM-24290, in- 
corporate a “wet back” prin- 
ciple which extends boiler 
water all the way to the rear = 
and at the back of the boiler, designed to allow a greater 
amount of boiler water to be heated at the same burner 
firing rate. 


Made by: Federal Boiler Co., Midland Park, N. J. 
Circle E6 on coupon, page 124 











Lima Register's Super 72 baseboard 
Diffusers have larger Capacities 


THE LIMA SUPER 72 extended baseboard diffuser featutts 
larger capacity and is suitable for airconditioning installa 
tions using base- 
board supply outlets. 
The two-foot size 
has 26.6 sq. in. of 
free area and meets most aebneniee requirements. The 
four-foot size has double capacity for commercial installa 
tions. The units have a large free area to give good “throw 
power” for heavy cooled air. 
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1 gph 
e Hart 
ozzles. 
1 OIL BURNER NOZZLES 

j, Every Tip individually tested for Spray Angle and 

Capacity—your guarantee of Uniformity. 
e 9, Self-Centering internal assembly always produces 
. a balanced spray—NO lopsided fires. 
| 3, Micro-Finished Tip and Disc seats plus extremely 
Marine § close manufacturing tolerances insure accurate 
a pre capacity control. 
| 4, Handle all domestic oils currently supplied in AIR MIXING 
om, United States and Canada. EQUIPMENT 
page 5, Tip, Disc, and Locknut made of High Chrome 9 
al Stainless Steel for Maximum Heat and Wear Re- 
COMBUSTION HEADS: Latest G-81-C Head is as easy to 






install as an ordinary Air Cone and Stabilizer. No “adjustments” 
to get out of order and produces high COs. For either 37/4” 
or 4” |.D. Air Tubes. 


CONVENTIONAL: Bladed Cone Rings and four blade Stabi- 
lizers for ordinary Air Tube replacement from 3!/2” to 8” Inside 
Diameter. Also special "Anti-Pulsation” equipment. 


FLAME MIRRORS 


Unless you can see the flame you can’t tell 
whether or not a burner fs firing property} 
With a Monarch Flame Mirror you can see 
the flame is balanced, the electrodes y 
located, and that there is no flame nge- 
ment on the fire-box or air cone. 

Features: 

1. Least expensive mirror on the market. Extra 
mirrors alone cost approximately '/, price of 
complete unit. 

2. Highly polished chrome finish mirror can be 
quickly interchanged or replaced by removing 
a single set screw. 

3. Swivel joint assembly of Brass, Nickel-plated. 
Two handle end sections of Aluminum. 


CIRCULAR 9254 





sistance. 
§, Five difference series available for producing vari- 
\ ous spray characteristics. All developed through 
hundreds of fire tests in laboratory and field. 
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burner NOZZLE BOXES 






4 ]. Don't jumble ycur Nozzles loosely in your 
tool box like “nuts and bolts" if you expect 
them to be usable. Carry them securely in 
one of these sturdy well built Monarch 
Nowle Boxes, Available for holding either 
4 or 48 nozzles. Cabinets also available 


tolding 480 nozzles. 
! “ff MFG. WORKS, 
INC. 


2503 £. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C 
E.S.Gallagher Sales Ltd. Toronto 12, Canada 
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Wow to WIN Customers 


and iL) hed 3-4-1 — 
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Feature and Sell the New 


rhilo fle 160° 


AUTOMATIC HUMIDIFIER 


with the Revolutionary New 
and Unbreakable Glass Fiber . 


EVAPORATOR PLATES 


Absolutely unbreakable ... pick up 
water faster . . . evaporate more 
water . . . rustproof drain clips 
prevent drip. 
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. - New Products 


For large areas in commercial applications, Super 7) 
diffusers can be quickly connected in any multiples te. 
quired by using Lima joining connectors. Lima Series 7) 
Super baseboard diffusers have automatic push-butto, 
damper, modern styling, heavy construction and perma: 
nent finish. 


Made by: Lima Register Co., Lima, Ohio. 
Circle E7 on coupon, page 124 


Turbo-Vac Cleaner has high Volume 
of air Intake for fast Cleaning 


A LOWER COST vacuum cleaner to handle all maintenance 
cleaning as well as major boiler cleanout operations ig the 
Kent “Turbo-Vac” which 
features high volume of air 
intake for fast cleaning and a 
removable head with 1 hp by- 
pass motor. 

Model 45 has a tank capac- 
ity of 2/3 bushel or gallons. 
Tank is of 18 gauge steel, plastisol-lined to prevent rus. 
Mounted on four ball-bearing swivel casters, it rolls easily 
in any direction. The motor is by-passed with a separate 
current of cooling air, sealed against dust, dirt and water. 
Air volume is 135 cu. ft. of air per minute. Filter has an 
area of 400 sq. in. and, with disposable paper filter, 850 
sq. in. The head may be removed and used in combination 
with the Kent “Drum-Seal” which fits on an ordinary 
boiler room drum or container for boiler cleaning applica 
tions. 

Made by: Kent Co., Inc., Rome, N. Y. 

Circle E8 on coupon, page 124 


New General Controls draft control 
Instruments for improved Combustion 


CLOSE CONTROL of overfire draft provided by General's new 
automatic system reduces losses of useful heat. A draft 
program control, in conjunction with [_ _- 
a modulating damper actuator, main- 

tains a correct draft for all firing con- 

ditions and also assures safe starting 

by opening the uptake damper prior 

to burner ignition. This control sim- 

plifies installation by providing manual 

switches, convenient terminal facilities and relays “within 
a single compact unit. 

Companion instruments optionally available for close 
surveillance and additional accuracy are flue gas tempet# 
ture indicator; draft gage for indicating amount of 
affecting combustion rate, and steam pressure controller/it” 
dicator, which controls fuel rate to burner in response ® 
steam pressure changes. These secondary instruments 
to accurately proportion fuel supply, avoiding ar 
pressure swings. E 

Made by: General Controls Co., 801 Allen Ave., G f 
dale 1, Calif. 

Circle E9 on coupon, page |24 
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We have 25 Neptune Meters in use now on our trucks and loading rack and find that they are the 
best that can be bought. We have used just about every type that is on the market . . .” states Mr. 
1. H. Potter, of T. T. “Tom” Potter & Son, Morehead City, N. C. 


25 in-plant vehicles are refueled through Red Seal 
\P-gas “compact” meter at Torrance, Calif., plant of 
National Supply Co. This fully approved LP-gas meter- 


ing system included all accessories in one safe, easy- 
fo-install unit. 


P Neptune remote control meters at Esso Standard Oil 
$ big New Haven terminal speed loading o: 8 
ond trucks simultaneously. Automatic interlocks 

withdrawal of any product until authorized by lock- 
ticket into office register. 


é _ 


Rogers Oil Company, Raleigh, N. C., . . . a Neptune customer for 15 
years . . . have five 3-in. Auto-Stop Red Seals at their bulk plant, filling 
100 and 200-gallon truck compartments. Roger’s big business is kerosene 
fuel for tobacco curing and fuel oil for home heating. They also have 2” 
Red Seal meters on local delivery trucks. 


PE TROLLEY FPRODQUES, 





Small outlay keeps New York dealer’s 32 trucks rolling: In 4 to 15 
minutes, practically any meter service problem can be fixed simply by 
substituting one of these “spares.” With the truck back in service, you 
can clean, repair or renew the parts at leisure. 

















. New Products 


Way-Wolff redesigns Ship-Heater 
to reduce overall Height by 7" 


A MORE COMPACT arrangement of controls and a redesigned 
air intake on the miniature — ‘Wolff — -Heater has 
resulted in a reduction of ra 

almost 7” in the over-all 
height of the unit. Designed 
to provide heat and continu- 
ous hot water in small vessels 
of the 40 to 60 ft. class, the 
new model is of the two-pass fire tube design with: a wet 
bottom to insure safety even when set upon a wooden deck. 

The heater, which permits fully automatic firing of 
Diesel oil, mounts in either vertical or horizontal position 
and may be suspended overhead. The boiler is complete 
with combustion chamber in place; insulated steel jacket; 
oilburner assembly complete with oil pressure and vacuum 
gauge and magnetic oil valve, plus all controls and acces 
sories, 

For shipboard installations, units are furnished for op- 
eration on DC of 24, 32, 115 or 230 volts. Also for use 
with Ac of 110 or 220 volts, 50 or 60 cycles. Power con- 
sumption is 150 watts. Nominal output rating of the unit 
firing .65 of a gallon of oil per hour is 60,000 Btu per 





hour. The unit has numerous stationary applications also. 
Made by: Way-Wolff Associates, Inc., 33 Fulton St., 
New York 38, N. Y. 


Circle E10 on coupon, page 124 








Metalmaster hot water Circulator 
gives full Lift, quiet Operation 


LATEST ADDITION to the Metalmaster line of oilburners i 
a hot water circulator, designated the Metalmaster “109” 
which gives full lift with g™% 
quiet, vibration-free opera’ | ¢ 
tion. The unit has rubber- 
mounted, self-aligning, over- 
load protected motor; bal- 
anced impeller; hardened 3% 
shaft; watertight carbon and stainless steel seals, and extra 
absorbent oilite bearings. 

It has full capacity for 12”. Interchangeable flange: 
can be supplied for 34”, 1” and 114” application. 


Made by: Metalmaster Corp., 66 Elm St., Newark, N, | 















Circle El! on coupon, page 124 






Ra-Rich ''Ace" hot water air Vent 
is automatic and small in Size 






A COMPLETELY automatic hot water air vent, the “Ac 
Vent,” to eliminate the need of bothersome manual air 
vents has been perfected by 
Ra-Rich and offered on the 
market at the suggested trade 
price of 25¢. 

Built in a similar fashion and with the same chamber 













Welcome to the 5th Annual 
NATIONAL HEATING & AIR CONDITIONING SHOW |} 


MARCH 11th, 12th and 13th, 1957 hve 
Automotive Building, Exhibition Park, 
TORONTO, CANADA 


The Show Window of the Automatic Heating 
and Cooling Industries in Canada. 
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THRUSH 


ow Contol bieloe 


Horizontal Thrush Flow Control Valves save head room, save 
pipe, save labor and simplify zoning hot water heat. With the new 
wo inch valve just introduced, a complete range of Horizontal Flow 
Control Valves for all zoning requirements, 1”, 114”, 1144” and 
2” is now available. 


These valves operate only when the Thrush Circulator creates 
ufficient pressure head to open them. They close automatically 
vhen Circulator stops, preventing wasteful overheating. Adjusting 
kver permits manual operation for gravity circulation or for drain- 
ing the system. 
























A TYPICAL THRUSH ZONED 
SYSTEM of Hot Water Heat 


Three zones are illustrated, using 
Horizontal Thrush Flow Control 
Valves. As many more zones and 
units may be added as are needed. 
Vertical Thrush Flow Control Valve 
with air tube is used in the boiler. 


simplifies zoning of HOT WATER HEAT 


Each zone requires just three simple units, a Circulator, a Flow Con- 
trol Valve and a Thrush Radiant Heat Control to provide accurate control 
of temperature in each area automatically. They are inexpensive and easy 
to install ... and you give your customer a better job if you standardize on 
genuine Thrush units for zone control. 


See your wholesaler, or write Dept. C-2 


H. A. THRUSH & COMPANY 


Heat Control PERU « INDIANA 
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DISTRIBUTORS. 
WHOLESALER 


Did You Know... 
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That's right... for a small investment (see example) you're ready 
to supply your dealers with complete “Gale-Aire” distribution 
systems for heating or cooling. 


That $4,000 investment will bring you a full Char-Gale truckload 
... actually all the material for 40 jobs, including plenum, fittings, 
duct and registers! 

...And, check the small space required . . . less than 300 square 
feet, 8 feet high will store all you need to start increasing your 
sales and profits with Char-Gale. 









HERE’S HOW! 
































YOU INVEST... 


Just $4,000 and 300 square feet of warehouse space are enough 
to start a profitable increase in your business with the Char-Gale 
air distribution system. Immediately, with no big commitment on 
your part, you’re in a position to offer your dealers the finest com- 
plete, simplified air distribution system on the market, for heating 
or cooling. 





YO U G FE T eas A Char-Gale truck will bring a// the elements of THE Char-Gale 
*‘Gale-Aire’’ comfort air distribution system direct to your door, in 
one convenient delivery. You don’t have to be concerned about 
matching units from different sources, or hoping to coordinate a 
series of deliveries, because it’s all there, in ONE CONVENIENT 
LOAD. Even after Char-Gale becomes a big part of your business, 
1 TRUCK LOAD you can keep inventories down, because Char-Gale trucks travel 
anywhere in the country in a hurry. And you get truckload discounts 

on any combination of Char-Gale equipment. 





YOU SELL... 


All the material for 40 jobs, heating or cooling, is brought to you 
in your first Char-Gale truckload. This includes plenum, fittings, 
duct and registers. Everything is designed and manufactured for 





simple installation and efficient operation. And it comes to you 
completely packaged, for easy storage and protection against 
damage. 


Act Now, to Increase Your Business 
and Your Profits, with Char-Gale! 


As you can see, it’s not necessary to tie up your 


















ady capital in large inventories of duct, fittings and 
bg registers. By stocking the simplified “Gale-Aire” 
sod system, you and your dealers get a complete 
ngs, SEND FOR THIS NEW air washinant ace line for either heating or cooling, 
i ENGINEERING MANUAL that’s easy to store, sell and install. 

your Now, in one convenient manual, all the information 





necessary for figuring heating and cooling jobs! The 

answer to a long-felt need, this new manual will be : A i 

an invaluable tool for distributors, wholesalers, deal- For further information, write us, today! 
rs, and architects alike. Write today, on your 

ad, for your free copy. 









SEE YOU AT THE SHOW 


Visit us in Booth 873 at the International Heating 
and Air Conditioning Exposition in Chicago, 
FEBRUARY 25 THROUGH MARCH 1, 1957. 
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ALL METAL 
from base to 
rain cap—quick 
heating and cool- 
ing means more 
efficiency. 
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. . « « New Products 


less than 44”. Very fast cycling is another of its features 
Made by: Ra-Rich Mfg. Corp., Holtsville, N. Y, 
Circle E12 on coupon, page 124 


Blue Heat Concentrate for Fueloil 


developed by Parke Hill Chemical 


BLUE HEAT CONCENTRATE, fueloil additive developed by 
Parke Hill Chemical, is offered as a means of eliminating 
service calls caused by soot, odor and clogged strainers and 
nozzles. In effect, the additive makes it possible for fueloj 
distributors to merchandise a “premium” fuel at no extr 
cost. 

Descriptions of the concentrate explain that it fulfils 
the requirements of an additive to dispel fueloil odor, 
minimize carbon build-up, dissolve sludge, eliminate tank 
corrosion due to condensation. Advantages to the dealer 
include reduction in service department costs and ability 
to divert service personnel to more productive work, such 


as installations. Cost of application, which is done in bulk ‘ 


before delivery, is said to be low. 
Made by: Parke Hill Chemical Corp., Bertel Ave., Mt. 
Vernon, N. Y. 
Circle E13 on coupon, page 124 


Armstrong Humid-i-maker maintains 
desired Humidity in Homes, Offices 


AN AUTOMATICALLY controlled, evaporative-type humidi 
fier, the Armstrong Humid-i-maker, is designed for homes, 
offices, schools, hospitals and other 
buildings. 

The unit operates by circulating 
air across the surface of heated 
water and into a central distribu- 
tion duct. It consists of a closed 





stainless steel tank containing sub- - 
merged copper heating coils and a water-level control. A 
blower mounted on top of the tank circulates the air. Hot 
water for the heating coils is pumped from a boiler or hot 
water heater. A humidistat controls both blower and hot 
water pump. Fill water is taken from the regular soft water 
supply. Large capacity is obtained by heating the water, 
since air picks up much more moisture from hot water 
than from cold. 

The unit can be suspended from a ceiling or mounted 
on a floor stand. The tank drops to make all parts access 
ble for cleaning, service or inspection. The Humid-imaker 
comes complete, ready for installation, and includes ov 
ered tank, coils, float valve, blower, duct connections, hu 
midistat and transformer-relay box. Optional accessote 
are a wrought-iron stand and a sheet metal housing. The 
unit will handle any size home or up to 33,000 cu. ft 

Made by: Armstrong Machine Works, Three Rivers 
Mich. 

Circle E14 on coupon, page |24 
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size as Ra-Rich’s #1W hot water air vent, the Ace Vent 
is designed with the same seven high-grade hygroscopic 
disc arrangement. The vent is of nickel-plated brass anj 
is 15/16” long. After insertion in radiator, it measure 
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The Sign of bigger dealer profits 


... Sreater customer satisfaction 


‘Certified Comfort” is a plan de- 
signed to help Shell Dealers build 
bigger sales and greater customer 
ulisfaction. At the same time, it 
tables the dealer to assure the 
lomeowner a quality fuel and ex- 
htt oil heating service for the 
titire season. 


With the “Certified Comfort” 
Man, the Shell Fuel Oil Dealer 
tities top quality heating oil and 


SHELL OIL COMPANY 


assures his customers of premium 
service, including degree-day sys- 
tem deliveries, anti-corrosion treat- 
ment of fuel tanks and metered 
delivery receipts. 


To thoroughly acquaint fuel oil 
consumers with the ‘Certified 
Comfort” theme, Shell has pre- 
pared a complete advertising pro- 
gram, which includes television, 
radio, outdoor, newspaper and 


direct mail—all available to the 
Shell Fuel Oil Dealer. This pro- 
gram is specifically designed to 
increase sales . . . and profits. 


You, too, can profit with the 
“Certified Comfort” Plan. Call the 
local Shell office for complete de- 
tails. Remember, the “Certified 
Comfort” Plan is a Profit Plan for 
Shell Fuel Oil Dealers. 
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COMBUSTION 


fe CHAMBERS 
Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweicht insulating materials and then kiln-fired to with- 
stand 2300° F temperatures . . . that’s why they’re “tough” 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers s cations are our specialty. Inquiries are 
invited for prompt free estimates. 


ow CLAY FORMING CO. 
) Sebring, Ohio Phone: 8-6141 




























Mtig’s. of RADIANTS © BACKWALLS ¢ STOVE LINERS | 
\ COMBUSTION CHAMBERS ¢ INSULATING BRICK ¢ ELEMENTS 

















"Instrument check- 
ups open the doors 
to profitable equip- 


ment 


FYRITE 


SERVICE 
KIT 


The FYRITE Service Kit provides a complete set of accurate, 
quality-built combustion-testing instruments at the lowest cost. 
It includes the FYRITE CO? Indicator which is unsurpassed for 
fast, accurate flue gas analysis; and also contains the popular 
DRAFTRITE Draft Gauge and the 950° EF. 

mercury Stack Thermometer, all packed in 
a sturdy steel instrument chest. 


The chest is equipped with brackets for the mercury 
thermometer, and the TEMPOINT 200°-1000° F. Dial 
Thermometer shown at the right which may be sub- 
stituted for the mercury thermometer at slight extra cost. 


Ask your Jobber or Write for Bulletin 730 
BACHARACH INDUSTRIAL INSTRUMENT CO. 


7301 PENN AVENUE—PITTSBURGH 8, PA. 













. . QUALITY INSTRUMENTS 
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that Pay for Themselves 


_ Automatic is completely assembled, packaged and ready 


| boiler comes in both 535- and 880-foot radi- 


Quiet Automatic ESCO-PAK Boiler 












is packaged and ready to install 


A CASTIRON hot water, oilfired boiler offered by Quig 







for installation. Called the ESCO-PAK, the 






ation sizes. 
Features are: cast-iron boiler with Quiet 
Automatic oilburner in one-piece cast-iron 





housing; Minneapolis controls; tankless coils 
up to 4/4 gpm; location of all controls, do- 
mestic hot water connections and circulator 
in front of boiler for easy hook-up. 
Made by: Quiet Automatic Burner Corp., 
33 Bloomfield Ave., Newark, N. J. 
Circle E15 on coupon, page 124 








Fenway's newest Nibbler will cut 
16 gauge, corrugated sheet Metal 


NEWEST addition to the Fenway line of portable metal 
cutting nibblers is a tool to cut 16 gauge corrugated sheet 
metal and small diameter ve ‘| 
duct or sheet metal pipe with- 
out distorting, curling 
flattening of the corrugated 
curves. 





iy) 





or 


A special nose piece and 
die holder set at right angles 
to the body of the tool per- 
mits ease in handling the tool. 
Also, because of its design, diagonal cuts across the curves 
can be made and circles as small as 2” in diameter canke 
cut without distortion. The nibbler weighs 7/2 lbs. and 
measures 10” overall. It has a Y2 hp, high speed motor, 
ball-bearing, and operates from 110 volts AC/DC curtent 
single phase with 33” of cutting per minute of 16 gauge 
metal. 


Made by: Fenway Machine Co., Edgemont and Clemer 
tine St., Philadelphia 34, Pa. 


Circle E16 on coupon, page |24 












Lennox introduces new evaporator Unit 
for remote air-cooled Airconditioner 





AN EVAPORATOR UNIT, the LS2, has been introduced by 
Lennox Industries for installation with its remote ait-cou 
airconditioning equipment. a 
Besides providing an abun- 
dance of evaporator surface, | 
the unit projects this surface | : 
into the plenum for extra 
cooling efficiency. Easy access 
to the coils is attained by 
removing the _ triangular- 
shaped front panel. 

The new unit requires less headroom than previ 
models and, like them, the cabinet can be installed 0m 
with the furnace and the evaporator coils added later 
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... for FASTER SALES now! 


Two important advantages boost 
heating sales for Airtemp dealers. 

First, the finest automatic fur- 
naces you can buy...Chrysler- 
engineered to exacting standards, 
for maximum efficiency and 
dependability. 

Second, the important “‘plus”’ of 
future cooling. Every Airtemp fur- 


Nintewep 
DIVISION 


CHRYSLER CORP 









































nace quickly and easily becomes 
yearound air conditioning with the 
simple addition of economical 
Airtemp self-contained or remote 
cooling. 

It is Chrysler ‘‘designing for the 
future”’ like this that makes Air- 
temp furnaces your best bet for 


faster sales! 


offers the greatest selection of 
air conditioning equipment...286 models 
...38 of which are furnaces 





al 


AIRTEMP FURNACES... built with the futurein mind 


New Promotion Help... for You! 


Full-schedule, full-page advertising 
in top national magazines. . .effec- 
tive, new prospect-getting cam- 
paigns, special promotions—a 
whole array of tested merchandis- 
ing aids! Why not join the big 
sweep forward—with Chrysler? 


Write for details on Airtemp fran- 
chise opportunities today! Airtemp 
Division, Chrysler Corporation, 
FO-2-57, Dayton 1, Ohio. 
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When converting fireboxes 


Put Across 
The Fuel Savings 





Story! 










15% 025% | 
Lowe 
Ful Bills 


Bil WIFB 




















Naturally homeowners are cost-conscious these days. 
That’s why it is good business to tell conversion 
prospects about fireboxes made of fuel-saving B&W 
Insulating Firebrick. 

Because B&W IFB are light in weight, they do a 


better insulation job . . . come up to operating tem- 
perature fast, hold heat inside the combustion cham- 
ber. That results in 15% to 25% savings in fuel 
bills—a good way of building satisfied customers. 

Explain, too, that they will get better combustion 
as well as clean, odorless heat that will certainly 
please Mrs. Homeowner. Rely on the B&W Insulat- 
ing Firebrick story to make you 
the man to see in your community. 













A Valuable Guide 
for Every Installer 
Send today for this Handbook! 


THE BABCOCK & WILCOX CO. 
Refractortes Division 
General Offices: 161 East 42nd St., New York 17,N.Y. 
; Works: Augusta, Ga. 

















. New Products 





Each coil assembly has an expansion valve and ‘ “elimina. 
tors’ where necessary, and a condensate pan with connec. 
tion for one-inch pipe. 

Made by: Lennox Industries, Inc., Marshalltown, Io ' 











Circle E17 on coupon below 


International wall Furnance convertible 
from Heater to central heating System 
WALL FURNACE Model R70 by International Oil Burne 
can be converted to a central heating system ¢ or r to a com: 
bination overfloor-underfloor system. | i 
The oilburning unit panel fits into 
a wall opening 60” high x 2514” wide. 
With a central location, the R70 will 
heat 4 or 5 average rooms as an over- 


gc =, 


floor unit if there are free openings 
to all rooms. By adding fibre duct, also 
manufactured by International, to dis- 


Smo = ea 


tribute heat underfloor, either a com- 


= 
= 


bination overfloor-underfloor or com- 
plete underfloor system can be pro- 
duced. 

The wall furnace has a heating ca- 
pacity of 55,000 Btu’s, a 600 cfm blower, automatic wal 
thermostat, louvered front door, and neutral beige baked 
enamel finish. 

Made by: International Oil Burner Co., St. Louis 10, Mo. 

Circle E18 on coupon below 
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READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD FEBRUARY ISSUE 

Mail Now—Coupon Expires April 30, 1957 





Circle numbers of new product items on which you 
want more information: 

NEW PRODUCTS 

El €2 £3 E4 £5 £6 £7 E68 €E9 EI0 

Ell El2 E13 E14 EIS E16 EI7 E18 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
Page ..... 
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~|WEIL- McLAIN 


2m RADIANT CAST IRON 
Burner BASEBOARDS 


a CON 


Towa, 


offer all these Have you seen 


Clin Values 


The “extra values” illustrated below show 
why Weil-McLain Cast Iron Baseboards 
offer more to both you and your customers. 
Easier and quicker to install—keep labor 
costs down—put you in a better competi- 
tive position. Clean-lined, simple styling 
-with a complete line of metal trim for 
neat, attractive installations. Ideal for 
modernizing, because they can be installed 
oe room at a time without disturbing 
system balance. Two heights—to meet 
all heating requirements. Get all the facts 
—send now for literature. 


the new 
WEIL-McLAIN 
P-OB 
PACKAGE BOILER 


A complete oil-burning 
package of ‘“‘extra values” 
—everything included for 
quick installation in a 
forced hot water system. 
All the efficiency and 
long-life advantages of 
round shape and cast iron 
construction. Top grade 
burner, circulator and all 
controls . . . provision 
for tankless or storage 
domestic water heater 
No. 9 No. 7 ..-fully wired, insulated, 
jacketed. Two sizes— 
79,000 and 101,000 BTU. 
Send for Bulletin C-201. 
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10, Mo. Highest ratings 
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lillie installed height 
FACTORY ASSEMBLED 
F Shipped assembled in 
lengths of 6 ft. or less— 
cuts installation time. y 
No dead corners in the 
i round P-OB—greater 
7 agg ay ge ti 
— CONVENIENT AIR VENT THis LENGTH CAN BE : bers Bryne es — 
1 YOU Located pda s of baseboard SECTIONS TO MOST mum heat transfer sur- 
y —easily accessible. EFFECTIVELY USE THE face before release. to 
AVAILABLE WALL the chimney. 
E10 
es eee 
name 
more 
AIR SEAL STRIP AVAILABLE IN 
Prevents air leakage behind | 6° INCREMENTS 
+) es panels—furnished without An 18” left end section 
ent: charge. O reduces need for metal 


; ‘ Vertical connecting 
extensions— permits 


using more available 
outside wall. 


water passages offer 
least resistance to natu- 
ral upward water move- 
ment. Cool return water 
rapidly omen -—_ ae 
to supply outlet o 
boiler. 












a Maen WEIL-McLAIN COMPANY 
car BOILERS RADIATORS Nite iich¥ Mabe mel Diet? 


Address literature requests to Dept. B-27 





on January 10th. The fire is believed 
to have been caused by leaking gas. 
The oilburner and pump casting 






~~ MANUFACTURERS 
ACTIVITIES 







enabled production to be resumed 
within a few days at another building 











Silent-Flame now Producing on the company’s property. Walshin 
after Fire destroys Plant stated that within 20 days following 
FULL PRODUCTION has been resumed __ the fire, full production was again un- 
at the Silent-Flame Mfg. Co., Inc., derway. 

Blue Point, N. Y., according to an an- Construction of a new, modern, 
nouncement by Murray Walshin, one-story plant has begun on the com- 





president. The main building of the —_ pany’s two-acre property. When com- 






















that means 
dollars 


to you f 


















This chart illustrates the sustained efficiency of the Blackmer design. 
Internal wear has only slight effect on the volumetric efficiency of a 
Blackmer pump until the “Vanes” are finally worn to the critical 
point. Even after severe service, the wearing parts can be replaced 
easily and economically. 








The high mechanical efficiency of the Blackmer design reduces the 
power requirement, and it is not uncommon for a Blackmer pump 
to require a smaller motor than other designs thereby reducing both 
initial and operating costs. 











‘Available in rated capacities — from 10 GPM to 1500 GPM, pres- 
sures —— up to 150 psi. 







"liquid materials handling”® equipment 


BLACKMER 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK e ATLANTA « CHICAGO e GRAND RAPIDS e DALLAS e WASHINGTON e SAN FRANCISCO 


See Yellow pages for your local sales representative 
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patterns were not destroyed and this 


plant was destroyed by a $500,000 fire __ pleted, the new plant will permit pro- 





duction of a larger volume of oilburn. 
ers and pumps than before. 


Newark Firm named to handle 


Steinen advertising Account 


ADVERTISING and publicity of the Wi 


liam Steinen Manufacturing Co, 


Newark, N. J., manufacturers of com 
ponents for oilheating equipment and 


screw machine products, will be han 


dled by Carpenter-Proctor, Newark 
Steinen, which will celebrate its 
50th anniversary this year, makes and 


supplies draft regulators, oilburner 


nozzles and electrode assemblies, 


Cowan Co. now located 


at North Bellmore, N. Y. 


NORTH BELLMORE, Long Island, N. Y,, 
is the new home of the Bert Cowan 
Co., formerly located in Brooklyn, 


Cowan explains that the move pro 
vides larger facilities to enable the 
company to produce control repair 
parts and expand its line. 


Fessler to manage Penn 
Heating Controls Division 


APPOINTED manager of Heating and 
Gas Appliance Controls Division of 
Penn Controls, Inc., Goshen, Ind., is 
Francis X. Fessler, succeeding Jack 
Searls, who resigned. 

Former division manager of the Gas 
Appliance and Pump and Air Com 
pressor Controls Division, Fessler wil 
retain responsibility for gas appliance 
controls sales while assuming charge 
of the heating controls division. , 

Robert L. Place, who assisted Fesslet 
in his former post, will be assistant it 
the new division. 

Appointed to the managership of 
the Pump and Air Compressor Con 
trols Division was James F. Kinney. 









Fessler Place 


February 
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FROM THE “HEART” OF A ‘37 CHEVY 


Many of the things that make a 
Chevrolet truck more economical to run are 
seldom seen by the owner. They’re 
hidden features, deep in the truck’s design. 
Here are just a few of them, to 
prove a Chevy’s engineered better and built 
better for bigger savings! 


1, Forged steel crankshaft—It’s extra sturdy, precision ma- 
chined and balanced, the foundation for dependable, long- 
lasting power! 


2. Aldipped exhaust valves *—Special aluminum treatment on 
valve surface protects valves against pitting; engine wears 
less, costs you less to run! 


3, Hydraulic valve lifters—for longer valve life in V8’s, 
fewer engine repair jobs. 


4. Chevy V8 piston—Thanks to short-stroke V8 engine design, 
this piston travels a shorter distance, wears less. Short-stroke 
aids fuel economy, too! 


997 CHEVROLET TASK-FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY... CHAMPS OF EVERY WEIGHT CLASS! 


eloil 


LOW HAULING COSTS COME RIGHT 





5. Oil-bath air cleaner—standard on all Chevrolet truck 
engines for added protection against dust and foreign matter 
that shorten engine life. 


6. High-capacity oil filters**—They remove dirt particles 
from Chevy engine oil to cut engine wear and maintenance. 


7. Easy-adjust distributor points—You can adjust this new 
Chevy V8 distributor with the engine running; it’s added 
insurance against costly down time. 


8. Multiple fuel filters—For clean fuel, all Chevy engines 
have fuel filters in the carburetor and fuel tank; in addition, 
V8’s provide an extra filter at the carburetor. 


9. Ball-Gear steering mechanism—Inside this steering gear 
scores of polished steel balls virtually eliminate friction. 
Less friction means less wear, less maintenance! 


10. Rugged manual transmission —Synchro- Mesh design 
eliminates the need for double-clutching, reduces costly 
wear. Gears are shot-peened for extra strength. 

11. 12-volt battery—provides sure starting, good ignition, 
long battery life in all Chevrolet trucks. 

And there are many more! See your Chevrolet dealer for all 
the dollar-saving facts. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 

*On Thriftmaster 6, Trademaster V8. 

** Standard on V8’s and Jobmaster, optional on Thriftmaster 6. 
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Name 8 wholesale Distributors 
for Perfection heating Line 


ACCENTING a move from direct deal- 
ers to wholesale distributors, Perfec- 
tion Industries Division, Hupp Corp., 
Cleveland, Ohio, has announced ap- 
pointment of eight wholesale distribu- 
tors to handle Perfection line heating 
and airconditioning equipment and/or 
appliances. 

Among those named for heating 
and airconditioning are Electric Con- 
structors, Inc., Birmingham, Ala., as- 
signed the Alabama territory; 


H. L. McCurry & Co., Jackson- 
ville, Fla., covering all of Florida ex- 
cept South Florida counties of Palm 
Beach, Martin, Broward, Dade, Mon- 
roe, Colliere and west Florida Leon 
county and other counties farther 
west; 

Twin-Falls Plumbing Supply Co., 
Twin-Falls, the Idaho territory; 

Frost Distributing Co., Carterville, 
Ill., 34 counties of southern Illinois; 

Rodgers & Baldwin Hardware, 
Springfield, Mo., parts of Missouri, 
Kansas, Oklahoma and Arkansas; 
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... the NEW 
Fueloil Additive 


that ACTUALLY BURNS OFF WATER 


and PREVENTS FREEZING OF THE LINES! 





Only FUEL TONIC as- 
sures you of this 3-Way 
Conditioning action! Pre- 
vents nuisance service calls 
caused by clogged lines, 
nozzles and strainers. 





. . A SWAY CONDITIONER for Fuel-Oil Tanks 
“SDISPERSES MOISTURE 
*DISSOLVES SLUDGE 
*{NHIBITS RUST CORROSION 


DIRECTIONS 

NEW TANKS For full protection add 
one quart of FUEL TONIC 
for every thousand gallons 
of fuel oil. 

OLD TANKS For maximum protection 
with used tanks, begin 
with two quarts of FUEL 
TONIC for the first thou- 
sand gallons of fuel oil 
and one quart of FUEL 
TONIC for every thousand 
gallons of fuel oil there- 





Available through your local 
jobber. Sales Stimulators to 
support your sales efforts are 


available at your wholesaler. 


7 THE CHEMCAT COMPANY 


A. O. Jensen Wholesale Furnace # 
Supply Co., Omaha, Nebr., three. 
quarters of Nebraska and five Jow, 
counties neighboring Omaha; 

The Toledo Merchandise (Co, 
Toledo, Ohio, 17 Ohio counties repre’ 
senting the Toledo market area, 

As part of the same program, Per. 
fection has established a New York 
Wholesale District headed by Alan H. 
Jobson, Jr., former dealer develop 
ment manager for Amana Refrigera 
tion Inc. in the New York area, Ip 
his new post, Jobson will be responsi 
ble for the sale of the Perfection ap 
pliances, including Perfection’s new 
line of room airconditioners, and cen 
tral heating and airconditioning units 
in the New York metropolitan area, 
including Long Island, Northern New 
Jersey and Southern Connecticut. He 
will work with wholesalers and assist 
them in the training of dealers. 


White-Autocar issues its 35th 
Edition of “Cost Record Book” 


THE 35TH ANNUAL EDITION of the 
White-Autocar “Cost Record Book” 
has been issued by the White Motor 
Co., Cleveland 1, Ohio. The book pro 
vides a comprehensive, yet simple syy 
tem of analyzing truck operating costs 
and can be tailored to any truck-using 
business and any size fleet. 

It is adaptable to either delivery 
service, highway operation or offhe 
road fleets. A sample copy may be 
tained by writing to the White Motor 
Co. at its Cleveland, Ohio, headquar 


ters. 


TV STAR of the “Home” show, Ar 


lene Francis, discusses with 


Quinn; vice-president, sales, Plumbing 
and Heating Division, / 
Standard advertising that will app” 


on the program. 


DERBY, CONN. 


Manufacturers Speedi-Clean Parts Cleaner, and 
of: White-Sno Hand Cleaner. 
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DOLE 20 SR. AIR VENT 


This high quality hot water air 
valve provides an automatic air 
eliminator, a manual shut-off and 
a manual air vent. A selector dial 
permits various settings and pro- 
vides for faster venting. 





DOLE No. 1A VARI-VENT AIR VALVE 


The famous Dole Air Valve with 
a rotating cam that provides an 
infinite number of venting speeds 
from slow to fast. Ideal for any 
gas°or oil fired one pipe steam 
heating system. 


DOLE No. 3 AIR VALVE 


This valve is designed to provide 
the shortest possible time in vent- 
ing a hand-fired heating system. 
Gives free and steady venting at 
pressures up to 10 Ibs. Provides 
G positive seal against water. 





DOLE FLOW CONTROL VALVE 


A simple, inexpensive valve that 

will provide a constant rate of flow 

DOLE No. 100 WATER MIXER despite variations in normal water 

/ pressure. Prevents wasting water 

A new water mixer utilizing the Dole Ly and yet provides adequate flow. 

Power Element. Noncorrosive, trouble Ly Ideal for drinking fountains, shower 

free. Designed for installation at the J heads, tankless water heaters, flush 
water heater or storage tank. Lee tanks and other applications. 


Contro/ with 
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A Statement from 


Murray Walshin, President, 


SILENT-FLAME MFG. CO., INC. 


From the ashes of the destructive fire we suffered 
on January 10th, 1957, a new Silent-Flame organt- 
zation is emerging, stronger than ever, and dedi- 
cated to providing you with better service and 
higher quality than ever before. 


We are now erecting a larger, more modern build- 
ing on our two-acre property. Meanwhile, our oil- 
burners and pumps are back in full production as 
of February Ist. 


We wish to extend our heart-felt thanks for your 
expressions of good wishes and friendly cooper- 
ation during our recent difficulties. 


Me 
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Headquarters for Bryant Manufactuyy. 
ing Company at Indianapolis is the 
new stone and steel building, left 
which houses the general office staff 
engineering and research facilities A 
Bryant boiler heats the building, ang 
a 100-ton Carrier centrifugal system 
cools it. A plant engaged primarily in 
the making of furnaces is also oper. 
ated by Bryant in Indianapolis, 





Bryant Plants, Distributors, 
Dealers mark “Golden Year” 


A “GOLDEN YEAR” observance of the 
50th anniversary of the Bryant Mfg 
Co., Indianapolis, Ind., will be marked 
by the employees of five Bryant plants, 
by more than 9,000 Bryant dealers, 68 
distributors and factory branch man 
agers, according to R. N. Campbell, 
Bryant president. 

Campbell said the event will be 
characterized by greatly accelerated 
advertising and sales promotion activi 
ties to promote the most complete heat: 
ing, cooling and water heater lines in 
Bryant’s history. 

“The backbone of our aircondition- 
ing line—the air-cooled Model 560— 
has been considerably strengthened,” 
Campbell said. “We've added two new 
condensing units with matching coils 
.. . We've added a larger self-con 
tained unit which has special applic 
tion for cooling smaller homes.” 

Bryant also has introduced two new 
steel oilfired boilers, a completely new 
water heater line, substantial improve 
ment on other Bryant oilfired heating 
products and other new and improved 
units. 


Promotions of four Honeywel 
field sales Managers revealed 





FOUR PROMOTIONS in Minneapolis 
Honeywell Regulator Company's field 
sales staff announced recently include 
those of N. Stanley Stake, transferre! 
from branch commercial sales manage! 
in Pittsburgh to a similar post in Phil 
delphia; of Thomas C. Leaver, from 
branch commercial sales managet ™ 
Buffalo to Stake’s former post. 
Also Robert L, Jameson moves from 
commercial sales work in San Anton” 
to the, Buffalo post and Robert A 
Forster from residential division se 
manager in Denver to a similar pos KM 
in Columbus. 
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Now you can replace any 
standard ignition transformer 
with a Quality Built 


Jefferson 


and one of these 10 easy- 
to-use Mounting Bases 


New Convenience Jefferson Replacement 
Mounting Bases adapt Quality Jefferson 
Transformers to over 90% of the oil burners 
you service. They are low-cost, easy to 
handle, install quickly, fit neatly. Only ten 
mounting bases are required because each 
is a universal type base in itself and each 
meets several different mounting require- 
ments. 


Two Jefferson Transformer Lines Famous 
Jefferson Quality guarantees your customers 
Satisfaction, guarantees you trouble-free, 
money-making replacements. Jefferson 
Transformers are available in a wide range 
of models and capacities as well as standard 
replacement types. 


Bulletin No. 562-61 gives you details. Write 
for your copy now. 


ii) Jetferson Electric 





















































VISIT THE JEFFERSON 
BOOTH AT THE 


INTERNATIONAL HEATING & AIR CONDITIONING 
EXPOSITION 


FEBRUARY 25 to MARCH 1, 1957 














Lompany 


BELLWOOD, 


'LLINOIS = 
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New facilities for a greater number of 
engineers and technicians to assist in 
the design and production of precision 
oilburner nozzles and accessories will 
be provided by this addition to the 
Delavan Manufacturing Company's 
plant in West Des Moines, Iowa. 


Delavan expands Iowa Plant 
to keep up with sales Growth 


AN ADDITION to the West Des Moines, 
Iowa, plant of Delavan Manufactur- 
ing Co., which, together with one cur- 
rently under construction, will increase 


present facilities by 33%, is planned 
for the purpose, W. E. Safris, vice 


president and general manager, has an- 





the First and Only 








Removable Coil | All Copper Tankless Heater 


+ RADE MAR kK 


KAN 


REG. us. pat.OFF 


CUTS MAINTENANCE COSTS... 
. -- ASSURES CUSTOMER GOOD WILL! 


EXCLUSIVE ENGINEERED 











... and 
ONLY 





The 


DELUXE TANKLESS WATER HEATER DE- 

FIES COMPARISON .. . at ANY price! 

@ Can be installed either VERTICAL or HORI- 
ZONTAL. 


@ Does NOT have to be completely removed in 
hard water areas. 

@ REMOVABLE copper coil unit permits re-use 
of shell or coils. 

@ Air vent PREVENTS heater from becoming air 
bound. 

@ Pre-tested to withstand 150 Ibs. ACTUAL 
working pressure. 

® All joints, coil tubing, copper shell, seams and 
bronze flange are SIL-FOS brazed to BRONZE 
fittings to insure permanent air tight, water 
tight union. 

@ LIFETIME Guarantee on all 
WORKMANSHIP. Cap 





Write today! 
Our 50th Anniversary 
f KAM WATER HEATER MFG. CO., INC. 


239-249 ALABAMA AVENUE BROOKLYN 7, NEW YORK 
tn Canada—Diamolloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 


QUALITY PRODUCTS SINCE 1906 
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nounced, “of enabling the company 
to better keep pace with the tremen 
dous demand. . . for our development 







resources.” 





Roy Hauck, L. D. Reynolds 


in new Borg-Warner Posts 


PROMOTION of Roy C. Hauck to mar 
ager of the Ingersoll Conditioned Air 
Division and of L, D. Reynolds to 
succeed him as plant manager of the 
Primor Products Division have been 
announced by Borg-Warner Corp. 

Hauck managed Primor for several 
months after serving as assistant mat 
ager of Conditioned Air, the Borg 
Warner division located at Kalamazoo, 
Mich., which manufactures and diy 
tributes a wide range of heating and 
cooling equipment, including warm 
air furnaces, winter air conditioners, 
air and water-cooled summer domestic 
airconditioning units. 

Reynolds, who formerly was an ir 
dustrial engineer and assistant to the 
works manager of the York division, 





will manage Primor at Adrian, Mich, ] PEI 
where two, three and five-ton hermetic HOSE 
and remote air and water-cooled cen LESS | 
tral air conditioning systems and chil a 
ler systems are produced. pe 

needs 

Te-atte 


General Fittings expands its 
direct sales Representation 


JOHN BELHAM, general sales manager, 
General Fittings Co., East Greenwich, 
R. I., announced that the company 
will have direct sales representation # 
some areas formerly covered by agen 


Areas added to coverage by rept 
sentatives are Atlantic City and Trew 
ton, N. J., assigned to Charles A 
Maine; Philadelphia and the neatby 
Pennsylvania area assigned to 
Fain. Gregory Magratten will cow 
the Scranton, Wilkes-Barre, Pa., a@ 








VeasOns 
Why 
permanently- 
attached 
couplings 
ee edi 
Wann 
Service, 
bigger 
profits! 


iii ¥:arekcunp y CONTINUING ECONOMY 3 MACHINE-ATTACHED FOR 4 LEAK-PROOF COUPLINGS. 
HOSE COUPLINGS COST WITH PERMANENTLY- PRECISION FITTING AND Permanently-attached 

LESS than re-attachable ATTACHED COUPLINGS. FULL FLOW. You get a couplings form a firm grip 
couplings. Modern hose is You do away with hidden permanently fitted with the hose . . . they 

of such good quality, lasts expenses involved in coupling every time... won’t leak. The ferrule 

80 long, by the time hose reconditioning re-attachable __ there’s never a chance of is locked to the shank of 
needs replacing so do couplings. No time lost, less possible costly damage the coupling, preventing 
re-attachable couplings. paper work, no shipping, etc. _ to hose. creepage. 


For fuel-oil hose... permanently-attached couplings by SC OV [ L L 


For complete specifications on 
fuel oil hose couplings write to 
Scovill Manufacturing Co., 
Merchandising Division, 

88 Mill St., Waterbury 20, Conn. 
Ask for Bulletin No. 520=H. 


| eloil 





. . . « Manufacturers’ Activities 


Airtemp Dealers to view new 
Line at regional Conferences 


AIRTEMP’S 1957 line of room aircondi- 
tioners, called the “Dandy Dozen— 
plus One,” are being introduced to dis- 
tributor-dealers in a series of nation- 
wide meetings, started January 23. 
Materials developed by Wilding Pic- 
tures, Inc., for the meetings will be 
made available to distributor firms. 

Aided by company field representa- 
tives, Airtemp distributors themselves 
will sponsor 60 similar room condi- 
tioner introductory meetings. 


Webster Electric expects big 
Gain in Hydraulics in °57 
EXTENSIVE DEVELOPMENT and expan 
sion in the fields of hydraulics and elec- 
tronic intercommunication is expected 
in 1957 by the Webster Electric Co., 
Racine, Wis., according to a statement 
by its president, David J. Munroe. 
“Although the hydraulics field has 
expanded tremendously in the last few 
years,” Munroe said, “We believe it 
still is pretty much in its infancy. . . . 








Our forecasts indicate at least a 10% 
increase in our commercial business 
in 1957. The major part of this in- 
crease we expect in hydraulics.” 

The prospects of intercommunica- 
tion systems in homes as well as busi- 
ness are equally optimistic, according 
to Munroe. Sales by the Teletalk Di- 
vision of Webster Electric have in- 
creased more than 350% in the last 
six years alone. 


York Corp. Distributors view 
new Line at three-day Meeting 


A THREE-DAY Miami Beach conven- 
tion was the showcase for the new 
1957 line of airconditioners intro- 
duced to its distributors by York 
Corp., division of Borg-Warner Corp., 
York, Pa. Included also were oilfired 
domestic furnaces, commercial aircon- 
ditioners and ice-makers. 

J. K. Louden, vice-president and 
general manager, commercial division 
and R. E. Cassatt, manager of sales, 
commercial division, explained details 
of York’s promotion and merchandis- 





ing plans. Roy Ingersoll, chairman cf 
the board, Borg-Warner, was the fea- 
tured speaker; S. E. Lauer, York's 
president, was toastmaster and chair- 
man. W. E. Landmesser, sales man- 
ager, residential and commercial air- 
conditioning was among other com- 
pany men who took part. 


Included in the new equipment is 
a line of “Snorkel” room aircondi- 
tioners and “Pathfinder” central air. 
conditioners in 134, 2 and 3 hp mod- 
els. Also, “Champion” central air 
conditioners for remote installation 
are available in eight models from 2 
to 7% hp and “Hi-Ef Twinline” 
units, also installed with separate cool- 
ing coils and refrigeration unit, fea- 
tures two compressors and two com 
plete cooling circuits. 


Armstrong district Managers 
have Meeting in Columbus, 0. 


A NATIONAL week-long meeting of dis- 
trict sales managers was held recently 
at the factory by the Armstrong Fur- 
nace Co., Columbus, O. 

They assisted in the final develop- 











and grilles. Write for Catalog. 
















MODEL MB-MERCO BASE DIFFUSOR 


Perimeter diffusor for continuous 
baseboard type installation 





MODEL 100-TRU-FUSION DIFFUSOR 


16" and 30" with shutters 
High Efficiency Baseboard Type out-of-wall 
For heating and cooling. With exclusive features of 
greater free area and uniform temperatures. 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 


GRILLE AND 
e¥achi-baa- Maer 


3169 East 80th Street Cleveland 4, Ohio 
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To be sure of heating efficiency, use 


“CLEAN RIGHT’ SOOT REMOVER 
NON-CORROSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 


MILLER PRODUCTS COMPANY 


5615 S. CEDAR RD., LANSING 10, MICHIGAN 


A Treat for Old Smoky! 


CLEAN RIGHT puts new 
fire in any heating unit by 
removing soot safely, com- 
pletely. No flash, no flare, 
no intense heat. Removes @ 
/z inch coating of soot in 
5 minutes or less. Excellent 
for vaporizing or pot-type 
burners, Will not clog burn- 
er holes. 


Approved and recommend- 
ed by oil burner manufac: 
turers and testing labora- 
tories. 


NON-EXPLOSIVE 
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Dealers “in the know” recognize that this sign means: WN Ns 
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{Quality Heating is being installed here 
y f eta 
- e NIAGARA builds quality “year ’round oe 
| air conditioning” equipment which will 
provide years of dependable service. Because 
of this quality, NIAGARA also builds profits 
for heating dealers. NIAGARA | 
NIAGARA furnaces are gas or oil fired and Series 50” 
| available in many capacities and models to fit oS 
| practically every home heating requirement. If "ie Mat cae iaiail iiai Na ibaa 
you want the “cream of the crop” there is no peeping So grate aerobane 
finer furnace than the NIAGARA Series 50. For “Asche cananata’” SHERRI aslo 
, economy purposes the quality-built NIAGARA fo kal a tae ee ae 
: Series 70 furnace “fits the bill”. ditioning.” 
Get the facts. Find out how NIAGARA offers 
you the opportunity to sell quality heating and 
j build profits for yourself. 
For complete information, write direct or con- 


The low-cost quality fur- 
nace line with High Boy, 
Down Flow and Basement 
Models. Completely auto- 
matic, gas or oil fired, 
available in a wide range 
of sizes. 





tact your NIAGARA distributor. 


NIAGARA 


FURNACE DIVISION 


The Forest City Foundries Co. 
2500 West 27th St. — Cleveland 13, Ohio 




























. . « « Manufacturers’ Activities 
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RATERS. 


Because they showed the lowest per- 
centage increase in airconditioning 
sales, this group of Armstrong dis- 
trict managers had to serve dinner to 
others attending the meeting. 
Left to right they are: “Monty” Mont- 
gomery, Birmingham, Ala.; “Monnie”’ 
Mahnensmith, Lima, O.; Tom Gal- 
lagher, Hatboro, Pa.; Jack Irwin, 
Pittsburgh, Pa.; and Lew Burton, Des 


Moines, Ia. 


ment of Armstrong’s sales and adver- 
tising programs and were introduced 
to the new equipment that will be 
added in 1957 to the line of furnaces 


and airconditioners. 





BURT ONS ©’ a tRTO 


Philadelphia sales office 

of Penn Controls is moved 
THE PHILADELPHIA district sales office 
and warehouse of Penn Controls, Inc., 
has been moved to 620 Huntingdon 
Pike, Rockledge, Philadelphia, from 
its former location at 4503 N. Broad. 


A. W. Barr, eastern regional sales 
manager, said the move was prompted 
by the Rockledge location’s easy ac- 
cessibility from downtown Philadel- 
phia, New Jersey and the Pennsyl- 
vania Turnpike, along with excellent 
parking facilities. 





Carrier opens new Laboratory 
for airconditioning Research 


A $4 MILLION engineering laboratory 
has been opened by Carrier Corp. at 
its headquarters in Syracuse, N. Y,, 
for the development and testing of 
residential and room airconditioners, 
heat pumps and commercial and ip: 
dustrial airconditioning units. 


The engineering facility is the first 
of three planned, the others being 
research center for advanced study of 
new techniques, methods and materials 
in airconditioning, refrigeration and 
related fields, and a laboratory for de: 
velopment of “big” systems, 


The laboratory employs some 40 
rooms for assembly and testing of new 
airconditioning devices. Included are 
“echoic” sound testing rooms where 
the slightest murmur will amplify it 
self, a “life test” area where batteries 
of room units are operated continu: 
ously under maximum temperature 
and humidity to find any weaknesses 
in design, a high humidity room to 
check the same equipment for “sweat: 
ing,” and rooms to test capacity. 





WITHOUT 


DOWN TIME and with UNIT in SERVICE! 
Users’ Reports Tell How OYLTITE-Stik 




















=» Versatile! 





can help you 


"|. to make instant repairs on base- 
ment storage tanks . . . a great time 


saver." 
A New York Oil Distributor 


"... on seams of large oil tanks where 
weld was not perfect." 
A Wisconsin Fuel Company 


**. , . we punched a hole in the tank 
with an ice pick, then filled the tank 
and plugged the hole with the oil 
running out; it has held for months." 

A Maryland Contractor 


" , . to seal small holes of oil storage 
tanks, created through condensation." 
An Illinois Contractor 


"'. .. has done such a good job we do 
not want a service man to be with- 
out one." 

A Pennsylvania Heating Company 


"', . to repair leaks in domestic tanks 
inaccessible for repair by other meth- 
ods . . . most satisfactory." 

A Canadian Contractor 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find. 
®@ See your suppliers for OYLTITE-Stik or write 


direct on company letterhead for free sample. 


4 LAKE CHEMICAL CO. 


3086 W. Carroll Ave., Chicago 12, Ill. 
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KING ENGINEERING CORP. 


{o> am BE) 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 Y 


’ Ann Arbor, Mich: 
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Greatest Draft Regulator 
é@... tested and 
proven better! 
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in all 


Both Residential and 
Commercial Models, 
12 different sizes... 
priced right, too! 


ee eae 








oo 
r 
o,}* 


wv 


iP 
























Can be installed 
easier... in 
25% less time! 
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Quieter, more accurate 
and efficient... 
even looks better! 
a) Complete Li f Stei D 
NEW Complete Line of Steinen Draft Regulators 
d 
s ...7 Ways Better Than Any Other Make! 
a me 
Here’s exciting news for every Jobber, Dealer and Heat- HERE’S PROOF OF STEINEN SUPERIORITY* 
_ ing Manufacturer! Now . . . after three years of en- 
_ gineering research and development . . . a complete line STEINEN | BRAND A | BRAND B 
of Residential and Commercial Draft Regulators that One-piece gate construction for more Yes He He 
a are vastly superior to any other make. accurate, quieter operation 
— Dealers are enthusiastic because Steinen means faster, Exclusive Acro-Lok feature eliminates y 
ee a ; ‘ es No No 
easier installation with less troublesome service calls. gate variations 
- Jobbers like the saving in space —up to 40% stad 92 Vertical, diagonal and horizontal y " be 
~ sulting from the unique packaging of all commercial mounting without changing parts** - ” 
sizes . . . and the 3 and 1 combination of residential nly aco ele a ee OO : . it 
~ sizes that saves space, cuts inventory . . . means less 08” with push-pull adjustment.** es 0 
~ money tied up in stock! Manufacturers are excited, too, a ¥ 
because here’s a competitively priced quality line that pletely | fhe MB ye ce ete Yes No No 
~~ helps assure highest efficiency and better over-all opera- : nit St 
tion of their units . . . at no extra cost. Unique packaging of commercial sizes Yes No No 
\ | , —saves up to 40% in space 
See for yourself . . . then compare. There is no finer ee aon 
constructed or more competitively priced regulator on earhtagenetrideegaa Yes No No 
\ the market. Write for more information today! ony sae tee eS 


*Tested and proven better by six leading manufacturers. 
**A feature of the residential sizes only. 


wiat ia WM. STEINEN MFG. COMPANY 4 Bruen St., Newark, N. J. 


SINCE 1907 










° OIL BURNER NOZZLES ° NOZZLE ADAPTORS, KITS & STRAINERS ° FLAME MIRRORS ° ELECTRODE ASSEMBLIES 
Copyright 1957 W. S. Co. 
See this new complete line at H & AC Exposition, Chicago—Booth 329-331 
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Jule - 






. . » » Manufacturers’ Activities 


Allied announces Appointments 
to Tuttle & Bailey Division 


SEVERAL new appointments in the 
sales and engineering staffs of the Tut- 
tle & Bailey Division, Allied Thermal 
Corporation, New Britain, Conn., 
have been announced by Stanley Hart, 
company president. 

Donald D. O'Neill, who has been 
associated with Tuttle & Bailey for the 
past 14 years, most recently as man- 
ager of the New York office, has been 


named general sales manager and will 
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supervise all sales activities and ad- 
minister overall sales policies. 

Richard D. Tutt, the company’s 
chief engineer for 10 years, has been 
appointed director of marketing. He 
will continue to be responsible for all 
engineering functions. Robert S. 
Rickabaugh, sales manager of the 
heating products division, will also as- 
sume direction of sales of electrical and 
electronic devices. Frank W. Adams 
has been promoted from assistant sales 
manager to sales manager of the air 
distribution products division. 


THAN COMPARABLE COUPLINGS! 





New Flexiflange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


Because the emphasis over the past few years 
has been on faster unloading, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this trend. Leakproof, flexible cou- 
plings to fit the larger pipe have always been 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the 
problem with its new line of Flexiflange Flexible 
Couplings. Made of malleable iron, they are 
engineered specifically for use in truck and 
trailer tanks. They’re designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 58% percent! 

Flexiflange Couplings fit into the same grooves 
as any standard couplings. The seals, too, are 
interchangeable with .other standard makes. 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 58} percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 


PHILADELPHIA VALVE COMPANY 


34i3 Aramingo Avenue, Philadelphia 34, Pa. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, 
San Francisco 5, Calif. « Howard Supply Co., 
5125 Santa Fe Avenue, Los Angeles 11, Calif. 


New England Distributor 


Northeastern retroleum Service & Supply, Inc. 
37 Brookley Road, Jamaica Plain 30, Massachusetts 


February 
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Calendar of 


coming Events 









FEBRUARY a 
8—10—Air Conditioning, Ventilating and 
Electric Space Heating Expos. 
tion, Sheraton Park Hote 
Washington, D. C. 
14-15—Nebraska Petroleum Marketer 
Student Union Building, Uni” 
versity of Nebraska, Lincolp, | 














Nebr. 
20—21—Iowa Independent Oil Jobbers Ay © 
sociation, Hotel Fort Des | 





Moines, Iowa. 
25-27—Missouri Petroleum Association, 
President Hotel, Kansas City, 














Mo. 

27—28—Wisconsin Petroleum Association, Pipe lay 
Hotel Schroeder, Milwaukee tch 
Wisc. = 





Macks | 


25—Mar. 1—American Society of Heating : 
terrain \ 


and Air-Conditioning Engineers, 
(exposition and annual meeting), 
International Amphitheater and 
Conrad Hilton Hotel, Chicago, 







MARCH 

5 6—National Warm Air Heating @ 
Air Conditioning Association of 
Canada annual meeting and | 
14th annual convention, Sea 
way Hotel, Toronto, Ont. 

—National Heating & Air Condi 
tioning Show, Exposition Park, 
Toronto, Canada. 

-Illinois Petroleum Marketers Ay 
sociation, Pere Marquette Ho 
tel, Peoria, Ill. 

12—Oil Trades Association of New 
York, Waldorf-Astoria Hotel, 
New York, N. Y. ‘ 

~Ohio Petroleum Marketers Ay 7 
sociation, Deshler-Hilton Hotel, 
Columbus, Ohio. 

22—26—Florida Petroleum Marketers 

Assn., aboard S. S. Evangeline 
with ports of call at Havana, 

Nassau. 












When it 

APRIL Mich . ‘ re on indus 
9-10—Michigan Petroleum Association, th Pr 
Pantlind Hotel, Grand Rapids nt abil 

Mich. ery si 






16-18—National Petroleum Association, 


Hotel Cleveland, Ohio 






























MAY 
6- 7—National Heating and Air Condi 
tioning Wholesalers, Inc., cot 
vention, Broadmoor Hote, 
Colorado Springs, Colo. 
7-10—Mechanical Contractors Associa’ 
tion of America annual conven’ 





tion, Hotel Fountainebleav, 
Miami Beach, Fla. + €8pe 
12—15—North Carolina Oil Jobbers Ass. duty h 
Spring convention, The Cato favorite 
lina, Pinehurst, N. C. : 
industr 
JUNE 
4~ 7—Eastern Exposition of oil Heat and fuel de 
domestic Cooling, Hotel Stat workin, 
ler, Boston. at the | 
10-13—National Plumbing and Heating amin; 
Exposition of National Assoc n 
tion of Plumbing Contractors, mud, ro 
Dallas, Texas. ee the-eloc 
24-27—-American Society of Heating 4 Mack h 
Air Conditioning Engineers ” 
(semi-annual meeting), Murray & and bui 
Bay, Province of Quebec, Can’ precisio 
ada. Costegay 
OCTOBER ee 
20-22—National Association of Oil Equi’ & Mack y 
ment Jobbers 7th annual meet Donent: 
ing and trade show, Peabosy 1 n 
Hotel, Memphis, Tenn. ransm 
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Pipe laying is a heavy hauling job where the 
unmatched stamina and performance of 
Macks pay off—especially over rugged 
terrain where the going gets really tough. 


sane 


















When it comes to volume hauling, Macks have 
on industry-wide reputation for economy and 
the ability to maintain ‘round-the-clock de- 
livery schedules. 
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To make the tough jobs easier... 


especially the challenging, heavy- 
duty hauling jobs . . . Macks are 
favorites throughout the petroleum 
industry. From drilling operations to 
fuel delivery, you’ll find Macks 
working with top operating economy 
at the lowest cost per mile and with 
aminimum of down time. Hub-deep 
mud, rough terrain, grueling ’round- 
the-clock service— whatever the job, 
Mack has the unit that’s engineered 
and built with the thoroughness and 
precision needed for dependable, 
ost-saving operation. 


ms makes more of its own com- 
thane’ engines, frames, axles, 
Msmissions—than any other 


heavy-duty automotive manufac- 
turer. To you, this means assurance 
that Mack components are made of 
the finest materials and designed 
for incredibly long and dependable 
performance. 


Mack Diesel and Gasoline Engines — 
up to 206 hp with unequaled records 
for fuel economy and endurance. 


Mack Balanced Bogie with Power 
Divider—the flexible, 4-wheel rear- 
axle drive that delivers power to the 
wheels with traction. 


Mack Transmissions—models up to 
20 speeds . . . acknowledged as the 
industry’s finest, most durable... 


featuring evenly spaced ratios and 
exclusive Tetrapoid gears. 


These are a few of the exclusive 
Mack features. Why not let your 
local Mack representative give you 
the story on the most complete line 
of heavy-duty trucks and tractors 
available today. Mack Trucks, Inc., 
Plainfield, New Jersey. In Canada: 
Mack Trucks of Canada, Ltd. 


MACK 


first name for 


TRUCKS 


4796 















ACCURATE. 
DEGREE DAY 
INFORMATION 


Automatically Computed 


The Johnson fuel demand meter in- 
dicates the net effect of sun—wind 
and temperature on fuel oil con- 
sumption. Smooth out your degree 
day deliveries! 


WRITE: 


Johnson Degree Day Systems 


329 S. PITCHER ST. KALAMAZOO, MICH. 








FUEL OIL DEALERS 





riangle 
is NOW 


offering their latest line of Qual- 
ity Built Truck Tanks with the fol- 
lowing exclusive features: 

% Double Bottom Shells 

% Die-Formed Bucket Boxes 
% Fabricated Steel Tubing 
* Life-Time Guarantee 


% Victaulic Installations for 
Serviceability 


% Compactness 


WRITE, WIRE or PHONE COLLECT 
for further information 


TRIANGLE TANK DIVISION Inc. 


245 Russell Street 


Brooklyn 22, New York 
EVergreen 9-5030 
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Feeaders’ Froblems 


Q. We are contemplating the in- 


| stallation of a first-class work and re- 


pair shop for the testing and repairing 


| of domestic oilburner motors, trans- 





| 





| formers, pumps, controls, etc. Our 


main problem is deciding what would 
be the best-possible work-bench set-up 
and the proper choice of testing equip- 
ment. If you could possibly give us 
any information on the correct choice 
of testing equipment and work-bench 
set-up, we should be very grateful. 
G. W.T., Lansdowne, Pa. 

A. Feature articles could be writ- 
ten on the subject which interests you, 
but our reply is necessarily of limited 
length. 

A voltmeter and an ammeter are 
needed to make electrical check-ups 
on motors and controls; you'll also 
find an ohm-meter helpful. A tacho- 
meter or speed-indicator helps in 
checking the action of motor centrif- 
ugal switches, and the full-load speeds 
of motors. That brings up the advan- 
tages of some type of synthetic or 
phantom load device, to permit you 
to operate motors under full horse- 
power loads. Usually, however, men 
capable of diagnosing and repairing 
motor trouble have decided preferences 
in the instruments they select for their 
work. 

Fuel units needing repairs should 
be checked for maximum suction-line 
vacuums they can develop, for ability 
to develop satisfactorily high nozzle 
pressure, for overall leaks. and for 
tightness of their pump glands and 
shut-off valves. Fuel unit manufac- 
turers probably can give you all the 
information you need about testing 
and repairing their products. 

Probably you would be unwise, at 
least to start out, to attempt to include 
testing and repairs of ignition trans- 


formers in your project. That aly 
holds true for attempting to replag 
damaged or burned-out motor wing 
ings. 

Control manufacturers will 
you to arrange bench tests for stack 
controls and other controls. Ideag op 
this can be found in our book, “Fund; 
mentals of Oilburner Controls,” price 
$1. 


Q. I am a member of a committee 
developing a plan for starting a school 
for oilburner servicemen. 

We are exploring the possibilities of 
working in cooperation with other 
local organizations, One of the first 
steps is to write up in some detail an 
outline of the course to be given, 
which will not be easy to do and please 
all the people involved. 

In your wide experience and a: 
tivity, have you suggestions about an 
outline to be used as a guide in pre 
paring our course? We are interested 
in two types of courses: First, a basic 
course for new men; Second, an ad 
vanced course for upgrading men hav 
ing a few years experience. Emphasis 
is to be on residential work, but 
to some extent commercial-industria 
work will be included. 

S. R. C., Philadelphia 

A. Here is an outline of a cours 
for servicemen, which was prepared 
by our Technical Editor J. W. Schulz, 
to whom your letter was directed. The 
basis of this course was prepared yeats 
ago for a particular educational in 
stitution. The course thus is time 
tested; it has been checked particularly 
for completeness. Each of the follow 
ing sessions takes three hours of clasy 
room and shop time, and should be 
followed by two to three hours of 
home study of lesson material, in the 
form of four to eight printed pages 
prepared for the students. 

Session 1—Vaporizing type oll 
burners. 

Session 2—Pressure burners. 

Session 3—Low-pressure burners 
Part I. 

Session 4—Low-pressure burner, 
Part II. 

Session 5—Atomizing vertical” 
tary burners. 

Session 6—Wall-flame verticalt” 


tary burners. 
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No emu Service in Over Eight Years — 


Marlows Speed Up Loading Time .. . Last Longer Without Service! 


“No pump service in over eight years !”’ 
—that’s what George Riley. President 
of Community Service Stations. Inc.. 
Newton Highlands, Mass.. says 


Marlow Pumps. When the first Marlow 


about 


self-priming pump was installed by Hall 
Equipment Co., Quincy, Mass., in 1948 
to replace a rotary pump, the delivery 
rate was increased from 80 GPM to 225 
GPM. Because of the high efficiency and 


long service life of the first unit, a sec- 
ond was installed in 1953 to boost the 
delivery rate to 510 GPM. Both pumps 
now operate continuously without down 
time or service! 


“Community” sells fuel oil at wholesale 
and retail through its own dealers as 
well as to independents. During the win- 
ter, the bulk plant handles over a million 
Five underground 


gallons per month. 


tanks are used for storage and piping 
is arranged so that either or both of the 
pumps, operating on suction lifts up to 


13 feet, can pump from any of the tanks, 


If you have a problem of petroleum prod- 
ucts handling for bulk plants, delivery 
trucks, or transports, see your Marlow 
dealer for the answer. For complete de- 


tails write for Bulletin PM-06. 


DIVISION OF 


BELL & GOSSETT CO. 


Midland Park, N. J. 
Morton Grove, Illinois Longview, Texas 
in Canada: PUMPS & SOFTENERS LTD., LONDON, ONTARIO 
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. . « « Readers’ Problems 


Session 7— Rotary-cup burners, 
Part I (principles and parts). 

Session 8 — Rotary-cup burners, 
Part II (details of oil-handling sys 
tems, gph-rate regulation, and special 
control systems). 

Session 9—Review of preceding six 
types of automatic oilburners, includ- 
ing 12 points of information about 
each type. Includes for each type, for 
example, (a) type of fueloil used and 
important characteristics of fueloil 
used, (b) type ignition system, (c) 
method of preparing oil for combus- 
tion, (d) method for regulating gph 
firing rate, (e) how oil flows from 
tank to burner, (f) special installation 
precautions, (g) special service steps 
needed, (h) ignition system design 
and servicing, (i) safety control re- 
quirements, etc., etc. 

Session 10—Fuel units for pressure 
burners; functions and component 
parts. 

Session 11—Fuel units; one-stage 
and two-stage oil pumps. 

Session 12—Fuel units; study of 
actual models; pressure and vacuum 
tests. 


STOP 


LEAKS 


Session 13—-Combustion testing— 
Part I, instruments used. 

Session 14—Combustion testing-— 
Part II, making tests on-the-job. 

Session 15—Draft; chimneys, in- 
duced-draft, and forced-draft. 

Session 16—Basic electricity; volts, 
amperes, transformers, relays, etc. 

Session 17—Oilburner wiring; line- 
voltage and low-voltage; safety re- 
quirements; National Electrical Code 
applied to burner jobs. 

Session 18—-Seven types of motors 
used in oilheating, Part I. 

Session 19—Seven types of motors 
used in oilheating, Part IL. 

Session 20—-Common motor trou- 
bles; actual work on oilburner motors. 

Session 21—Oilburner fireboxes and 
flue baffling. 

Session 22—Figuring gph firing 
rates. 

Session 23—Practical methods for 
reducing oil consumption. 

Session 24—Popular types of do- 
mestic heating plants; characteristics, 
peculiarities related to oil firing, bal- 
ancing, etc., etc. 

Session 25 — Figuring Btu heat 


losses of rooms, and figuring heating 
loads. 

Session 26—Methods for providing 
hot-water on tap. 2 

Session 27 — Competitive fuels; 
study of oil, gas, coal, and electricity 
used for house, heating and water 
heating. 

Session 28—Fueloil; production of: 
refining technique; oil tests and specif, 
cations; important characteristics of 
fueloils used in different types of oil 
burners. 

Session 29—Principles of oilburner 
controls; functions of safety or pri 
mary controls, limit controls, and 
room thermostats. 

Sessions 30, 31, 32, 33, and 34— 
Actual work on the important differ 
ent makes of oilburner safety controls, 

Sessions 35, 36, 37, 38, 39, and # 
—Actual work diagnosing and repair 
ing oilburner breakdowns; includes 
concentrating on troubles related to 
(a) fuse blowing and line-voltage wir 
ing defects; (b) motor trouble and 
overload protection; (c) combustion 
trouble, inefficiencies and incomplete 
combustion; (d) fuel unit defects; 








L give my customers 


K 
oil TAN WITH 


TANKIT 


In a matter of minutes TANKIT will repair 

the leak in your exposed Fuel Oil or Gas-_! 

oline Tank. TANKIT is furnished with a 14%” x 1” patch 
which is held to the leak by means of the tank band and 
the locking device. 

GIANT TANKIT — For large porous leaks, Giant TANKIT 
is furnished with a large 3 x 6” patch and a 1” x 1%” 
patch, two tank bands, and two locking devices. 


FOR THOSE HARD-TO-REACH 
PLACES AND TANK ENDS USE 


MAGNE-PATCH 


Stops Leaks Instantly! A powerful per- 
manent magnet holds an oil resistant dia- 
phragm seal firmly against the tank. 


STOP OIL ODOR 


USE eUTRO 
NEUTRODA =r 


§ trom 
“4 spits @ look? 
ACTS FAST—BANISHES FUEL OIL AND 
GASOLINE ODORS DUE TO FUEL SPILLS, 
LEAKS, AND STAINS 
NON-TOXIC—NON-INFLAMMABLE 


ire THE TANKIT COMPANY 
174 Goldsmith Ave. 


the BEST/ 





WIGWAM- 


THERMCAP 
Eliminates: 


DOWN DRAFT 

SLUGGISH DRAFT 

DAMAGING ACIDS 

CARBON 

CREOSOTE 

RAIN MOISTURE 

FLUE GAS 

CONDENSATION 

The WIGWAM-THERMCAP improves combustion — 
thus saves fuel. Looks good — is good. Keeps entire chim- 
ney dry. Has no moving parts to wear out. Saves costly 
repairs. Poor draft is dangerous; good draft means economy. 
The patented principle of WIGWAM-THERMCAP creatts 
a draft-pull at the chimney top. ADAPTABLE TO Alt 


CHIMNEYS. 

Special WIGWAM-THERMCAP representatives’ contra 
to qualifying dealers. Write for complete information, 
instruction sheet. 


BOSTON MACHINE Works COMPANY 
Mass 





ct available 
H Pug on oppt literature 
A Nera asitt® 





Powder 


[ i j ivisi 7-17 Will St., Lynn, 
Newark 8, New Jersey Oil Heating Supplies Division, illow y 
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Here’s why J-M insulating fire brick 
cuts dollars from both! 





With J-M insulating fire brick, you'll find 
firebox construction considerably faster! 
Quickly, easily cut with a hacksaw, they make 
far simpler to build fireboxes exactly as 
‘ecified by manufacturers for top efficiency. 


Vary advantages assure customer satisfaction 


iM insulating fire brick save your customers 
much as 10¢ on every fuel dollar! Simply 
‘eallse they heat up fast! Within seconds 
iflet the burner goes on, the entire inside 
surface of the firebox becomes white hot. 
'M insulating fire brick keep fireboxes 


JM 


RODUCTS 


cleaner, too. Higher combustion chamber 
temperatures and fast cooling action retard 
soot, smoke and odor . . . check formation 
of carbon on burner tips. And the sound- 
deadening qualities of J-M insulating fire 
brick reduce operating noise. Recommended 
insulating fire brick for domestic oil burner 
fireboxes: JM-20, JM-23, JM-26. For indus- 
trial use: JM-28 and JM-3000. 

For information, see your nearest author- 
ized Johns-Manville distributor. Or write 
Johns-Manville, Box 14, New York 16, N.Y. 
In Canada, Port Credit, Ontario. 


Here’s why J-M_ insulating fire 
brick save fuel. Within seconds 
after burner goes on, they become 
white hot. Laboratory tests prove 
J-M insulating fire brick can save 
up to 10% on fuel consumption. 


For sealing against 
gas and air leaks, / 


Asbestos Furnace 
Cement. For lin- 
ing hearths of ro- 
tary burners, use 
J-M STANDARD 
FIRECRETE*—a 
hydraulic set- 
ting refractory 
—ready for use 

in 24 hours. 


*Reg. U.S. Pat. Off. 


Johns-Manville INSULATING FIRE BRICK 


FOR “SKIN-HEAT-IN-SECONDS” IN FIREBOXES 














Here's how 


TO PROTECT YOUR 
OIL & GAS BURNER 
AGAINST BLOWER FAILURE 





Use a SYNCRO-SNAP er action centrifu- 
gal switch on the blower! This switch will 
immediately shut off the gas or oil flow if 
blower speed falls below predetermined 
normal, which would reduce air supply. 
SYNCRO-SNAP detects speed alone, inde- 
pendently of voltage, load or heat. It oper- 
ates on a fundamentally new principle 
which results in an accurately dependable 
and uniform operating life in excess of 
1,000,000 cycles. 

Make your burner completely safel Write 
today for information on your specific 
requirements. 





ENGINEERED PRODUCTS CO., INC. 
36 W. Monroe Street 
Bedford, Ohio ® U.S.A. 


. . « « Readers’ Problems 


(e) much work on oilburner controls. 

We are mailing you complimentary 
copies of two of our reprint books, 
which may help form the basis of your 
courses. The first, “Installing the Do- 
mestic Oilburner” (price $2) gives 
newcomers to oilheating complete de- 
tails on how to install oilburners for 
troublefree, efficient operation. The 
second, “Fundamentals of Oilburner 
Controls” covers fundamentals of 
electricity, then goes on to complete 
details of every make of oilburner 
safety controls, limit controls, room 
thermostats, etc. 


Q. We have a request from our 
municipal officials that we give them 
a formula by which they can deter- 
mine reasonable minimum flue dimen- 
sions for various heating units for 
which they must approve specifica- 
tions and issue permits. 

They must issue permits for oil, gas, 
and coal, and are primarily interested 
in dimensions such as diameter and 
height. 

Any information ‘you can give us 
will be greatly appreciated. 














NEED MORE DRAFT? 


TJERNLUND 
“AUTODRAFT” 
INDUCERS 





® Positive venturi action 

® Simplified installation 

® Heavy duty construction 

® Installs vertically or horizontally 
© Complete range of sizes 


® Immediate delivery 


Guaranteed Draft with ‘Auto-Draft"’ 


TJERNLUND MFG. CO, 


2140 Kasota Ave., St. Paul 14, Minn. 








144 


T. W.N., New Jersey 


A. Because the homes involved 
should have chimneys which in the 
opinions of insurance organizations 
do not introduce fire hazards, any 
study of chimneys for homes starts 
logically with a study of the chimney 
requirements in the Building Code 
of the National Board of Fire Under- 
writers. The study also includes a 
check-up on lightweight and pre- 
fabricated types of chimneys listed by 
the UL. 

The subject of chimneys and draft 
is well covered in several modern text- 
books on heating. 

We know of no tables that corre- 
late gph firing rates to chimney areas 
and heights. If you plan to make a 
table of this type, take into account 
the lowest stack temperatures and 
lowest COzg readings to be encoun- 
tered on the installations. Textbooks 
give complete instructions for making 
such a table. One obstacle you will 
have to overcome relates to the mini- 
mum over-fire draft and minimum 
smoke-outlet draft needed for oilfired 
furnaces and boilers; different equip- 
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ment manufacturers differ greatly 
garding these minimums. 






Q. Last week I was in New Eng 
land and found myself in a discussion 
of New England oilburner installation, 
codes. First of all, I believe Massachy, 
setts, Rhode Island, and Connecticy: 
have virtually the same requirements 

One of the specific requirements 
and this will be a paraphrase of it, say, 
steam, water, or warm-air jobs oe 
have a limit control separate and dis 
tinct from the operating control, 

Now, I do not wish to kick a sleep. 
ing dog, but what would be your inter: 
pretation of such a regulation, jf 
double or triple acting controls wer 
decided or used? 

C. E. T., Baltimore 

A. A sensible course lies in assum: 
ing that the men who must interpret 
the regulations, as they apply to. 
specific installation, aim for safety 
along the lines specifically outlined, 
These lines plainly avoid hazards as 
the result of the failure of one hard 
working control. 

In the case of a simple and usual 
heating system, typical operation con 
sists of the room thermostat starting 
and stopping the burner with little i 
any stopping of the burner by the high 
limit control on the furnace or boiler. 


In that case, the room thermostat . bt 
the operating control; the limit con 9B % sir con 
, Fel 


trol “separate and distinct from the 
operating control” is the steam-prey 
sure control of a steam boiler, the tem 
perature control of a hot-water boiler, 
and the furnace-bonnet temperature 
control of a warmzair furnace. 
Analyzing the operation of a par’ 
ticular installation, you may find that 
for one reason or another the limi 
control stops and starts the burnet 
many times a day during usual heating 
season weather. For reasons good of 
bad, the firing rate may be relatively 
high compared to the Btu load on the 
furnace or boiler. A clock thermostat 
may provide considerable heat set’ 
at night and heat set-up in the mom 
ing. An installation may have three ot 
four zones, for example, but most 
the time one of the zones is the only 
heating, load. A combination of one 
more of these arrangements may caU® 
the high limit control on the boiler of 
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t is See our exhibit, BOOTH 554, 
13th International Heating 


OLY 6 Air Conditioning Exposition, 
ago, February 25—March 1. 
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FIELD CONTROL DIVISION 
of H. D. Conkey & Company, Mendota, I1!. 
AFFILIATES: 

Conco Building Products, Inc. « Brick, Tile, Stone 
Conco Materials Handling Div. » Cranes, Hoists 














Represented in Canada by Ontor Limited, 
12 Leswyn Road Toronto 10, Ont., Canada 
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SIZES 

6” THRU 9” 

Field “RC” Con- 

trols for domestic oil and 
coal fired heating plants, for 
flue sizes 5” through 10” 


SIZES 
6” THRU 32’ 
Field “M" Controls 
for oil and coal fired 
omestic, commercial 
F Gnd industrial heating plants 


SIZES 
8” THRU 32’ 
Field *‘MG" Double- 
Acting Controls for gas 
fired commercial and 
industrial heating plants 






















NATIONAL 


REBUILTS 
ARE 


LET NATIONAL 
SOLVE YOUR 

TRANSFORMER 
EXCHANGE PROBLEMS 





NATIONAL REBUILDERS 


1027 GRAND ST., BROOKLYN 11, N. Y. 





Wholesalers! you can 
depend on NATIONAL for 
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DEALERS! 
Get JOBBERS' PRICES 


on brand new MOTORS, CON. 
TROLS, TRANFORMERS and other 
OIL BURNER SUPPLIES. Also, 
LIBERAL FREIGHT ALLOWANCES. 


WRITE FOR OUR MONTHLY SPECIALS 


CAPP ot surner surpPLy, Inc. 
Market St. 
The Fastest-Growing Mail Order Discount House in the Industry 










* Philadelphia 39, Po, 








furnace to stop and start the burner 
often on a typical winter’s day. 

This recommendation has been pub- 
lished several time in FUELOW & OIL 
Heat: If a certain control starts and 
stops a burner frequently, and if the 
failure of that control will create a 
hazard or cause excitement, a second 
control should be provided to stop the 
burner in case of failure of the first 
control. Where feasible, the second 
control should be wired in the live leg 
serving the oilburner primary control 
or safety control. 

According to that thinking, a burn- 
er frequently stopped and started by 
a pressure control on a steam boiler 
needs two steam-pressure controls. If 
it had but one and that failed to stop 
the burner when it should, the pres 
sure-relief or safety valve on the boiler 
might open at 15 lbs. steam pressure. 
This can be viewed as causing excite- 
ment. 

Started and stopped all summer by 
a boiler-temperature control, a burner 
firing a hot-water boiler needs two 
boiler-temperature controls. The sec- 
ond is needed to act if the first fails. 


If only one boiler-temperature con- 
trol is used, its failure to stop the 
burner when it should would result in 
excessive boiler temperature or pres- 
sure, and escape of hot water and per- 
haps steam from the pressure-relief 
valve serving a closed hot-water sys- 
tem. 

One steam-pressure control is not 
enough for a steam boiler serving a 
process load, fired by a burner that 
starts and stops only according to 
steam pressure. If it starts and stops 
a burner dozens or hundreds of times 
a day, and if its failure will create a 
hazard or cause excitement, a steam- 
pressure control needs another steam- 
pressure control to back it up. We are 
not surprised when a_ hard*working 
control fails to do what it should after 
years of use. Handling control trouble 
is a big part of service work. 


Q. Because burners located in dog 
houses of warm-air furnaces give 
trouble after collecting great amounts 
of dust, dirt, and lint, some time ago 
you published an item on fitting a 20” 
x 20” air filter to the air intake of the 


furnace jacket, through which flows the 
combustion air that’s needed by th 
burner. 


eS 


I have improved a few dozen of the 
dog house furnaces that I service. Ta: 
ing your suggestion, the air that i 
drawn into their dog houses enter 
through 20” x 20” filters. Receiving ai 
that’s been filtered, the burners now 
stay clean. Dirt, dust, and lint no longer 


clog their blowers, blower-air entrance 


Va, 


—~ 


a 


FZ 


and air dampers, and gun-tube air 
handling and ignition-system parts. 


pea 


My question now: Can you name 
manufacturers offering dog-house type 
furnaces that come with an air filterto 
clean the air that enters the dog houses 
and flows to the burners? 

H. D., Hamilton, Ohio 


A. No. But we'll inform you if # 
the result of publishing your question 
we receive the names of manufactur 
ers of such furnaces. 





As you've found out, to apply filtes 
to the air entrances of furnaces 1s easy 
Apply the air filters yourself, and yu 
can buy furnaces having other features 
that please you. 








Oilheating Snags 





Gives the solution to many of 





These Bechs Can Hela You! 


that annoy you in installation and service. We've 
been working on them for years. All practical an- 
swers to the most common problems. An 814 x 11 
inch book of 64 pages. Only $2.00 a copy. 


Order Your Copies Now! 


Installing the Domestic Oilburner 





the everyday snags 


e $2.00 a copy. 


senp remittance ro: Fueloil & Oilheat 2 West 45th Street, New York, N. Y: 





This is a practical guide on oilburner installation. | 
It contains the most significant articles from Fuel- ) 
oil & Oilheat that cover all phases of installations 
step by step. 814 x 11 inches—64 pages. Illustrated 
with numerous diagrams, charts and photos. Only 
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a Gull Solar Heat Dealer 
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stion 
ster As a Gulf Solar Heat Brand Dealer you're assured of the 
finest direct mail program in the heating oil industry! Annually, 
iter Gulf provides a complete campaign consisting of timely, low 
easy 
J you 
tures 





cost mailing pieces tailored to fit the individual needs of Solar 
Heat Dealers everywhere. From product—to service—to solid 
good-will promotion, the typical Gulf Brand Dealer has a host 
of outstanding pieces to choose from for direct mail and per- 
sonal solicitation. And, most important, Gulf Direct Mail is 
designed to get results! No better proof of this is demonstrated 
than through the rapidly increasing use of Gulf Dealer direct 





mail each year. 





With Gulf, personalized direct mail is but one of many selling 
aids made available to independent heating oil dealers through 
a sound and progressive marketing program. 


heating oil 








GULF OIL CORPORATION 





LITE-CAST 


COMBUSTION CHAMBERS 


QUICK HEAT 


Furnaces. 


me) (emai a: ° 





co 
MONOGRAM has eee FLOOR & WALLS 
137 Standard Designs and e 
sizes of LITE-CAST Insulating | PRE-CAST FLOOR 
Refractory Combustion Cham- ~ 


bers for ALL Boilers and 


-75 TO 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 


TONGUE & GROOVE 
JOINTS 


HIGH 
SIDE WALLS 


AIR SPACE 
BENEATH FLOOR 








: If I used fuel oil meter tickets » 
I'd order from Cromwell for 3 X 

color printing and the fastest | J 

delivery in the industry. é 


Send for FREE catalog | " 
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Q. I look forward to receiving your 
magazine each month, and read it with 
interest. 

Recently I was asked to look at a 
boiler to determine if it should be oil- 
fired. Questions have come up regard- 
ing the efficiency of this unit. 

The boiler is in a school, Its name- 
plate indicates its grates ave 48”, and 
it has ten sections, Model 48-10 S. It 
is rated at about 8,000 sq. ft. of stand- 
ing steam radiation. Standing steam 
radiation load on the boiler is 5,307 
sq. ft., and it heats a 120-gallon hot- 
water tank. 

This boiler now is hand-fired with 
pea coal. It carries its load without 
difficulty. 

Do you think this boiler should be 
oilfired? Or would you recommend re- 
placing it with a boiler-burner unit 
designed 100% for oil and thus capa- 
ble of maximum efficiencies? 

One heating engineer says that in 
the field of boilers of this size he thinks 
this present boiler is as efficient as any 
new oilfired unit likely to be installed 
to replace it. 


C. I. W., Uniondale, Pa. 


A. Over a period of many years, 
the manufacturer of this boiler has 
made several boiler models all of 48” 
grate design, and all capable of being 
assembled in ten-section form, but 
different with respect to being de- 
signed for coal firing, smokeless coal 
firing, firing by oilburner or stoker, 
etc. None of these models has notably 
poor flue travels or secondary heating 
surface design; thus all can be con- 
verted to oil with expectation of fair 
to high efficiency depending on how 
heavily the boilers are loaded for their 
capacities—and on how well the oil- 
firing is done. Excellence of the oilfir- 
ing depends on installing a burner of 
excellent design, providing it with a 
truly excellent firebox, adjusting it 
properly, and keeping it efficient. 

New and old catalogs of the manu- 
facturer of this boiler give different 
figures for its capacity. Oilheating and 
stoker-fired models bearing the 48-10-s 
label can carry a maximum direct- 
standing steam-radiation load of only 
about 5,100 sq. ft. according to some 
old catalogues. A corresponding figure 
of above 6,600 sq. ft. is found in other 





catalogues, for other 48-10-s mode 

All the 48-10 models of this many MR * FOR - 
facturer seem to have 32 sq. ft. grt Pa 
area, in round numbers. To use a wel: 
established FUELOM & Om Hex 
thumb rule, plan on firing at least | 
gph. That’s one gph for two sq. ft. 
grate area, which obtains rated ot 
puts from many boilers of this typ 
Excellent oilfiring, high COs, fairly low 
stack temperature, short well-insulated 
steam mains may help you—and i 
they do one gph will carry 350 sq, ft 
of standing steam-radiation load. Then 
firing 16 gph will carry a standing 
load of 5,600 sq. ft. (350 times !6 
gives the 5,600), which amounts 
more than the 5,307 standing load now 
on the boiler. 

Disregard the 120-gallon hot-wate 
tank, for its load is negligible for ths 
boiler, In all probabilities, after tr 
firing at 16 gph you will find it bette 
to fire at a lower rate of perhaps |! 
or 14 gph. If things work out thé! 
way, as they often do on such jobs, 
duce the firebox length when you® 
duce the gph firing rate. 

If the boiler is in good condition 
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FAS! 





ro it’s _ getting a check i in 
the mail = when you install 


FUEL SAV TING 





__. THE SURE CURE FOR COLD RADIATORS” | 


Cranford, New Jersey 





Expert Advice On... 









jOilburner Controls 


|} © Electrical ABC’s of Burner Jobs | 


@ Facts on Voltage Drops—Wite 
Sizes 


© Safety-Control Fundamentals 

} © Sparky on Controls 

I © Portable Controls Tester 

] ORDER YOUR COPIES NOW FROM 


— FUELOIL & OIL HEAT — 

















Only $1.00 A Copy 2 West 45th St. 








New York, N. ¥: 
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hid Harvey’s Package No. 76 


aEXPANDS ONE TRANSFORMER 


TO REPLACE 
| OC! g0% of all domestic TRANSFORMERS 


b omen One Transformer Body with a handful of Mounting Accessories 


Will Replace 195 different 10,000 Volt, 2 Pole Transformers 
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EG Body 
r) Patent The transformer has tappings to allow it to be mounted with 
Applied For 
° 





either the Hi-tension Terminals in the base or coming out of 


1odeh . the end — with interchangeable bases or Add-Ons shown. Inter- 
many pod Sp changeable Terminals allow for Buss Bar-Thumb nut-Spring 
812 MOUNTING 
a well: : 
Hei ‘ YOUR BEST BET 

’ is the Complete Package No. 76 for on- 


the-spot replacements with a minimum of 












Plunger-Male and Female Rajah connections. 





ast 16 
ft. of 








1 out SIDEWISE Transformer Inventory. | 
type . A MUST FOR EVERY SERVICE CAR. 

ly low Body and any combination of Add-Ons 
ulated , Be and Terminals can be purchased to fit 
and specific needs. 
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SIDE Available with new or Sid Harvey Rebuilt 
BRACKET ‘Transformer body. 
Write for complete information on your 
X& letterhead. 
LENGTHWISE 
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SOOTMASTER 


Furnace Cleaner 


with Disposable Filter . . . 


CLEANS EASIER, SAFER, FASTER! 


V No Outside Bag 
VU No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Vuterested 7 Want more details? 


Contact your jobber or write us today. 
MASTER-CRAFT SUPPLY CO., INC., Dept. FO, W. HAVERSTRAW, N. Y. 


Distributed in Canada by: Imperial Refractories, Ltd., Waterloo, Ontario 


V Leak-proof Dust Filters 
V Double Filter Protection 
VU Compact - Light in Weight 


V Easy to Handle 
































many burner dealers would not hesi- 
tate to convert it to oil. They would 
reason that it performed well fired by 
pea coal, and it will perform much 
better when properly fired by fueloil. 
They would expect oil consumption to 
be on a basis of 130 to 150 gallons of 
oil per ton of coal used in the past. 

Dealers specializing in burners able 
to use heavier than No. 2 oil usually 
are greatly interested in jobs of this 
size; they would stress the fact that a 
job of this gph rate can use fueloil 
heavier than the domestic grade, and 
that such commercial or industrial oil 
costs much less than the domestic 
grade. To be well informed, check on 
the price-per-gallon of all grades 
heavier than No. 2 which are available 
locally. But don’t overlook that you 
can stress the advantages of using 
domestic oil on such an installation, if 
you are inclined to. 

Specialists at selling the most highly 
efficient boiler-burner units or package 
boilers, on the other hand, would scoff 
at the idea of converting this old cast- 





units, 100% oil-designed and capable 
of exceedingly low stack temperatures, 
and high CO, readings with no smoke, 
will run fuel consumption 20% to 
40% lower than the old coal boiler 
will run. Some of these specialists 
select light, domestic fueloil for such 
an installation, while the others insist 
that heavier, commercial or industrial 
fueloil unquestionably should be used 
for a job of this size. 

Make up your own mind about 
using the old boiler or a new boiler- 
burner unit, and about using domestic 
fueloil or heavier fueloil. But which- 
ever equipment you decide to install, 
make certain to buy only the best, 
highest quality equipment you can 
select. As this is your first big job, 
make certain you will be able to obtain 
excellent help in planning the job from 
a manufacturer known for its reputa- 
tion. 


Q. In your May, 1956 issue there’s 
an article on volt-amp testing for 
servicemen, The servicemen I employ 





a; 


airconditioning jobs having motors up 
to three or five hp size. 





1.—Will the combination instr, 
ment shown in the illustrations of th 
above article (snap-on ammeter anj 
voltmeter combined in one instry 
ment) be suitable for all my jobs, oi 
burner and air-conditioner? 





2.—Name and address of the manw 
facturer of this volt-amp tester? 

3.—Can I go wrong buying the in 
struments for my installers and sen 
icemen? 


O. P. S., Bronx, XN. . 


1.—Yes. The instrument's voltage 
scales of 150 and 600, its amperage 
scale up to 25 amps, and amperage 
multiplying feature make it highly 
suitable for all the installations you 
describe. 

2.—Pyramid Instrument Co., 63! 
Merrick Rd., Lynbrook, N. Y. 

3.—No. Your men need volt-amp 
testers. As indicated, the amperage 
and voltage ranges of this instrument 
suit your needs. Field check-ups show 








iron coal-designed boiler to oil. These need amperage and voltage readings many oilburners men using this par N 
specialists would say that their modern on oilburner installations and summer ticular instrument are highly pleas’ A 
fi 
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Use “CRESCENT PARTS” Service § 


Serving St. Losis Trade Area 


“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 











KEK-CLEANED ‘BOILERS 
LAST LONGER comrsors (Crescent Parts andj 
GIVE EVEN HEAT ° OIL—GA 
<7 wine LESS jl fa Minneapotis- Honeywell Equipment Co., inc. Parte & Contre 
for raster > ain tock MA T ao MAIN OFFICE Installations Mates 
STEAM : ; oak « titan 825-831 S. Boyle Ave. a Accessorie 
— ieee St. Louis 10, Mo. 
LABORATORY 1140 on ton A Tr 
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Probe jaws fully insulated 
. right down to the sockets 


Voltage test leads protected 


High visibility window . 
against shorts and shocks 


easy to read from any angle 


Comes complete with a 
leather carrying case 


reasons 
why 


Dovetail transformer joints 
to insure accuracy 


Beautifully shaped 
for one hand operation 


Measures current instantly 
without shutdowns 








should 


choose 
an 
AMPROBE 


Covers 6 ammeter ranges 
and 3 voltmeter ranges 


Measures voltage with test Eat 
leads provided 


D'Arsonval-jeweled movement 
_with Alnico 5 magnet 


O'S 


. li i i ? of 
Range itech worked with 
one finger 


Only one-year guarantee 


A model and a price for 
offered by any volt-ammeter 


every job... every budget 


Next time you visit your jobber ask to see the 
Amprobe. Look it over... carefully. You’ll 
find all the features that can mean so much to 
you on the job every day. 


Whatever model you choose, you’ll be able to 
measure voltage and current instantly, accu- 
rately, safely—without shutting down equip- 
Ment. Save time, money and costly mistakes 


by picking up an Amprobe this week for as 
little as $19.85. You can get a complete volt- 
ammeter for only a few dollars more than an 
ordinary voltage-tester. 


Amprobe is a division of Pyramid Instrument 
Corp., 630 Merrick Road, Lynbrook, N. Y., 
manufacturer of REMCON simplified low- 
voltage switching devices. 


AMPROBE 
IS wodelh ts wake your work eakivr, foxton, Aurer 


There's @ model for every job, every budget: from10 amps and 250 volts to1200 amps and 600volts AC; from $19.85 to $67.50. 





The Best | 
Only AV E R-Tl T lr Quick C setiene 
can make all these claims 


Superior quality 
—precision machined 


Uniform wall thickness 


—no weak spots *escall 


Extra heavy reinforcing rim 


Larger diameter cam ears 
for longer service life 


Hi-Strength gf Stainless } 
forged 7 Steel pins4 
handles i) —greater 
—greater safety and 
economy longer 
service 


Uniform heavy wall thickness 
—no weak spots 


Recess retains gasket 
in coupler and assures 
proper placement 


Superior quality 
—precision machined 
—accurate tolerances 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


a . 
Now SALE$-BUILDER » 
KING Fill Alarm! 


(Whistles While You Work 
Stops When Oil. Flow Should Stop) 


¢ SIZES for every new AY 

tank installation J SS 

e Most complete line available for safe-level, storage ¢ 
tank-fillin 

@ Speeds oil deliveries . . . day and night 

Design features save installing time, cost and materials 

Stops oil spillage and waste 

Prevents property damage 

Saves customer's time 

Requires no maintenance . . 

of wack” 

e Builds goodwill 

@ Promotes customer’s service and convenience 


NEW PROFIT OPPORTUNITY FOR YOU 


King Fill Alarm Ficure #500 





Galvanized cast 
gray iron with 
aluminum tube and 
whistle. Individually 
packaged. 25 of 
one or assorted 
sizes to carton. 
ORDER NOW... 
and start enjoying 
MORE profits, 
BIGGER profits on 
every one you sell. 


. hothing to get “out 


1%" xl" 2" i" 

Wa" x Wa" (UL) 27x 114" (UL) 
WA" x 1” 2" x 12” (UL) 
1a" x 1%" (UL) 2" x 2’ (UL) 
Ya" x TY2” (UL) 


171 Derby Ave. New Haven, Conn. ‘ 
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List of Exhibitors 
(Begins on page 65) 


E. E. Harwood, R. N. Weber, W. Hay, 
kins, V. Hertz, A. Hudson, W, 
W. Galloway, J. Morgan, J, Maney, 
R. Jehling, E. Raithel, R. Kind # 
Campbell, E. C. Robisnon, R, 4 
Sherer, E. Ball, E. Wechsler, D, Weg, 
cott. 

Exhibiting: Complete line of automatic 
controls for heating, refrigeration ang 
airconditioning. 

New Products: Fashion thermostat; oj. 
burner controls; hot water controls: 
combination oilburner-hot water cop. 
trols. 


Wiegand Co., Edwin L. (N-439) 


Windmaster Div. (538) 

Attending: N. S. Hearn, J. Figgins, R 
W. Franks, C. B. Armour, C. J, Ie 
Master, H. R. Robinson, R. B. Moreg, 
J. C. Thomas, H. Pataky. 


Exhibiting: Draft control. 


Wing Mfg. Co., L. J. (1211) 

Attending: H. S. Wheller, C. H, Smith, 
T. R. Peyrek, G. E. Felty, 7 £ 
Schenke, G. M. Comstock, C. W. Die 
mecke, D. J. Guerin, E, F. Rosenberg, 
H. D. Barr, D. E. Weidner, Hig 
Clemens, F. T. Schreiner, H. L. Kister, 
A. W. Carter, R. L. Craig, B. Molnar, 
D. L, McDuffie, R. H. Langer, 

Exhibiting: Revolving unit heater; 
fresh air supply heater; duct fan; 
draft inducer; motorized and turbine 
driven forced draft fans; auxiliary 
steam turbine. 


Wolverine Tube Div. (N-327) 


Wood Co., John (N-206) 


Worthington Corp. (1055-1059-1063) 
XXth Century Heating & 
Ventilating Co., The (628) 
Attending: J. G. Kerch, R. K. Long, 
W. H. Stashkiw, J. G. Kerch, Jr. 
Exhibiting: Cast-iron furnaces. 
New Product: Airconditioning. 


York Corp. (32) 


York-Shipley, Inc. (111-113-115) 

Attending: G. D. Frank, J. B. Johnson 

Exhibiting: Steam-Pak generator will 
wet-back; horizontal rotary burner 
with F/C control panels. 

New Products: Packaged fire tube boil 
er and Econol burner. 


Young Radiator Co. (206) 


Young Regulator Co. ; (72M) 

Attending: E. O. Young, W. J. Zimmel, 
R. J. Komar. 

Exhibiting: Damper regulators; remote 
controls, manual; relief damper 
multi-blade dampers; butterfly damp- 
ers; air-split damper regulators 
accessories. 
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Atlas Equipment Co., Seattle 
Wash., appointed Northwest sales 
ump C0, 


representative for Tuthill P 
Chicago, Iil. 


February 
1957 





